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You'll line up Repeat Sales *$. 
with the WEBSTER LINE = 


SELL THEM WEBSTER’S — and you'll never have § 


_eialleteillelaa aT 
“a 
$ 


to worry about the second sale. For it’s the line 
S that brings customers back for more! Why? Be- 


cause every product in the Webster line is a quality 


E> product — designed to do its job right. 


7. MULTIKOPY CARBON PAPERS 


Selling Points: A style and weight for every 
requirement. Insures neat, legible, non-smudging 
copies. Available with or without Micrometric 
scale. 




















a MULTIKOPY TYPEWRITER RIBBONS 


Selling Points: Give exceptionally sharp impres- 
sions. Are non-filling. Long length of ribbon 
means less changing, added service. 


3S. MULTIKOPY SPIRO-SETS 


Selling Points: Combine master paper and spirit 
hektograph carbon in one sheet. Paper and carbon 
perfectly matched to prevent copy failures. Regis- 
ters sharp, clear impressions with any make type- 
writer. 


oe 

“a “ad 4. MULTIKOPY MASTER PAPERS 
Selling Points: Made from high-grade stock. Is 
especially adapted for use with Webster's Spiro- 
graph Carbon Paper. 


5. MULTIKOPY DUPLICATING FLUID 
Selling Points: Gives finest results. For use in any 
type of spirit duplicating machine. Special non- 
spill pouring spout in every case. 


6. STAR SKIN CLEANER 


Selling Points: Contains no harmful acid. Leaves 
hands soft and smooth. Won't remove nail polish. 
Attractive pine scent. 





F.S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Mass. 





{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a_ clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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by Evan Johnson. 
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Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, post 
office or express money or- 
ders, or in American postage 
stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have -their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 


{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
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or directly related products 
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fEntered as second-class 
matter, July 8, 1905, at the 
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ent Office, Washington, D. C. 
COPYRIGHT. Contents 
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Company. 











These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
They do, however, offer their services in resolving any disagreements which result from relations established 
through the journal. 
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|THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy,-furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 


turer 























Ss. 





OFFICE APPLIANCES, 





Pronto File Corp..................-.-----169 
Quality Park Envelope Co. 167 
R 
Regal Typewriter Co. ...190 
Remington Rand, Inc. . 74 
Reuben Company katate 
Reyam Plastic Products Co.......181 
Reyburn Mfg. Company ..203 
Rite-Line Sales Co., Ine. 195 
Rite-Rite Mfg. Co. awe 
Rivet-O Mfg. Co. edeiictbnrtcscoenee 
Roberts Number. Mach. Co.......181 
Roberts, Weldon, Rubber Co.....200 

Rochester Wire-O Binding, 

UBS ocaceicevnieccenpsnaanonamyansveses 197 
Rockwell-Barnes Co. ............ 166 
Ross-Gould Company .-.-198 
Roto-Shear Co., Ltd............. -----194 
Royal Metal Mfg. Co., The......206 
Royal Typewriter Co. . 85 

Ss 
Sanford Ink Company................ 98 
Saxon Paper Products, Ine..... 
ele aE Te SR | 
Schollhorn, William, Co............. 160 
Seng Company, The 144 


Sengbusch Self Cl. Inkst’d Co...2 


Service Products, Inc. 193 
Shank Leather Goods Co...........18% 
Shaw-Walker Co. cine ctthehisenpea 
Sheaffer, W. A., Pen Co........... 47 
Sheppard, C. E., Co............... .-187 
Sikes Co., Inc., The.................... 61 
Sinclair & Valentine Co. ....186 


Smith, L. C. & Corona Type- 


writers, Inc. Selb ciesinn 33 
Speed-Key Mfg. Corp.................197 
Speed-O-Print Corp. . .87, 88 
Speed Products Co., Ine........... 71 


Spencer Rubber Products Co...181 


Staedtler, J. S., Ime.................. 189 
Standard Business Machs. Co...129 
Starkey Paper & Supply Co.....198 
Stewart, R. A., & Co. ...100 
Stormin, Ths Wh, Oi eccncicccerccseccoree 200 
Sturgis Posture Chair Co. 135 
T 
Technygraph Co., The................191 
Teeters-Mackey Co. ....................180 
Toledo Guild Products, Ine....... 185 
U 


Underwood Corporation ............ 
sevesees-eeeeee-ee Back Cover 


Union Pencil Company.............. 83 
U. S. Typew. Rib. Mfg. Co.....191 
i 
Vail Mfg. Co. sins ciainetian . 89 
Van Dyke Industries ...---143 
Veet Mfg. Company seeeeeeee- 1 85 
Victor Adding Mach. Co...........133 
Victor Safe & Equip. Co. ..153 
WwyzZ 
Wabash Filing Supplies, Ine...151 

Wansco Paper Products Co., 
a See ...190 
Warshaw Mfg. Co. ef 
Waterman, L. E., Co. ---1 28 
Weber Costello Co.................... 121 
Webster, F. S., Co....... 2 


Weis Mfg. Company..67, 68, 69, 70 
Wells Office Furn. Co... ...130 
Western Wholesale Stationers..182 


Wilson Jones Co....... sesamin 65 
Wolber Duplicator & Supply 

Rs. Hedoakari<cceliettiaccaaneisminceamand 141 
Wood Office Furn. Institute..78, 79 
Wood Processors, Ince................. 196 
Woodstock Typewriter Co......... 103 
NR a pares x 194 
Yawman and Erbe Mfg. Co..... 75 


Young Office Machines Co.........170 


August, 1946 





For the benefit of th 
e subscriber ; 
are represent rs the line . 
potent. oh we pa age subscribers be piesa 20-9 are here classified. Man 
e service bureau, through which ‘the article of office pater of the requirements of the mod : 
the information will be ie cal pe here, they Plesapenet A gon office 
and cheerfully furnish 'y invited to 
ed by letter, wi 
’ thout 





Accounting S 
7 ystems Equi 
Eureka Specialt -quipment o ° P 
Pemberton, L. NPs .: 186 a Letter Files bligation. 
: sg a 199 Amberg File & Chai 
Adding Machine Parts Art By Bs Index Co. = — Tablet Arm 
Ames, Supply C Cole Steel Equi rd 17 Jasper Chair © Diaries (S 
Addi age 90 Glube-Wernleke Con Co., Ine. 164 New Indiana Chair © 174 iaries (See Memo Books) 
ding M icke Co 1 Chair Co Diet 
achine Rolls & Paper Rockwell-Barnes Co. The 42. 43 Cheek ' 148 ating Machines 
Rockwell-Barnes Co. . Weis Mfg. Co sae 7 . 166 eck Protectors & Writers Standard Busines 
Adding Machines 166 Brief & Zi 67, 68, 69, 70 Hall-Welter Co Dictating tree on 129 
eax r 
Allen Calcul por ipper Cases Checks, Bank 205 A merics : » Used 
Stonvoe ogg Ine. ne pe Thomas H. & C te ank, Payroll, ete. Young on, Disteting Mach. Co tn 
Remington Ran — 9] fashek, Frank, & C et 138 tibson, C. R., & C Di ce Machines C0....... re 
— nd Ine 1 National pe Te 0 29 ft, o ; isplay R - 170 
Smith, L. C., & Cor 7 al Briefeas “aa. 63 Ch 164 acks : 
eeetvash hy Corona Tws 33 Reuben Co adicnnabiten .-..199 a Senet sr Pierce Co., The 
> . . . ee . 6 “a Stencil W - . he B 5 
Victor Adding Mach. Co. Back Cover Bulletin Boards 82 Meyer & Wenthe .- 199 Drafting Instruments & . 199 
Adding Machines, Rebuilt & Used 13: Weber Costello C Clipboards 183 Brown, athe oe Equipment 
Calculator Equi : e ; 0 7 : ‘ardinell C ro.. a 
Mailers’ aeten ih task 192 Business Forms ast ccs, Arch & Clipboard Files Post, Frederick Cc : 132 
Young Office Machi cquip. Co.......198 Gibson, C Coin Bags, Tra vet Duplicatin Scie 204 
: Machines Co ~ R., & Co ys & Wrappers @ Machines & cage 
Adhesives (See 170 Cc . 164 Art Steel S i Autoc , Supplies 
eile ee Inks, Adhesives, etc.) alculating Devices “lon e A, ales Corp or eee Ine. .... 
’ . Meilicke . ; - ad i. ae Be ridge, Kimpton 7 178 
Amberg File & Index C Victor Safe & Ea _Tne 196 Coin Changers 178 Rock | Depiionter alll, Haupt.....113 
A * PY 0. 78 rquip. Co. => Gale Cc ster Co 192 
po Rhee ty Files 178  Caleulating Machines iad alef, J. L., & Son ; Columbia Bib. & Carb. “Mt = 
Hobe-Wernicke © Allen ¢ Copyholde vi D apers, Inc Mfg. Co... 37 
Pengad Mf _©9., The 42. 4! n Calculato rs & R Mf + + 
Mfg. Co. 2, 43 Monroe Cale rs, Ine. ie Ace P Hard g. Compan 122 
mee rag oo er Co ot 197 Smith, a: _ Co. 91 Copy Loe age gag Pa Hever Milo, Co. : 202 
= rvice Products, Inc 166 Victor Addi <« Corona Tws 91 ae ight Mfg. Corp 92 Ink § orp. 195 
Shaw-Walker Co 198 Adding Mach. Co 33 awn Mfg. Corp 94 Manif pecialties Co 207 
Yawman and Erbe Mfg. C 108 Calculating Machin _ Wale On Sales Co 205 Marr Dy Supplies Co 193 
Ash Trays & Stands — 75 Calculator Equiy poy Cc ee 130 Mittag 2 Volee Co... 14 
Edison Rest. & Mailers’ Servi ». Corp. oe ostumers , Old Tow olger, Ine. 6 
~ st. & P — > Service & Equi 192 wn Rit . 5 
wing Company Bar Equip. Co.....184 Young Office SS Sane Co 198 Fair Furniture Co Se oe Mfg. Co. Carb. Co.....51, 184 
Well Furniture Co. . 196 Calendar P . 0. 170 Globe-Wernicke C — 111 Sr wlair & Valentine 197 
7. ells Office Furniture Co 111 Fox. G ads & Stands Peettons Steel mois The 42. 43 suet Ot C. & Cerone * 188 
ssociations ‘ 130 ox, George E. & C tee 204 Speed-O-Print Cor ni 33 
, Carb ; Starkey Pape D. a7 RR 
PP se oeg inca Weis: Teatitut (flee a 189 Crayon 108 Technysrapht “Co. Supply Co...’ a 
tlase a a . e......78, 79 ons & Ca *) a, ctor Safe r- ; 
Cr c agg mt Card Index Boxes + ale Weber Costello Co 1 Wolber a Ro a in! 
am, The George F., C A1L-S hae rays Cushi 21 Dupli ator & Supply ¢ 3 
Autographic rena. icles 193 eo ae Fauip, Co. 73 ig Pads, Chair Sa Machines, og Grae 
a +1 Art Pr gee Hic Index © is } urniture © Mailers” Serv . KE 
B4- Philip, Co., Ine : ee ory Construction Co 178 a ox ez 111 Young Office = = Equip. (Co.....198 
ank Supplies , 159 Cole Steal Sales Corp ; 53 ternational Cushion... {2,43 Envelope Open eee 170 
Downey, €. I ‘ Columbia |. mquainenens Co., Ir 177 Dating St 194 Roto-St ms, 
Gibson, C - an, CO m Caers- ‘ Steel Equipment ti ne.....161 amps Env Shear Company 
7 (2. hm. £0 ve id gay: yer mae Mfg Co Co. 97 Consolidated Star vanes Sealers, Used Ltd, 194 
ankers Note Cases 64 Feoacaees fonts H rp. 49 Fulton ee Co.. 171 ‘ oung Office Machines C { 
an Steel Sales Corp Globe-Wernicke Cer Co . a & Wenthe, nic.............. 191 nvelopes 2 <n 170 
General "Fireproofing © 177 Golde teste 2 Co., The 42 43 St et-O Mfg Co. 183 Globe-Wernicke ( 
Globe-Wernicke Co, The 39 Imperial Met! & Supply Co. mit Stewart, R. A., & Co 198 Northern. States Eni The 42. 4: 
PP Safe & Equip m 12, 43 Invincible. oe Co. 4 en Desk Bumpers 100 Quality Park = Envelape oo 4% 
illing Machi ‘ : 153 Metal Office F urn. Co 4 “ Yilson J cnvelope Co + 
ts New BP i a Co. = Fox, George E., & Co Envelopes ca Co 167 
os Rand Ine. : Peneiinen denned Yoodworking Co... ++ Desk L 189 Ale » Celluloid iS 
inders, Catalog & Periodical 74 Pronto File —— Co Pe ; amps meee es. & 
Acco Products tea Rockwell-B» Orp........ e Yawn Mfg. C farkilo Co... p - 
ts, Ine eee eect Co 169 Midwes ae Veet M ‘eG 139 
Amberg File & : 92 haw-Walker © fidwest Naturlite © 205 Mfg. Co. 193 
National Blane. Book Co. 178 woe Office Furnit 108 Woe Om a ~ gaan 205  Eradieators, Ink 185 
Pweg C. E. Co - 197 con Mfg. Co “ise ? 68 198 3 nage oh remands 130 Carter's Ink C 
inders, Pe > dalle 187 awman & Erbe 57, 68, 69, 7 Desk P: : Sanford ig a 
Boorum Sree ee Cash Boxes — 75 th tno fae ——. Blackboard rH 
Ss ar _—" 0. » . * er, G. J., C vebe ’ . 
a C. E., Co 45 Art Steel Sales C Fair Furniture oe 139 eber Costello Co 
ilson Jones Co , 187 Cole Steel E es Corp. mu wan. Gene ure Co, 11] Erasers, Rubbe 121 
Blackboards ; 65 General vee Co., Ine. 181 Office Furn. E.. & Co SIE Faber : 7 
Service Product Globe-Wernicke  Co., pg 39 Wilson soll gap Distr. 196 Kok t-Neor “Ps Ine. 
Fal : cts, . ag r ’ he ' fs . 0 meena Bann enc ‘ . 9g 
Weber Costello a 193 Phang Wholesale Stationers a Desk Pen & 1 bios Renee, Weldon. Ri bi ann 
Blank Books . 121 9a Caster Bearings, Slid : 182 Gregory F nk Sets Expense Books ° ubber Co 300 
Rie & Peas C tk . tk. es Sengbus ount-O-Ink Co Beach Publishi 
Eureka Motel &. :, 45 one Corp 110 en oS Inkstd. Co ay Eyelets & Enola Co. 199 
ane Blank» Bok'C Co. 186 ellloid Envelopes : 156 Union Pencil Co reealinas “47 F Rivet-O Mfg - esa 3 
ockwell-Barnes_ C - 197 (See E , anfold C : j { 
Wilson Jones. { Co... ae mnvelopes Cell Desk Side Fi 8 ontinuous F 198 
Sarina’ Oe, 166 Cen uloid) e Files Hi orms 
BI ; = .. 65 iter Drawer Desk T Amberg Fi oom, Philip, Inc 
ue Print Franki rays : g File & I é Fil 
“a . Papers rankin Metal Prod. C Cole Steel hime Co. 178 ie Boxes, Fibre . 159 
, ost, Frederick, Co. 204 Chair trons ” 175 Farber, Louis H ent Co 161 Bankers Box Co 
lu i é Bassick C 8 arkley, C ; = 
ae ae & See Sean Collier-Keyworth. pean rw Gute Wenies tee Sa 136 
on en ee Co. . : - Seng Pm ng = es Hy a Metal Construction C + ov saa ——— = eae Cc 42, 3 
Art Metal may Co, ine “73 Chair Mats 144 Art Steel Sales Corp . 33 Oxterd Filing Bapyly Ce ‘ a 
Art Steel Sales C Bandes i F Jamestown Mfg. C 7 Weis M "papa ae 
Hrowne- Morse” Co beniast “177 Rickett an > Pay 128 Sone te E., & Co. aa ‘a File Senen, dae 67, 68, 69 "0 
ardinal Distribtg. — 145 Office F " . Co. 2} G Fireproofing C , etal dite Jt 
c : stribtg. C ) Mfice Furn. Wholes 9 tobe-Wernicke © 0. : 
ot gg Pee wa er Co. 118 Service a Distrib. rd eoerial Methoe 'G _ 42, re Art Steak Construction Co 
Gorey oo Equipment Co. — Chairs, Folding . . 193 ae Co. s Co. 180 Cole — Gales Co. 53 
General Fire n Mfg. Corp... 40 Adirondack Chai Peerless Steel Equi : 152 Corry-J Zquipment Co. 177 
Giche- Werni poms Co. ances 4 Farb ~ as Chair Co Service Product “a - Co 204 Globe eg Mfg. Cort 161 
raeingitste ~~ e Co.. The... - 39 Me er. uis H...... 186 Shaw-Walker C aes 193 Peerles ernicke Co. “1” 6 49 
» Metal F severe 48, 48 anhattan Office panne 8 Wei 0. ve rless Steel E , ne..... 42, 45 
Peerless S urn, Co — Rovs ce Equip. C 4 eis Mfg. € 108 Pro _ Equip. C 2,45 
ss Steel E . 137 oyal Metal pd. Co. 19 Wel Reg 67. 6a. 69. 71 nto File C . ccbecaal 
Pront aee Equipment C , . al Mfg. Co 4 Vells Office F 37, 68, 69, 70 Rockw orp. ---004 
Shaw. Walker co : 189 “— Othe 206 Yawman & Erbe Mfg. Co. 130 ’ Shen Waimea ne 168 
Yawman | Co. 7 re fright Che 0 a Viet “ae aaa G55: sereceee He 
& Erbe Mf ’ 108 Cr: vair Co Desk Work Distri ies ictor Safe & E ar aes 10 
Mfg. Co rd ramer Pi istributor Weis ¥ & Equip. © 4 
B ; 7 osture Chai - 189 's s Mfg. ¢ 0. 5 
ond Boxes ) Dependable + Mier Co. 95 Art Steel Sales C Filing C 0. 67, 68, 69 = 
Art Steel Sales C Domore Chair pes 185 Fox; Goose Ek 177 Meili mp umber eee 
Jeners Someones orp. a Mdison Res : wo G anc © EC — ink St 3; . 
io wea Co. . 177 oe ieapeeen Equip. Co. 3 Vietos ne Co., The 412 = Shaw-Walker Yigg o - 106 
“ke Co., The t farter Cor ng Co. Wi Safe & Equipme “eget Victor Saf Real - 
Bo : 42, 43 Se ee . 39 ilson Jones C vent Co.......153 i Safe & Equip. Co. 108 
ok Cases High Point Bndg. & Chi 119 s Co 65 Filing Cabinets Dp. Co. 153 
All-Steel-Equi Jasper Chair C & Chair Co. 59 Desks AILS . Metal 
Art Seatel than Co. . Macey Co 0. 174 ea =" : 20 ee Co. 
Sretrne al Construtcion Co . ner Office Furniture Cc 134 Art Metal Sonal — a ee 33 
Corry-Jamestow 0. oo fichigan Desk C ‘ D. 57 Browne-M struction Co Ra Art § onstruction © 2 8 
Genel Yisenes Mfg. Corp _ New. Indiana Chair 149 Columbia Ste Co -_53 Art Steel Sales C 0...... 53 
i ee ‘ : rf F ar 6 Jumbia Steel Equi 145 Browne-M $s Corp.. Pps 
Globe-We ireproofing Co 49 Royal Metal Mfe 0 148 Warher eel Equip. Co 5 Card Morse Co seed 77 
e ernicke C . : Shaw-W 5 ‘ ‘ . Loui 7 inal Dis Fina a 5 
Macey ee Co., The 39 Shaw-Walke “ag Co 208 Ge . Louis H. 97 “ake istributi 1 45 
ace} 42, 43 Sikes C er Co 206 yeneral Firepr : 8 Cole Ste ; ng Co...... 
i a SS naeeaaaenaaaS "134 a o.. Inec., The 108 ahaa eee i $9 Columbia Steel aulg ie inicss 161 
te England Wood Me “"T49 ag osture Chair Co 61 Imperial Desk C o., The 42, 43 Gusry-damechets Equip. Co. : ps 
ning Steel i oo Co..... 96 Chai fice Furniture Co 135 Indiana Desk Png 102 General Pireses Mfg. Corp...... 49 
Shaw -Walker Co “tar eee airs (Posture) . 130 Invincible Metal F 162 one See PL emeseaoe 
‘abash Filing S i 108 Bright Chair C Jasper Desk C urniture Co.......137 Invineible \ 0., The 
Weis Mfg. C Supplies, I . : hair Co Jas 0 . M: e Metal Fur 
el fg. Co. a7 ne...... 151 Cramer Posture Chai 199 —— Office Furn. C 132 Macey Co. .. n. Co.. 
man & Erbe Mfg. ~ 68, 69, 70 Demere Chair Pal Co. 95 —— Company . 0 149 sotes 6a hea 
Book Ends : 75 teneral Fireproofing C 119 Metal 157 ee Steel Equip. Go. 
Harter Co 0. We Metal Office Fu . 134 emington R. » CO. 
Teeters-Mackey C High Poi . “ioe Michigan Desk > ie 57 Rockwell-B and, Ine. 
Bookkeepin os : 180 Jasper Chair Con & Chair Co "ie — Desk Co. - 142 Shaw- Walker Co oe 
Re @ Machines Metalstand Co heme ee ee oe 58 Vietor Safe & Equip. Co. 
temington Rs Shaw-Walker (Co.. 152 erless Steel Ec : 140 Yawman & p. Co.. 
I and, Ine a r Co 2 Roy quip. ¢ Erbe Mf 1 
nderwood Corp... ne. s 74 Sikes jo tan. he : "19g Bevel yifetal Mtn. Gi ) 204 Filing Cabinets Weed ee eee 
paeecerens ack Cover Sturgis Posture Chair sinttcaeete an Shaw- Walker ogni 206 Browne-Morse C 
Wells Office TE _ 136 Walle Safe & Equipment C 108 New England We : 145 
ure Co. 130 ne Office Furniture re : 0 153 Weis Mfg. Co Voodworking Co. 96 
wms é ‘ , . } ane Ae 
an & Erbe Mfg. Co x Yawman & Erbe Mfg , 68, 69, 70 
(Continued on page 6) xs 


OFFICE 
APPLIANCES, August, 1946 
5 

























































ype Supplies 

Acco 

Avaneo Prot “4 : 

gner, ( ucts, Div ibe Wer 

Amberg Wie & Ir 192 Globe: Wernicke Co. 

Ba Metal Co Index Co 139 nvincible Mets con 

ie ‘ ae 0. “y73 Biase Rae Furn -. : 42 ro Represent 

Gerry-3 hg, Ra "53 hes England W ; Be “335 

peng men Mt 136 Shaw-Wailker Coon 5 Ht thos & ial 

S ~ = “a ane 0 gz Co - Ribbon Co d 

G e- Wernick ‘fing Co. . 49 © obs ‘ | 

— System Py The ” 39 A eaf Books & z. Co 108 Allen & C bons 196 Corry Jat tow 

: ur 43 sf Amberg File System 75 Allied C 0. G rry-James Equip. 

nae ge = Co. as Boorum gs & Index C s Amer. se & Rib. Ghee Pirro ne = 

Sextet Sta urn. Co . 180 National B Pease Co Co Md Ames & arbon Pa b. Mfg. Cor 188 Gilabe-Wernicke Co. Co 
is Se Bnln see Sheppard. ook, Book © wy a Seoely Co. Der sts. Corts ane engl | bien 

nto Supply ¢ ‘o > + ils a 2 i) 5 u plicat -- 1 05 Ane ; 
+ pd vom <n. ply Co oo. Loose essa Co Co a Caters Ribbon ra : ea ae = = 
fi seo" 04 heet 87 ‘odo nk Co. arbon Ce 2 etal Offi al Fi 1 6 
Shaw-W arnes e Co. 169 Aigne Cove . 6 Cc Mfg. Cor Co Pront it ne : 
Veet mes Co Co oi Markilo & J.. Co rs, Celluloid 5 columns Ribs a es Pronto "Pile ¢ — Co “2 i 
: : SRE: cr e : 
eS ; x is aera amen Co 139 Manifold. Supplies ar. Mfg. Co Rockwell-Barnes. Go 0... 
es © i — 85 istributo 198 Old ag & V es Co . Weis X ae aa 
Weis MM! Mfg. upplies, Inc 153 Globe-Werni rs 65 P Town A ae § ne “a Yaw ffg. Co. 
ae | : a acific ( ib. & e f . man & 

saea awman & sa 67, 6 in ecmeine Safe es 0 The Senin teen & Rib 3 Goi. as sae 4 = 
i a cee - fold Books nage Co 42, 43 Le og me Co Mfg. Co. ise All-Steel oe & iit. Skene 
Speed P 75 ano, Phil ahs s . : : = 
. ~ ip, C ss Form Re Process vert a 

oe eg ls ie s gal Ty ss Co oxes, Fi - 

id as. 2 ks Rem ypewri Y : ! : : 

Peytor Kits ne. 71 Graff, G 159 pe Rend. Co Bening Seu nate : 
nen agcggee & Co Maps, ichen B.. Co Storms. ‘Typewriter — Veet 5 ter Sate Co. Co. 1 

: 3 : oh | ‘orn M. . Vie’ Co... 0. 58 

=a Sola . mn gal 191 . “= Corp. Co Wests Safe & E 106 
Cleeveland ns, Mfrs. es) Cram, ae eoueee.” Ine. Write — a2 = : : r=. r 
Brershar, Corp Weber The George F wr _ R Write, Ine. 8., Co. Mfg. Co wes” Denni oe: c 

arker Pr ne. Match ello C , 0. 90 ubber bs we — ami : 
Sh en C 190 ed Offi . 0. 193 . Band vee eg it Co 
= | | ‘ ha + rows A a vere-194 Tables urn Mfg. Co. 16 

Glasses an, L. E. > Co -- 98 General Fireproofing Co. . oe Sam f : 
ni 4 Magnifyi . Co 47 Le - Wernick ing Co 53 ubber St: Eee Odenton : ec 
Franklin M ying 123 <4 Cumpes Co., The 39 Meye amps ‘ as nen Ree : 

e , : 

— = “ayia na Wale Mfg Ce 42 oar R ee a Ine ye Cc O. ....2-00e0 mB 
Cram, Th cal 175 emorai r Co. , 157 ubber T j — - a fe : : 
Weber © e Georg Boo ndum Book 206 F ype SORES AE 5 183 ese me Of i = : 

‘ostell »F., So G rum & P $ 108 _ ae 100 Pee Steel. moo i 
aoe Cloth ~se 0. 0. 193 Notion ‘Thomas He ‘ ng pecialty Co Shaw: Walker, . so 
=) 3 . Nath " gar ae 45 ulers, T . A. & C Yictor S er Co. 0. 3 ats 94 
ae yg Sh ee o 138 ulers, Transparent 0 191 Wells. OM ‘rural —t 
Reybur Jeorge B % Uv ank ee rege Co. 0 197 Saf iu Ruler © "t ork sn “ 
Warehen Mfg. Co. 0. 1a. 08 a Pe er Goods C z = = 
: ra - 166 A R Stati a 5s 
Gummed w Mfg. Co 191 M om Jones C ' is ' : F 
| : - gton achi 

: eo =i emorandvm 4 Co . 83 — if Cteaien ry Tax Record Rand, Ine. nes 
R nison Mf ng Machines y @ Visible Reco 65 tlobe-Wer i ~g main —-* | 
eyburn M g. Co. nes Mendin e Records Herring - nicke Co Ogg : ce : . 

Honor R Mfg. Co.... 1 Denn Tape s, Ine he Pgs 5 -Marvi fe a “eas =e 
: : oo , “ 59 Mase Co. Metal Shar: Co aS pera Pots shing Co. 199 
/ 1 cians Ww. Mfg. eili ree : . 

= : & Ee fe & 168 Remington Ri Safe C Ri, ictor ge | Prod. Co 
Cook, ‘The ed . Corp.......197 aay Cheek io Shaw: Walker Co Ang a oy oe : 
jraff, G c., C Meye tencil V s, Tokens 78 Y ctor Safe eau zen : 
Tee Sanh we oe Moiste r& Wenthe Ina . awman & & Equip. Co i aC ea 

Index Tabs & Equip. Glue Fast ne re —s arbe Mfg. Co... Globe. W. Fireproofing a 
| le waco ; 
ye eel e J. oe ; “aq “a Co oe Cc =r. : ; 
Ba as File Pt Nu gbusch Self Cc : ices ge ines — “ = ’ 
rkley. C Ree s mbering M 1. Inkst ae Seal Jones Co... 67, 68, 09, 10 ob Tu - | 
Guide Wemicke ot Se co =fashians stand Co.201 Bur _ ae —— 
} : seseeee - ( : 
Markilo = & Sino 6 coe es & Mach. Co Bors Specialty P : oe ie : 
ae os 2 ot : in railing ..181 Spohash Desks rtg. Co..... 186 Ticket Bsn B., Co 
Ss rd, CC. E DPS rintin ' Si i 
ae ac tran ee De 43 Shelving iling Supplies, In ‘ten “ 2, 191 
Victor se 0 Inc... » Figuring ee All-Steel-E Bee jt =n a : 
inks nti & Equip. © Notional ney Cc 191 Art “Metal “Con Co. Type tee a Bre 
0... ‘0 ons | " “ 
2 : = a ees fie Book ee 45 Corry- swe eereation Co... 73 Ames gd Co. 197 
ie a . : ‘ Jones § <0. F 197 eneral F own M 53 ypewri y Co. 
I = * ‘a s C : : 
ii he = : Eaton Pap 0. 7 Globe: Wernicke Co. i. e Painbriaee, ‘Kip Material -. 90 
= ;: = a some ; Shaw- 0. . 39 ardinell ¢ cimpt 
7, Ink © . ose S ell-B ATP. ...-. on ; : : : 

a” * E ihe : Wann teeny db pea: pad Net a : : S; : : = 
— — My ee . Paper e Paper ro Co. 195 166 National B Equipment 108 Mittag "= van Ine ie 
eS = i ‘ + Co.. 26 Signs, C usiness Sh rte Dist ta, Ting enn 5} 

See ER Kiger a ’ | ) — 

: eae Aint" Penel Inc. ...190 Acme ssesarenag alia Co. 154 Real ‘Typewriter Pag am 

| A 0. 

L eyton, Peter 201 Graff. The H. c Sharpener G Sleeve Prot n & Dir. C Somera og 7 i: 
abels » Mi Oo, a aa r Co. 0 Plaste ectors orp. 197 T ebster, F Ce. % 
5 rer oS daa — — Co. Slide — ade por men Cushion Co. "98 

rial y Pr . : 
Oxf. fethod tg. C ail M Brow 3 aig : 
= - , + ae ad Bo fg. Co. c- n, Arthur, & 98 Speed-Key pestal Co. 
orthew Mfg. a — “180 Ace Festening M Post, F Ruler C — at a i 
Weis Mt Mfg. fom Stcedll Mr, — ounce Smokin rederick, as cones 120 ere Cus “rt =" 

Ladders, a ibe? ee 1 ~ we S re Co... 1 Edison a om m ete Se " 
— Ts Store  % “68, 69, LY P ictor a = . Stamp ggg & Bar E = Poe Ge Maen iy = 

a | <3 : aste (S -quip <— Ca $ cquip. C ‘ox, Geo Prod 

= a ' mgt = Peerl rge E ucts, I . 90 
Alexa echani Parcel s, Adh 15 Fulton nk Co oy vm it 
xx os “ oe 198 Hanon Sc Postal ore ete.) 3 jaw od Svecialty a 12 oe ~—oseinge Co. TRE: pd 

aber, A. c. &. ‘ayrol Scale Co es llips enthe, Ir 27 som & ae 
Rite-Rite. W.. I 6, 173 N | System “y me : = 

_ te WN , ine. ; u-Vi $s Oo M s Co. “Ser = 

Sheaffe Mfg. © Res ue Publ 189 ae Mh : = 

Ww r, W. 0. : Penci — 2 7 : 

L aterman, — : Pen Co. 197 a neg ar, eee & ‘ “a = i =e 
pained Goods Soy Seas 47 Columbia, Mie. Co 195 an Stee] Sale Machines 100 pram zn fea 
Boh : ie mh. G ral r s Corp. emingtc 0 1es) 
Mashek, Thomas Rite-R Pen Co _ a 16, 173 Globe-Wernicke Co. < i oe a 
Nation Frank, H. & C Sh ite Mf ; woe 79 etaistan 6 : # : i z 

1 Co. 0... eaffer, g. Co M orp ., The...........42, 33 rte a : 7 
tee sey Brief C 138 Wate W. A... .... 98 etalstand Co. a = Se : 
7 : se i — < —— OT egeraeaenantiy et 42, 43 Ww ood Co orona Tws... 5; 

& a . es Peneiie, Weed Wn — a Sturgis pel weiner 112 senna Typewrit Twe * 33 
= ae : len as Faber, ny W. =~ Lead 123 Toledo’ Guild "P Chair Co ~ O04 ag Rebuilt my a a3 
2 ‘ on ; s Office roducts ee “13 ¥ Typew sed 

Cr 0. e aedtle encil © Stapl Furni , Ine. 135 oung writer © 
Leisure hair Co ee Pen r, J. 8 0. 99 e Extract ture Co... 185 Vi versed : 
: | Seite ; = er nell 205 Ace Fast ors . 130 isible Syst Machines (¢ ..190 

Letter — Che aR 174 “ayy os : Et a : z | 
° ray: Chair C a? Pen encil § St rm, Wm., _ ae ier = 

E 73 * 25 — aple & dias Aign sible R 

<: = : * ee Ac Stapli L. 101 er, G. J ecords, 

a wise sesh 8 gbusch S 203 S oe Mach 160 het Motel Con Co. Inc.. 

A -Equi ’ Pins elf Cl y Markw: “oC = e a “s 
me =. ns & Pin “Cantaners kstand Co....201 Precision Be wee — Globe: Werne eure Co Go. 139 
ext Seen, Sa iction C PI . Co... 7 Spee eC : . Ren = . “§ 
General “Fireproof orp. Micusens —. Typewrite hi Saas Co. ’ oa as Remineto 7 Be x “ ; 
Macey Vernicke Co o. Minor Supply Co ete. 89 St ells ae, Company <s 99 Ross-Gould rss in = aa 
> - m be . a | | : : : 
a ae SS et Satie, Pocket see 90 Deven Brass urniture Co 89 eid rd — PREP 74 
athe — Co Penetatien. ales Co. ’ Poe Stencil Work 130 Victor Sate. E.. Co... = Hes 

Litho Erbe M Amber Covers 19 Sax ry ” Wilson “2 e & Equip. € iH 

graph Mfg. ¢ as 98 on Pa 199 Wien Jones C oleae ms 
: = 7 — rr Sten per Prod man & E 0... oncom 

. Phili inuou 0 . iL ex Co nogra »ducts, War y oo : 

= RE = i ae at x 178 Nattonel Bl Notebooks Inc. ....125, 126 te Racks be Mfg. Co.. cane 85 
All-Steel Storage Cabi 159 Eurek: Sign Accs ste Co 136 Sarai. Bemnee Book Co “ tants -* 
semen Ere (Cabinets g Fulton. oa oe 196 Stevie es Co 197 aste Baskets Woodworking C 
Art Met ckey C * Stew ecialty C g. Co ependat “ - 
A fetal C 0 7 art, RB. 0. . Ha ~~ | - 

— se mega omg Co se Punehes . A., & Co io aa ag g. Co Bainbride Sales Cor 
it Sas " ton _ 58 Acco P 100 st ce Furnit 185 Cole Steel Kimeton & 197 
ans : t: ~ only yy Inc ne & Transf ure Co. Hh Corrs Jamestown Se k Haut... “HS 
: te, : i creme ease C -Steel-E er Case ‘ eral F n Mf eed 
= E : 2 s pe Equip. © s Fox, G ibre © * Corp... 161 
| oe a - = rg File & 0 Frar eorge E., ‘orp. waver 49 
49 New a Book Co..... 42 45 ree Metal Con Index Co. a ee —r icone si Si 

ilson d Pap 0. , 43 Steel S — ae - < 
“aay —— Fe Art Bt Sales C on Co. 178 Globe-W reproofin uct ee 89 
0. Co.......202 Dailies. Box Co orp cig as sth fiw wo Co. The 3 
<< 06 Browne- ‘ho an ee 177 eerie Steel Baul - z: 
Cole S orse Co. Co. 115 Shaw-W. Stool Ea “5, eecae 
teel E 136 Ww = nates i: 

y ells Offi sar ; 

saris Are ene 45 Whol sttenery ' i 
fr: ass te iture Co.. 330 

ee ationery 
: nbridge, Kim / 

‘ pt 
merges on & Haupt.....113 
IA | 
NCES, Au 

gust, 1946 


6 





rowan ew 


— ee Oe ee ODT 


ltt i A 


BSE eT 





WANTS AND tOR SALE 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED 





SALES EXECUTIVE AVAILABLE—Thoroughly conversant with retail 
and wholesale stationery trade nationally. Wide acquaintanceship with 
potential market for products marketable through stationery channeis. 
Can prepare sales literature and catalogs—organize and direct sales force 

better than average knowledge of factory procedure and production 
methods. Prefer association with manufacturer who distributes through 
dealers only. Best of references—address H-120 care Office Appliances, 
Chicago 6. 





EXECUTIVE, SALES MANAGER and production manager with 15 years’ 
experience in duplicator stencils, addressing stencils and supplies wishes 
position. College graduate, age 38, married with family. Extensive sales 
and manufacturing experience. Wide business acquaintance especially 
in New York Metropolitan area. Executive sales position most desired. 
Box H-116, care Office Appliances, 100 East 42nd Street, New York 17, 
Waits 





SALESMAN WITH TWENTY YEARS experience in office equipment and 
supplies wishes any items to handle on a commission basis on the West 
Coast. Will consider full time line. Address H-119, care Office Appliances, 
Chicago 6. 





FORMER MAINTENANCE MANAGER, New York area, large office appli- 
ance corporation, seeking new connection, extensive experience on 10 
key adding, bookkeeping, calculating machines; combination salzs; serv- 
ice or shop supervisor. New England preferred. Box H-115, care Office 
Appliances, 100 East 42nd Street, New York 17, N. ¥ 





SALES EXECUTIVE—EIGHT YEARS with NCR, fourteen years total 
office appliance experience—is available for sales connection requiring 
originality and unusual ability. Has excellent record. Besides territory 
supervision has conducted sales promotion work including lectures before 
interested groups on use of equipment to simplify office procedures. Is 
expert at sales training. Prepared to act as sales manager or to assume 
charge of district. Partial to Middle West but will consider any area. 
Address H-113, care Office Appliances, Chicago 6. 





EXECUTIVE NOW EMPLOYED interested in connection with substan- 
tial company. Long experience as retail and wholesale salesman, agency 
and branch manager. Familiar with office methods, metal and wood furni- 
ture, including manufacturing processes and design of special work; 
filing systems, loose leaf, printing and office supplies. H-118, care Office 
Appliances, Chicago 6. 





SALESMAN WITH WIDE EXPERIENCE in typewriters and other me- 
chanical equipment and acquainted with industry from coast to coast has 
completed government connection as part of war effort and desires to re- 
turn to the office appliance field. Prefers to travel for office appliance 
manufacturer or manage machine department for established dealer. Has 
good sales record. Interested in mechanical equipment or any other 
product for office use sold through usual trade channels. Top references. 
Address H-114, care Office Appliances, Chicago 6. 





FURNITURE AND STATIONERY SALES EXECUTIVE whose total busi- 
ness experience of 22 years has been in the industry, is open for a new 
connection, preferably with dealer or will travel for manufacturer. Last 
four years has been manager of office furniture department of prominent 
retailer. Well trained in all types of accounting and filing systems. Com- 
petent to manage store or major department. References that will con- 
vince. Good in personal selling and in sales training. Address H-112, care 
Office Appliances, Chicago 6. 





DISCHARGED VETERAN with 2 yrs. practical experience on all makes 
of typewriters and some adding machines, wants position as repairman. 
For details write Donald Moeller, 215 W. 8th St., Mt. Carmel, III. 








EXECUTIVES WANTED 





STATIONERY STORE MANAGER WANTED. Capable, experienced store 
manager wanted by long established stationer and office outfitter in mid- 
west city. Good salary. All replies confidential. This represents an op- 
portunity for the future for a man well versed in the routine of office 
supply store management. Give full details of your experience in your 
first letter. Address W-252, care Office Appliances, Chicago 6. 





SALESMEN WANTED: Established retail stationer needs two aggressive, 
experienced commercial stationery salesmen with cars at once for city 
sales work. Good opportunity for the right men. Reply in own hand- 
writing, giving age, qualifications, experience and references. General 
Supply Co., 306 W. Gold Avenue, Albuquerque, New Mexico. 





MR. SALESMAN; interested in selling an item that brings repeat orders? 
Our patented BUCK-L-BINDER for storing loose leaf records once adapt- 
ed becomes part of the users filing system insuring repeat business. 
Exclusive territory allotted to desirable representatives. Write: The Reb- 
Wal Hunt Co., Box 208, Royal Oak, Michigan. 





WANTED experienced man about 30 years of age to travel eight months 
of the year calling on representative stationers of the country—perma- 
nent postion. Address W-251, care Office Appliances, Chicago 6. 





IF YOU SELL DIRECT TO OFFICES—this patented office specialty, 
proven by many years of exceptional satisfaction, can add much to your 
income. $2.50 commission on each unit sale. Write W-245, care Office 
Appliances, Chicago 6. 








MECHANICS AND REPAIRMEN WANTED 





WANTED MECHANIC—Must be factory trained on Royal Typewriters 
and Victor Adding Machines, with knowledge of other makes of type- 
writers and adders. Shop work and G.I. bill of rights ex-servicemen 
trainee. Top salary. J. F. Orr Typewriter Company, Mansfield, Ohio. 





MECHANICS WANTED—Opening new shop, growing opportunity. Want 
mechanics for adding machines, calculators and typewriters. Write Mer- 
cury Business Machines Co., Inc., 119 Lafayette St., New York 18, N. Y. 
or phone CAnal 6-7044. 





BOOKKEEPING MACHINE SERVICE MAN: Must be experienced on 
Burroughs Bookkeeping Machines and Moon Hopkins. Permanent position, 
good pay. All applications strictly confidential. Write W-246, care Office 
Appliances, Chicago 6. 





TYPEWRITER AND ADDING MACHINE MECHANIC, all makes of 
machines. Established 45 years. About sixty miles from Detroit, Michigan. 
Address W-247, care Office Appliances, Chicago 6. 








REPRESENTATIVES AVAILABLE 





SALES ORGANIZATION GIVING COVERAGE to the Southeast, South- 
west, Midwest and North Central states has time and manpower to give 
excellent representation to one or two additional lines. We are not 
interested in carbon paper, stationery, pencils or allied products: No 
missionary work as we are definitely established in these territories. 
Will not consider full time assignment. Territory must be fully pro- 
tected and manufacturer must be able to stand rigid investigation. 
Address Box H-121, care Office Appliances, Chicago 6. 





SALES REPRESENTATIVES covering states of California, Oregon, Wash- 
ington, Montana, Wyoming, Colorado, Utah, Idaho, Nevada and Arizona, 
contacting retail and wholesle stationers, office furniture dealers, etc., 
interested in lines on exclusive territorial arrangement. Our twenty year 
experience and following among the trade will produce results. Harry 
Henkel, 171 Second Street, San Francisco 5, Calif. 





SALES PERSON WELL EXPERIENCED in all types of commercial sta- 
tionery and office furniture will be available soon to cover the state 
of Texas as a manufacturers’ representative. Will consider any line of 
merit that is sold to dealers for resale. Thorough coverage of field is 
assured. Address H-117, care Office Appliances, Chicago 6. 





SALES ORGANIZATION covering Fifth District NSA (Indiana, Ohio, 
Michigan, Kentucky) is in a position to give first-class coverage of some 
meritorious line of commercial stationery or office furniture. Interested 
only in article or articles for office use. Enjoys best of reputation with 
dealers throughout the area. Can operate in several adjoining states 
should manufacturer find that advisable. Best of references from well- 
known retailers. Address G-98, care Office Appliances, Chicago 6. 





MANUFACTURERS ATTENTION—12 Years’ experience selling to U. 8. 
Government Departments. Write J. F. Hardy, Barr Building, Washing- 
eon 6, D. C. 





SALESMEN WANTED 





ATTRACTIVE COMMISSION PROPOSITION to Salesmen selling to re- 
tail stationers and printers. Nationally advertised line of quality car- 
bon papers and ribbons. Exclusive territories open in Northwest, Mid- 
west, Southeast and Central States. Mention lines handled and terri- 
tories covered. Reply to Box W-248, care Office Appliances, Chicago 6. 





MANUFACTURER OF INKS, adhesives and allied products needs a sales- 
man for the States of Maryland, West Virginia, western Pennsylvania 
and western New York. Prefer a veteran who is a resident of this terri- 
tory. Must be aggressive and able to obtain results. A full time job. 
Drawing account and commission, all traveling expenses. Excellent op- 
portunity. Address W-250, care Office Appliances, Chicago 6. 
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REPRESENTATIVES AVAILABLE ABROAD 





AGENCIES WANTED: Various office appliances for reliable Manila con- 
cern. Communicate with Fil-American Trading Co., 437 - 12th Ave., San 
Francisco, Calif. 





MECHANICAL PENCILS WANTED for Mexico. Leading manufacturers’ 
representative with organization calling upon stationers throughout Mex- 
ico needs a line of mechanical pencils in the low priced field. Now selling 
for American manufacturers of pens, pencils, pencil sharpeners, desk sets, 
filing supplies. In position to produce attractive volume of business. 
Address H-111, care Office Appliances, Chicago. 
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WANTS AND FOR SALE, Continued from page 7 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 








ARGENTINE FIRM SEEKS AMERICAN AGENCIES. Direcciones Ltda., 
Defensa 558, Buenos Aires; Pedro Bercebal partner and sales manager 
with 15 years of specialized knowledge in office machines. Firm covering 
all of Argentina; substantial capital; extensive sales organization, good 
contacts and experience in government transactions; desires first class 
American exclusive agencies. Especially interested in adding and cal- 
culating machines, typewriters, check protectors, duplicators. Very best 
references can be supplied. 








REPRESENTATIVES WANTED 





WELL INTRODUCED MANUFACTURER of fountain pens with 14k gold 
points, pen-pencil sets (fountain pens with Free Life-Time Service Guar- 
antee) and other stationery specialties has opening for distributor, whole- 
saler or manufacturer’s representative calling on the stationery store 
and jobbing trade. Exclusive territories considered. Also open for export 
representation. Send details in your first letter. Address: W-244, Office 
Appliances, 100 E. 42nd St., New York 17, Y. 





ONE OF THE WORLD'S OLDEST and best known calculating machines, 
inanufactured in Sweden, is again being imported to this country. Sales- 
men of office equipment will find it an interesting and profitable side- 
line. Write Room 802, 210 Fifth Avenue, New York 10, N. Y. 








RETAIL BUSINESS FOR SALE 





FOR SALE: Typewriter, Adding Machine Sales and Service Agency. Due 
to ill health must sell. There is a good stock of supplies, and nearest 
competition 26 miles. This is a good proposition for some service man. 
Address W-249, care Office Appliances, Chicago 6. 





Office supply, stationery, gift store for sale. Long lease. Downtown 
location. Prosperous midwest shopping area of 100,000. Price $15,000. 
$10,000 cash. Address W-254, care Office Appliances, Chicago. 





Office supply store and print shop, long established, priced low for quick 
sale. Owner wishes to retire. Excellent location, town 15,000, county 
100,000. Completely stocked store, well equipped shop. Doing nice busi- 
ness. Excellent opportunity for expansion. For complete details write 
Progressive Print Shop, Bellaire, Ohio. 








WANTED TO BUY RETAIL BUSINESS 


ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and Calculating 
machines, Comptometers, Electromatic Typewriters, and Fanfold ma- 
chines, bought and sold. Chicago Office Appliance Co., 537 South Dear- 
born St., Room 306, Chicago 5. 





ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
and Monroe Calculators, Typewriters and all office machines bought and 
sold. Teeter-Warsh Co., 849 N. 3rd St., Milwaukee 3, Wis. 





ELLIOTT-FISHER machines, calculating machines, adding machines—all 
office equipment, bought and sold. W. J. Crowley Company, 906-908 N. 
Water St., Milwaukee 3, Wis. 





BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, serial 
number and we will quote highest cash prices. International Office Appli- 
ances, Inc., 326 Broadway, New York 7, N. Y. 





BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, 
Comptometers, all makes calculators bought and sold. Dorrell-Markel, 
93 S. 11th, Minneapolis, Minn. 





WANTED—TYPEWRITERS, Adding Machines, Calculators, from dealers 
or jobbers. Typewriter Parts Company, 407 East Travis Street, San An- 
tonio 5, Texas. 





QUANTITY of Monroe and Marchant Calculators, hand and electric, 
rough, complete. Inquiries solicited on all types of other machines. 
American Business Machines, 135 Grand St., New York 13, ; 





DICTAPHONES—EDIPHONES—Foremost specialists in rebuilding, sales 
and purchases of dictating equipment. Write for catalog. American Dic- 
tating Machine Co., 235 Fifth Ave., New York 3, N. Y. 





DICTAPHONES, EDIPHONES—for 20 years, headquarters for machines, 
supplies, Supertone cylinders, wholesale. Chicago Dictating Machine Co., 
28 South Wells St., Chicago 6. 





BURROUGHS, MOON HOPKINS Billing and Bookkeeping Machines, 
Comptometers, Calculators, etc. Bought & Sold. Dearborn Equipment 
Company, 605 S. Dearborn, Chicago 5, “Ill. 





INTERESTED IN PURCHASE of retail office appliance and supplies busi- 
ness, or share with management responsibility. Prefer south. Please give 
complete information as reg oy manufacturers represented, annual vol- 
ume, inventory, etc. Box W-2 eare Office Appliances, Chicago 6. 


ACME (Insite) 8 x 5—14 and 28 drawer units, also 6x4 and 5x8 size. 
Quantity of MecCasky Production Panels. Commercial Card System Co., 
135 Grand St., New York 13, z. 





WANTED TO BUY: Established commercial stationery and office equip- 
ment business. Interested particularly in north central or northwest 
states. Please give complete information regarding annual volume, also 
any exclusive agencies. Address V-248, care Office Appliances, Chicago 6. 








FOUNTAIN PENS & REPAIRING 





WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Sets, Pencils, 
etc. at our standard prices. Time now averages 3 to 21 days, and im- 
proving. We especially feature CONKLIN, SWAN, WATERMAN, WAHL, 
EVERSHARP, WELTY, SHEAFFER, PARKER, MOORE, ESTERBROOK, 
CARTER, WEAREVER, STRATFORD, Venus, Eagle, Wasp, Chilton, 
Morrison, Arnold, Sengbusch, Inkograph, Waltham, Peerless, Weidlich, 
Writefine, Gregg, Permapoint, Morriset, Kerr, Majestic, No Name, etc. 
Largest assortment of Standard Grade 14 KT. Solid Gold Points and 
Gold Plated Points. ALSO ASK ABOUT NEW WELTY PENS $3.50, 
$5.00, $7.00, $10.00 List. Other Pens $1.00 to $3.50. Now able to make 
quicker deliveries. Welty Pen & Repair Co., (Manufacturers since 1904) 
38 So. State St., Chicago 3. 








GUARANTEED FOUNTAIN PEN REPAIRING 





SAVE TIME AND MONEY BY SENDING ALL YOUR PEN AND PEN- 
CIL REPAIRS TO KENTUCKY PEN COMPANY. OVER 1,000,000 PENS 
HAVE BEEN REPAIRED BY OUR FACTORY TRAINED EXPERTS “FOR 
DEALERS THROUGHOUT THE COUNTRY. FULLY AUTHORIZED BY 
ALL LEADING MANUFACTURERS INCLUDING PARKER, SHEAFFER, 
EVERSHARP AND WATERMAN. PROMPT SERVICE. WRITE TODAY 
tons PRIC E-LIST, DEALER DISCOUNTS AND FREE REPAIR EN- 


M: NTU C KY PEN CO., INC., 316-A West Chestnut St., Louisville 2, Ky. 








DIRECT MAIL REPRESENTATION 





WANT OFFICE EQUIPMENT ITEMS for direct mail sales in towns or 
territories too expensive or inaccessible for manufacturers salesman’s 
solicitation. Address H-110, care Office Appliances, Chicago 6. 








ADDING MACHINE PARTS, TYPE, ETC. 





LARGE STOCKS of new and used Adding and Calculating Machine Parts 
available. Quotations furnished on specific parts upon request. I. A. 
Dehn, Jr., 1643 101st Ave., Oakland, Calif. 


KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types 
bought and sold. We specialize in this field and offer full cooperation 
to dealers. Commercial Card System, 135 Grand St., New York 13, N. Y 





GUARANTEED REBUILTS, KARDEX, other visible systems, attractively 
refinished, thoroughly rebuilt for years of additional service, moderately 
priced. U es equipment also bought and exchanged. Universal Office Equip- 
ment Co., 7-9 Waverly Place, New York 3, N. Y. 





KARDEX, ACME, all makes—used visible filing equipment. Thousands 
of reconditioned cabinets, panels, books, always on hand. Special service 
and prices to dealers for purchase or sale. Get our quotations. Chas. S. 
Nathan, Inc., 548 Broadway, New York 12, N. Y. 





WANTED TO BUY: Late model Elliott-Fisher bookkeeping and _ billing 
machines. Must be over 190,000 serial number. Accounting Machine Serv- 


ice Co., 179 W. Washington, Chicago 2. 





WANTED TO BUY Surplus equipment ' all types. Ready buyer. Columbia 
Trading Corp., 7 Waverly Place, New York 3, N. Y. 





BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, re- 
pair, rebuild. Comprehensive service for dealers. Adding and Bookkeep- 
ing Machine Service Co., 1307 Grand, Kansas City 6, Missouri. 





WANTED TO BUY Ditto Flatbed Duplicator, Model 18F5 or 22F5. State 
general condition of machine and price. Write or wire to C. Argersinger, 
7920 Harding Ave., Miami Beach 41, Miami, Florida. 





FOR SALE: Model 40 Multilith reconditioned in very good shape. Low 
Price, Wire or phone R. J. Ridley Company, Fargo, N. Dak. 





WANTED 
INTERNATIONAL Visible Factograph cabinets, in 6 and 12 drawer 8x5 
size, complete with card holders. We are also interested in extra 8” 
International card holders in any quantity. Advise what you have avail- 
able. E. H. Heineman, Box 552, St. Louis 1, Mo. 





VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in 
rebuilt Kardex, Acme and International Visible Factograph cabinets, as 
well as other makes. Write and tell us what Visible Equipment you need 
or have for sale. Special prices to Dealers. E. H. Heineman, 4 North 
Eighth St., St. Louis 1, Mo. 
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PATENTS 


Contes. of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 

D. C., for ten cents each in cash, postoffice 

money orders or certified check. Stamps and 
personal checks not accepted. 





2,402,988. Aeceutlog, Apparatus. Arthur H. Dick 


inson, Scarsdale, N. .» assignor to Interna ational 
Business Machines C erparation, are York, ?} Y, 
a corporation of New York. Application May 23, 


1941, Serial No. 394,882. Jranted July 2, 1946. 

2,402,989. Accumulating Apparatus. Arthur H. 
Dickinson, Scarsdale, N. Y., assignor to as ag 2a 
Business Machines Corporation, New York, N. 
corporation of New York. Application May 23, 1941. 
Serial No. 394,883. Granted July 2, 1946. 

2,403,005. Typewriting Calculating Machine. Clair 
D. Lake, Binghamton, and Francis E. Hamilton, 
Endicott, N. Y., assignors to International Business 
Machines Corp., New York, N. Y., a corporation of 
New York. Application November 24, 1939, Serial No 
305,792. Granted July 2, 1946. 

2,403,039. Fountain Pen. Marlin S. Baker, Evans- 
ville, Wis., assignor to The Parker Pen Company, 
Janesville, Wis., a corporation of Wisconsin. Appli- 
cation September 18, 1944, Serial No. 554,640 
Granted July 2, 1946 

2,403,069. Calculating Machine. Carl M. Friden, 
Pleasanton, and John L. Moody, Oakland, Calif., as- 
signors to Friden Calculating Machine Co., Ine., a 
corporation of California. Application June 2, 1941 
Serial No. 396.306. Granted July 2, 1946 

2,403,083. Desk Set Mounting. Philip C. Hull, 
Janesville, Wis., assignor to The Parker Pen Company, 
Janesville, Wis., a corporation of Wisconsin Appli 
cation September 21, 1944, Serial No. 555,109. 
Granted July 2, 1946. 

2,403,111. Caleulating Machine. John L. Moody, 
Oakand, Calif., assignor to Friden Calculating Ma- 
chine Co., Inec., a corporation of California. Appli 
cation August 28, 1942, Serial No. 456,491. Granted 
July 2, 1946. 

2,403,197. Writing Pad. Eugene Schaller, York- 
town, Tex Application September 27, 1944, Serial 
No. 556,016. Granted July 2, 1946 

2,403,198. Chair tron Henry W. Sheldrick and 
William P. Hoglund, Gardner, Mass., assignors to 
Collier-Keyworth Company, Gardner, Mass., a _ cor- 
poration of Massachusetts. Application June 6, 1944, 
Serial No. 538,970. Granted July 2, 1946. 

2,403,235. Adjustable Eraser. Frank C. Peterson, 
Randolph, Mass. Application November 15, 1944, 
Serial No. 563,533. Granted July 2, 1946 

2,403,259. Duplicating Mechine. Charles H. 
Bradt, Groton, N. Y., assignor to L. C. hg ~- & 
Corona Typewriters, Inc., Syracuse, N. Y. corpora- 
tion of New York. Application July 20, 1942, Serial 
No. 451,607. Granted July 2, 1946 

2,403,273. Calculating Machine. Carl M. Friden, 
Pleasanton, and Anthony B. Machado, Oakland, Calif., 
assignors to Friden Calculating Machine Co., Ine., 
a corporation of California. Application January 27, 
1940, Serial No. 315,986. Granted July 2, 1946 

2,403,382. Slide Rule. Samuel Lerner, Pawtucket, 
R. I. Application March 20, 1944, Serial No. 527,296 
Granted July 2, 1946 

2,403,425. Tiltable Chair. Harry W. Bolens, Port 
Washington, Wis., assignor, by mesne assignments to 
The Seng Company, Chicago, Ill., a corporation of 
Illinois. Application February 16, 1942, Serial No. 
131,109. Granted July 2, 1946. 

2,403,480. Multiplying Unit. Hugh L. Clary, 
Hillsborough, and William H. Petit, Los Angeles, 
Calif., assignors, by direct and mesne assignments, 
to Clary Multiplier Corporation, Los Angeles, Calif., 
a corporation of California. Application June 26, 
1939, Serial No. 281,082. Granted July 8, 1946 . 

2,403,530. Album “rr Holder. Abraham Holtz 
man, New York, N. . Application September 30, 
1944, Serial No. 556, eat Granted July 9, 1946. 
2,403,550. Sorting Machine. Edward J. Rabenda, 
Binghamton, and Harold J. Kistner. Union, N. Y., 
assignors to International Business Machines Corpora- 
tion, New York, N. Y.. a corporation of New York 
Application December 24, 1942, Serial No. 469,982. 
Granted July 9, 1946. ce Spe 

:703. Hooded Feed Bar for Pens. Robert 
Back, Los Angeles, C: me assignor to Bert M. Mor 
ris Co., Los Angeles, California, a firm. Application 
eet 27, 1945, Serial No. 612,819. Granted July 9, 

_,2:403,851. Loose Leaf Pinder. Georve H. Dawson 
Chicago, and Paul O. Unger, Elmhurst, Ill., assignors 
to Wilson Jones Company, Chicsgo. Til. a corpora 
tion of Massachusetts. Application September 2 
1943, Serial No. 500,878. Granted July 9, 1946 e 

2,404,063. Fountain Pen. Emmett Healy, Janes- 
ville, Wis.. assignor to The Perker Pan Compan 
ne cami 7 ay i of Wis Appli 
catle April 27 Seriz J Ya 
Suly 16. m046. 1944 erial No. Granted 
we ton pPisplay Device. Raphael C. Pollock, 

or Y. Application March 30 1940 
Serial No son, 885. Granted July 16, 1946. ° ; 

2,404,170. Cash Register. William S Gubelmann 
Convent, N. J. Original application January 22, 19% 
Serial No, 334,160. Divieed and this ndatheatien 
1946. 11, 1940, Serial No. 339 951 Granted July 16, 

2,404,174. Ash Tray. Chrles F. Hines, Clarks- 
burg, W. Va. Application May 25, 1942, Serial No 
ee 412. Granted July 16, 1946. 2 a eee eee 

404,234. Drawing Machine. Wallace FE te 
Youngstown. Ohio. Application Ans Rtg ge eat 
No. 226,477. Granted July 16, 1946. °° 
2,404,264. Posting Mechine. Carlos Wittenmyer, 
Mount Clemens, Mich. Application January 27, 1945 
Serial No. 574,966. Gran‘ed July 16, 1946 

2,404,322. Eraser Composition. Stanley H. South 
ard, Richmond Hill, N. Y.. assigror to Sun Chem 
ical Corporation, a corporation of Delaware No 
drawing, Application July 21, 1943, Serial No. 495, 
658. Granted July 16, 1946. 

DESIGN PATENTS 

145,114. Design for a Fountain Pen. Thomas F 
Brinson, Atlanta, Ga., assignor to Scripto Manu 
facturing Company, Atlanta, Ga., a corporation of 
Georgia. Application March 19, 1945, Serial No 
18,575. Granted July 2, 1946 

145,115. Design for a Fountain Pen. Thomas F 
Brinson, Atlanta, Ga., assignor to Scripto Manufac- 
turing Company, Atlanta, Ga., a corporaiion of 
Georgia. Application March 19, 1945, Serial No. 
118,576. Granted July 2, 1946. 
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145,122. Design for a Combined Pencil and Calen- 
dar. Lawrence B. Crain, Los Angeles, Calif. Appli- 
cation September 25, 1945. Serial No. 122,325 
Granted July 2, 1946. 

5,148. Design for a Display Counter. Ferdinand 


G. Welke, San Francisco, Calif., assignor to Shell 
Oil Company, Inc., San Franciseo, Calif., a corpora 
tion of Virginia. Application October 15, 1945 





Serial No .831. Granted July 2, 19°'6 

145,149. Design for a Display Counter. Ferdinand 
G. Welke, San Francisco, Calif., assignor to Shell 
Oil Company, Inc., San Francisco, Calif., a corpora- 
tion of Virginia. Application October 15, 1945, 
Serial No. 122,832. Granted July 2, 1946. 








1946 


145,171. Desion for a Clip for a Fountain Pen or 
Similar Article. Warren Green, Noroton Heights, 
Conn., and Peter Schladermundt, Bronxville, N. ar 
assig:ors to Salz Bros., Ine., New York, N. Y. 
corporation of New York. Application January 3, 1546, 
Serial No. 125,246. Granted July 9, 1946 

145,178. Design for a Desk Name Plate. Alistair 
L. MacRae, San Diego, Calif. Application November 
23, 1945, Serial No. 124,038. Granted July 9, 1946. 

145,197. Design for a Show Case or Similar 
Article. Clinton J. Christopher, Minneapolis, Minn. 
Application November 13, 1945, Serial No. 123,678. 
Granted July 16, 1946. 











Your Chuckle editor starts his monthly groan department 
this time with the announcement that he was married in Chi- 
cago on July 18. The bride—Barbara Catto, formerly of 
Montreal. Grave international repercussions, we calls it! 

Again Ralph Ortel, who authors the BUSINESS BUILDERS 
page, scores with the following quip: 

Landlord to Stationer: "I'm going to raise your rent next 
month,” 

S. to L.: "Thanks, old man. | was just wondering how | 
could do it." 

An ardent golfer was taking his friend around the course 
for the first time, giving him instructions as they proceeded. 
The first hole—a 223-yard par 3—was a bit complex, for it 
lay atop a knoll, well-trapped on either side. 

"Now," said the veteran divotee, "the object of the game 
is to tee up your ball here, and with this driver to drive if 
onto the green there''—and he pointed to the difficult No. 1 
green. 

The novice wound up, took a terrific swing, and the ball 
landed within a foot of the cup. "Now, what do | do?,"' the 
beginner asked. 

"Why," said the old-timer, “all you have to do now is to 
knock the ball into the cup; so you take your putter and 
hole out.” 

"This," said the beginner, “is one hell of a time to tell me. 

An undertaker found a dead donkey lying near his front door 
one morning. Perplexed, he sought out the policeman on the 
beat and asked him what he should do about disposing of the 
dead beast. 

"Why," said the officer, bringing his sense of humor into 
play, “you're an undertaker, aren't you? Go bury it, of 
course.’ 

“All right," replied the mortician, ‘only | thought it only 
right and proper to notify the relatives first." 

A busy stationer was brought before the court for an al 
leged OPA violation. Asked to outline in his own words 
what had happened, he began, ‘I think. 

The prosecution immediately interrupted with a thundering 
"We don't care what you THINK; what do you KNOW?" 

"Your honor,” countered the stationer, ‘may | continue? | 
can't talk withéut thinking; I'm not a lawyer, you know.” 

A reformer remarker, when he saw a drunk parked 
With a pig in a gutter one day, 
"You can tell a man who boozes by the company he chooses,’’ 
And the pig got up and slowly walked away. 

Futile Reflections: Give a man enough rope and he'll smoke 
himself to death. . . . All work and no play makes ja 
As the prisoner about to be hanged said, "No noose is good 
noose." 
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That's Joe's latest wrinkle. He can't wait to get 
home in the evening to take his cold shower. 


10 


Hl 








BUSINESS OPPORTUNITIES 


Wanted Abroad 


Argentine Firm Seeks American Agencies—Direcciones Ltda., Defensa 
558, Buenos Aires, Argentina, desires exclusive American agencies, espe- 
cially in adding and calculating machines, typewriters, check protectors and 
duplicators. Pedro Bercebal is partner and sales manager of the firm 
with 15 years of specialized knowledge in office machines. The firm 
covers all of Argentina and claims to have good contacts, experience in 
government transactions, and an extensive sales organization. References 
will be supplied. 


Agencies Wanted for New Business in Canada—Dennis Yates, 306 
Devon Ct., Broadway Ave., Winnipeg, Canada, is setting himself up in 
the office appliance business after completing nearly five years in the 
service department of the International Business Machines Company 
branch at Winnipeg. Mr. Yates desires to obtain the agency anywhere 
in western Canada for a line of products such as time recorders, dictat- 
ing machines, calculators, duplicators and cash registers, on a sales and 
service proposition. 


Representation Offered in Hongkong, China—Wang Yau, manager of 
Hong Kong Typewriter Exchange, 9 D’Aguilar Sts., Hongkong, China, 
desires correspondence with manufacturers of office equipment or con- 
cerns handling rebuilt machines, if they are not yet represented in 
Hongkong and desire to name an agent. The firm, active before the 
war, lost its correspondence during the Japanese occupation and desires 
to rebuild its business. 


Colombia Firm Seeking Extensive Office Equipment Lines.—Suarez, 
Puerta y Cia, Bucharamanga, Colombia, S.A., are interested in obtaining 
« distributorship in that country for outstanding stationery items of 
all types, steel office furniture, and typewriters and adding machines. 
Only top-notch brands will be considered. Financial reference: Banco 
Commercial Antioqueno, Bucaramanga and Bogota, Colombia. Interested 
manufacturers are asked to communicate with Fernando Puerta, Car- 
rera 7, No. 49-25, Bogota, Colombia, immediately. 


Brazil Firm Seeks Merchandising Contacts—Casa Salamon, Rua Vig- 
ario Inacio No. 299, Porto Alegre, Rio Grande do Sul, Brazil, is inter- 
ested in making contacts with manufacturers of office appliances. The 
firm invites correspondence and trade catalogs. 





Wanted at Home 


Trade Catalogs, Merchandising Contacts Wanted by Texas Firm—The 
Paul Cohn Enterprises, Hillsboro, Tex., are setting up an office appli- 
ance business. In this connection the firm desires to receive dealer 
catalogs, price lists, and agency offerings on all types of office equip- 
ment, typewriters, and so forth. The firm is also interested in current and 
future deliveries of equipment and supplies for the office. A subsidiary 
of the Hillsboro firm, Cohn Advertising Services, operates Multilith and 
Multigraph process services, in addition to letter shop services. 


Lines Wanted for Middle West—William W. Zingg, 55 North Latrobe 
Avenue, Chicago, who travels Illinois, Wisconsin and Minnesota for 
Zephyr-American Corporation, is in a position to handle an additional 
line of stationery products. Territory can be increased another state or 
two (east or west) if necessary to meet manufacturer's requirements. 
Works on straight commission. Mr. Zingg spends full time in the field 
and is well recommended. With his brother he covers territory fre- 
quently by automobile. 


Florida Dealer Seeking Wood Desk and Blank Book Lines.—Ritter’s 
Office Furniture, 26 Fagan Arcade, West Palm Beach, Fla., is inter- 
ested in adding a good line of wood desks, and blank books and 
accounting books on an exclusive city and county dealership basis. 
Bentson files and Milwaukee chairs are already handled on this basis. 
Manufacturers interested in expanding their Florida distribution should 
communicate with Sol Ritter, owner of the company, at the above 
address. 


California Stationer Wants Recent Catalogs.—Lattin’s, stationers at 
11325 Long Beach Boulevard, Lynwood, Calif., are interested in receiving 
recent catalogs of office supplies, equipment and furniture. The firm 
operates two stores at Lynwood, a suburb of Los Angeles and another 
at Downing, Calif. Mailings should be addressed to the attention of 
O. L. Lattin at the above address in Lynwood. 


Contacts With Manufacturers Sought by Georgia Firm—William F. 
Barron of Barron’s, Cedartown, Ga., a bookstore handling office sup- 
plies, artists’ materials, photographic supplies and_ greeting cards, 
would appreciate contacts with manufacturers of office equipment, ma 
chines and supplies, who are ready to supply new accounts. 


Trade Catalogs Wanted by New Jersey Firm—Arkay, P. O. Box 37. 
Westfield. N. J., wants the latest trade catalogs and other information 
on all office supply items. The firm is especially interested in data on 
duplicators and supplies, stapling machines, paper cutters, postal scales, 
index cards, and indexing systems. 


Bluefield, W. Va., Firm Wants Trade Catalogs—Standard Equipment 
Company, 135 Roanoke St., Bluefield, W. Va., a firm entirely staffed 
by war veterans, is seeking trade catalogs and price lists on_ office 
equipment, supplies and furniture. 


Trade Literature Wanted by Firm in Alaska—The Fairbanks Office 
Supply, Box 807, Fairbanks, Alaska, a new firm, is interested in re- 
ceiving literature from suppliers of commercial stationery and office 
equipment. 


Duluth Firm Seeks Bank Supply Items—H. R. Garrett Company, 218 
W. Michigan St., Duluth, Minn., a firm handling bank and office systems. 
is interested in securing representations for items of equipment which 
may be offered to bank customers. 








NEW TRADE LITERATURE 


Diebold, Inc., Canton 2, Ohio, has just issued a new brochure 
covering their complete line of progressive management equipment. 
Some of the feature items included in this profusely-illustrated 16-page 
trade publication are Flofilm, Safe-T-Stak, Cardineer, Tra-Dex, and Flex- 
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Site. It is pointed out that the recent acquisition of the York Safe 
& Lock Company adds prestige to two familiar names, Diebold and 
York. Copies of the new brochure are available at any of the 35 
sranch offices or will be mailed on request from the general office at 
vanton 2, Ohio. 

E. W. A. Rowles Company, Arlington Heights, Ill., has just issued a 
new price list and distributors’ discount schedule, effective July 1. 
The No. 252 catalog, available on request to the Rowles firm, manu- 
facturers of educational equipment, lists prices approved by the OPA 
previous to its cessation. All former prices are withdrawn by the com- 
pany. 

Union Pencil Company, Inc., 385-387 Broadway, New York 13, N. Y., 
has just issued a new eight-page illustrated catalog describing the com- 
pany’s latest models. Printed in rotogravure brown, the catalog has 
large illustrations and clear type for easy reading. Illustrated are many 
plastic writing sets and several popular-priced genuine onyx sets, all 
fully described. The catalogs are free and have been designed so that 
they may be used by the consumer. 


CORPORATION REPORTS AND 
FINANCIAL NOTES 


Underwood Corporation, New York, N. Y.—The Underwood Corporation 
reported for the first half of the year a net profit of $572,406, or 
78 cents a share, against $963,513, or $1.31 a share, in the like 
period of 1945. The company was substantially engaged during the 
first quarter in reconverting its typewriter division, which in pre-war 
times provided about half the company’s business. The company’s 
accounting and adding machines continued in regular production during 
the war. During the second quarter, operations of the company in al! 
its divisions were hampered by shortages of materials arising out of 
strikes. Underwood is operating at a schedule somewhat in excess 
of 75 per cent in its standard typewriter division, and deliveries are 
just starting on portables and noiseless typewriters. The company has 
large unfilled orders in all divisions, but full production will not be 
obtained until shortages are relieved. Third quarter earnings will reflect 
the 12 per cent increase in prices permitted by the- OPA on May 8. 
(New York Wall Street Journal, July 18.) 











————e—te—@ 


REPORT ON APRIL OFFICE MACHINE SHIPMENTS 


Factory shipments of office machines and parts in 
April amounted to $26.3 million, according to a recent 
report released by the Bureau of Census. These ship- 
ments were the highest in any month since the end of 
the war. April shipments were four per cent higher 
than the March shipments of $25.2 million, and 79 
per cent higher than shipments of office machines in 
August of 1945. 

The backlog of orders booked by manufacturers of 
office machines totaled $227 million on April 30. This 
was a nine per cent increase from the $208 million of 
unfilled orders at the end of March. Unfilled orders 
have increased every month since August, 1945, when 
$125 million of orders were held by manufacturers of 
office machines. 

The dollar value of shipments and unfilled orders 
shown in the release is based on the manufacturers’ 
selling price, f.o.b. factory or works, exclusive of excise 
taxes and before cash discounts have been taken. 

This release is based on reports submitted to the 
Bureau of Census on Form M38A by manufacturers of 
office machines. The data was compiled from 97 active 
companies, and represents substantially complete cov- 
erage of the industry. 

The report follows: 


OFFICE MACHINES: SHIPMENTS AND UNFILLED ORDERS, APRIL 1946 














Nusber of 
plants SHIPMENTS UNFILLED ORDZRS 
PRODUCT report= 
ing 1/ Number Value Mumber Value 
FOUN neicccsescecscossccseeses 7 xox | $26,292,823 wx | $227,446, 316 
Complete office machines..........+e000 7 wax] 25,613,557 mx] 227,032, 252 
Bookkeeping machines.......... acesece 6 pad 2,178, 561 pond 59,595,332 
Adding machines........ oe u b= = 4 2,983, 3998 xo 33, ,2il 
Autographic registers... 10} 7,234 101,3 163, 303 1,920,508 
Calculating machines..... oe 71 7,379 3,154,693 | 56,513 2,810, 261 
Cheek handling machines.............. u ror 468,143 baad 1,402,227 
Coin and currency handling machines.. 7 bs = 9 170,244 700K 630, 767 
Siotating MOGNINEB so ccccssccccccecece 4] 5,891 1,025,679 | 22,913 4,126,430 
aplicating machines.......ssesessees 19 | 12,022 1,674,8% | 27,076 5,801,769 
Envelope handling iaachines........+.. 5 36, 289 x 142,183 
Time recording and time stamp 
BRNO 00 x00 cercsccnpoeescéosecceed 9 rox £18, 860 7K 3,516,032 
Typewriters.........0.. Siieseinete ce: 10] xx] 5,134,050 xxx | $6,467,283. 
POURMNM ess si cbevevsenteecse cen 7 wx} 4,155,351 bsg 41,053, 509 
POUOMNEN 5 59 0000400 tak svaesasevcesed 4 ro 978,699 OK 15,373,744 
Continuous form handling machines.... 3 334 157,744 207 185,24 
Other office machines Py) Coervececccce 2K wax} 7,709,728 20 39,022,255° 
Office machine parts and attachments 
(includes only the product of 
companies manufacturing complete 
CETSOO WRMNINND) vic scccccsescosccesce 12 20K 679,266 70K 414,064 




















2/ The total number of plants represented is smaller than the total of the munber shipping 
each product. because some plants shipped more than one product. 

2 Includes punch card tabulating machines, cash registers, addressing machines, micro-film 
machines, postal machines, and shorthand writing machines. 
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IN AUGUST OF 1876, WHEN: 
Levison & Blythe, St. Louis, Mo., offered a pen extractor’ which 
could be attached to a desk—”No more wrestling with the pen 
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that will not come out.” ... J. J]. Smith & Sons were selling a 
round ruler in which was enclosed a lead pencil, slate pencil, 
pen, and holder. . . . It was advised that to keep writing ink 
from freezing or molding one should put a few drops of brandy 
or other spirits in the fluid. . . . C. Rapp, Jr., Bloomington, III., 
issued another edition of his Commercial Calculator. . . . (From 
files of the American Stationer). 


IN AUGUST OF 1886, WHEN: 

The new building of H. S. Crocker & Company, San Francisco, 
Calif., was erected on site of the old structure destroyed by fire 
in 1885. ... A novelty was the feather-edged card. . . . Acme 
Stationery & Paper Company offered the Acme tablet, writing 
case, and ladies’ lap desk combined. . . . Whiting Paper Com- 
pany nine defeated G. B. Hurd & Company 9 to 6 in a baseball 
game between the stationers’ teams at Skelly Grounds, Long 
Island, N. Y. . . . Charleston, S. C., was hard hit by an earth- 
quake. . . . (From files of the American Stationer). 


IN AUGUST OF 1896, WHEN: 

A sharpster was swindling the farmers in Pennsylvania by 
use of a double-ended fountain pen, one end of which he used 
for drawing up contracts for harvesting machines and the other 
he presented to the farmer for his signature. The ink of the 
contract faded and a promissory note was found written in over 
the signature. . . . Then 12 years old, the National Cash Register 
Company, Dayton, Ohio, had grown from a $24 a week pay roll 
to employment of more than 1,200 men and women. . . . Eber- 
hard Faber, New York City, was showing a new line of pen- 
holders and pencils. . . . Introduction of metal office furniture 
was heralded as an innovation. (From files of the American 
Stationer). 


IN AUGUST OF 1906, WHEN: 

International Time Recording Company, Binghamton, N. Y., 
sold a large order of time recorders to the Kaiser's government 
in Germany. . . . Pneumatic Eraser Company, Owensboro, Ky., 
advertised a new device which embodied an erasing blade, at 
the end of which was a rubber bulb, pressure on which blew 
away the dirt left by erasures. ... T. C. Keys, manager of 
Waterman Pen Company in the Chicago territory, was off on a 
two-weeks’ vacation fishing trip in Wisconsin. . . . Papermak- 
ing from cotton stalks was proposed as a new industry in the 
South. . . . (From files of OFFICE APPLIANCES.) 


IN AUGUST OF 1916, WHEN: 
Nova Scotia was hailed as a good market for fountain pens. 
. The Parker Pen Company, Janesville, Wis., introduced a 
new model of pen utilizing a button in the lower end of the 
barrel for filling. . Summer outings included those of The 
Carter's Ink Company, and Wilson Jones Co. A Remington field 
day was staged at Ilion, N. Y. . . . Wabash Cabinet Company, 
Wabash, Ind., completed the third addition to its plant in four 
years. And Boston Index Card Company added a floor to its 
factory. . . . Plans were advanced for the annual Business Show 
in Chicago September 18-23. . . . (From files of OFFICE AP- 
PLIANCES). 








Most of the daily activities of people are auto- 
matic. A man slips his left arm, or his right arm, 
into his coat first. If he tries to reverse the proc- 
ess, he encounters difficulties and discovers him- 
self to be very awkward. In many instances the 
habit form is of minor significance so long as 
the objective is achieved. Yet, there is always a 
best way to accomplish a result with a minimum 
expenditure of time and energy. 


When a good habit is established it becomes a 
faithful servant, always on the job, functioning 
without conscious thought or effort on the part 
of the habit possessor. 


During the war buying War Bonds became a 
fixed habit with virtually every citizen of the 
country. It was a good habit, rooted not only in 
a patriotic urge, but also in the sure knowledge 
that War Bonds were profitable investments. 
Whether by payroll deduction or independent 
purchase, it's a good idea to— 


CONTINUE THE HABIT OF INVESTING IN 


U. S. SAVINGS BONDS 


12 OFFICE APPLIANCES, August, 1946 





46 


ice 


The Trade Journal of t 


liances 


j 
In <f 
industry 





Don’t Be “Too Busy” for Success! 





F THERE IS ANYTHING that is “poor business,” 

in the lame points of stationery merchandising, 
it is the “too-busy” complex—the alibis offered by 
some retailers for their failure to keep in step with 
the parade of merchandising progress. It is the out- 
standing failing that is robbing many dealers of the 
opportunity to derive more profit from their business 
investment. 

No single phrase has taken greater toll from all 
kinds of retail business than the “too busy” delusion. 
It is distinctly noticeable that many “merchants” are 
always “too busy” with petty details in the store to 
make bigger profits out of their business by learning 
and applying more knowledge of modern trade pro- 
motion. 

To begin with, there is the stationer who is too busy 
to attend his city, state or national trade convention. 
Think of it! Too busy fussing with his small every- 
day problems to attend a meeting of fellow stationers 
who are both able and willing to tell him how to 
handle these same routine problems without any fuss- 
ing. Whenever a man becomes so busy or so self- 
centered that he can’t leave his business for a few 
days for such a constructive purpose—at least once a 
year—he is to be pitied, for his business will surely 
suffer. 

Next, there is the harassed dealer who is too busy 
to educate his employees—too busy to hold an occa- 
sional store meeting or sales-conference rally—even 
too busy to know intimately and humanly the men 
who are handling both his goods and his money. 

Poor deluded man! The things he is “too busy” to 
do are the very things that would lighten his work 
and remove most of his worries. A part of the time 
he spends puttering over something that could be done 
by a $30-a-week man would, if applied to educating 
his sales force, double his sales and his profits. 

Too busy to think! There are a few stationers who 
even carry their “busy” delusion to this sad extreme. 
Can you imagine a man allowing himself to become 
so busy over purely physical details that he hasn’t the 
time to plan and properly manage his business? Yet 
there are examples of this type in hundreds of retail 
stores, not overlooking the fellow who can’t spare more 
than ten minutes to talk with a wholesaler’s represen- 
tative about some new proposition in the trade. 

In these days of strong competition, continuous turn- 
over at a fair profit is essential. Sales must be kept 
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high and stocks must embody a range of merchandise 
with the right quantities to insure the proper turn- 
over according to demonstrated sales-periodicity. Every 
stationer knows this if only he will stop to think. 
Yet throughout this country there are so-called 
“merchants” who are too busy figuring invoices, wrap- 
ping packages, or marking stocks to see to it that 
their seasonable merchandise is properly displayed, 
timely advertised, promoted and sold while the best 
buying season is still in swing. This is probably one 
of the weakest spots in the merchandising policy (or 
lack of policy) in many retailers’ attention to turnover. 


Read to Keep Informed 


Probably the worst offender of the entire “too-busy” 
tribe is the “businessman” (?) who is always too busy 
to read. It seems incredible that any man who has 
staked his capital on the favorable outcome of a 
retail business investment should imagine himself too 
busy to keep posted on all the current trade informa- 
tion that might be conducive to the larger success of 
his business investment. Even though he is too busy 
to read the newspaper, which is published every day, 
he can hardly be, in truth and in fact, too busy to 
read the dominant trade periodical of his industry 
which is published each month. 

The definition of a progressive stationer includes 
many specifications of interest and ability. First, he 
must be a man who does business in a straightforward 
manner with his wholesalers, his employees and the 
public, who are his customers, and does it according 
to modern wants and social conditions. 

He watches his customers closely, studies their needs 
and desires, and tries every day to supply them with 
what they want at the fairest practicable prices to 
them and with fair profit to himself. 

He confines his activities to promoting the best 
supplies and appliances and puts all his energies into 
developing demand for them. His sales force is cour- 
teous, efficient and agreeable, even under the most 
trying circumstances, for they have been trained in 
these ways by the stationer himself—the fellow who 
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should know best the intricacies of modern merchan- 
dising. 

He is a veritable fund of information about office 
supplies, office equipment and office methods that can 
save money and labor for his customers, thereby 
becoming something of an authority on all stationery 
and office-efficiency matters. 

He not only tells his local banker the truth about 
his current financial condition, but also takes him 
into his confidence as to his store’s policies and plans. 

He looks through all the trade journals, reading 
them thoroughly and eagerly, absorbing practical sug- 
gestions and authentic business-promotion informa- 
tion here and there to be put into operation in his 
own store, either in whole or in part. 

Finally, a good merchant is always on good terms 
with his competitors, and knows the fallacy of assum- 
ing a belligerent attitude toward some newcomer in 
his line of merchandising. These things are the speci- 
fications of the well-read, well-balanced retail sta- 
tioner—the fellow everybody in town likes and likes 
to do business with. 

There is also another important matter that he 
regards with caution. He knows that because some 
local businessman patronizes his store today and may 
be seen in the salesroom of some competitor tomorrow 
is no sane justification for changing his manner to- 
ward that buyer. The surest way to drive an occasional 
buyer elsewhere is to show displeasure, when you meet 
him face-to-face in the street, simply because of 
consciousness of the fact that you are not getting 
his trade exclusively. 

The well-balanced and tactful stationer understands 
that a divided buying-allegiance is the indefeasible 
right of such a customer, and the stationer will realize 
that it is up to him to prove to such a buyer, by proper 
means and in a proper situation, that it will be to his 
advantage to deal with the well-balanced stationer 
whenever he requires anything in that stationer’s line 
of wares. Who can be sure, moreover, which stationery 
establishment such an occasional buyer knew first? 


Friendliness Always Pays Off 


One of the surest ways to win and to hold customers 
is to be unvaryingly courteous and pleasant and to 
exhibit the attitude that, so far as you are concerned, 
the thing you recommend most of all for him is satis- 
faction, no matter where he obtains it. A retail busi- 
ness can never have too many friends, and if the 
stationer demonstrates to the infrequent buyer that 
he has that buyer’s best interests 
at heart first, last and all the time, 
there will then be no trouble 





it does to hold an old one. If that is true, and it must 
apply in some degree to all lines of retailing, what is 
more reasonable than that more attention should be 
accorded old customers who have given the stationer 
hundreds of dollars’ worth of patronage? 

Because of this fact there are business firms which 
spend a larger proportion of their direct-mail adver- 
tising appropriations on actual customers than on 
prospective customers. They have learned this lesson. 

It is not the first sale that brings in the real profit 
and that helps to build a business. It is the repetition 
of sales made to old customers, plus the gradual addi- 
tion of new customers. 

Any intelligent stationer who thinks about the mat- 
ter will find a more constructive use in his business 
for business-promoting direct-mail publicity directed 
to present customers, not only to hold them against 
the lure of competition, but also to induce them to 
increase their purchases from him. 


Steady Customer A Genuine Asset 


If a stationer in the retail field makes only ten dol- 
lars a year from one customer, the customer is worth 
at least $200 in business to that stationer because the 
ten dollars is the net income that the stationer would 
receive from an investment of $200 at five per cent. 

This illustration alone shows the importance, not 
only of holding old customers close to the bosom of 
the business, but of never offending any customer. 
Whenever the hasty word or action of an employee 
loses to the firm a customer who has been giving the 
stationer a $25 annual profit, he has, in reality, de- 
stroyed a $500 asset—the employee’s wages, probably. 
for 15 weeks. 

If this fact could be impressed upon every employee 
in the retail stationery industry, how much better off 
many retail stationery concerns would be today! 

Employees should be trained to remember that every 
regular customer of the business is some competitor’s 
prospect. When they keep that fact in mind, employees 
are not likely to do anything to damage the customer’s 
trading allegiance. Teach salespersons that, in reality, 
it is the customer who pays their salaries. 

Teach them also that trading allegiance is expressed 
in good will, never in mere dollars. In other words, 
a customer whose patronage nets the stationer only 
$50 to $100 a year, but gives the stationer all his orders 
in the stationery line, represents a full 100 per cent 
good will and trading allegiance. And as truly as the 
large buyers who do likewise, the small buyer merits 
the same attention and service. 








about that customer’s good will 
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and gradually the stationer will 
find himself selling more goods 
to him. 

In line with this matter of 
trading allegiance, some word 
about taking due care of the tra- 
ditional “old customer” seems 
appropriate. The old customer is 
a known asset; the customer a 
stationer “hopes” to interest is 
merely speculative. 

Keeping the customer now in 
hand is really more important 
than getting a new one, because 
actual tests proved, in most cases 
at least, that it costs four times 
as much to get a new customer as 
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EYES OF TEXAS UPON HIM—William C. Clegg has earned the 
respect of the NSA organization, which elected him president in 1936- 
1937, and the admiration of his fellows in the industry through a success- 
ful business career with The Clegg Company at San Antonio, Tex. A 
native of San Antonio, where he was born on January 11, 1897, William 
C. was the only child of L. B. Clegg, president of the Clegg Company, 
and Laura S. Clegg. While climbing toward treasurership of his father’s 
firm, he found time, in 1921, to attain skill in golf and advanced to the 
semifinals of the Texas amateur championship. He was married in 1926 
to queen of the Court of Jewels, Fiesta de Jacinto, a descendant of the 
first settlers in San Antonio. He was elected governor of the Ninth 
Regional district of NSA in 1933 and advanced in the ranks to become 
the organization’s national president. 

Today, The Clegg Company and William C. Clegg truly are part and 
parcel of the civic life of San Antonio. 
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Importance of Recordkeeping 





By ROBLEY D. STEVENS 


Member of Society for the Advancement of Manage- 
ment; Former Practicing Labor Relations Consultant, 
and Official Representative, Wage and Hour and 
Public Contracts Divisions, U. S. Department of Labor. 


NOTE.—The success of any organization is in direct 
relation to the availability of up-to-the-minute ac- 
counting and statistical information. Business admin- 
istration today demands an alertness and exactitude 
of records, systems and personnel heretofore unknown. 
To meet these demands it is advisable to use the most 
effective methods available in installing and/or main- 
taining accurate and complete records. 

Profits are saved as well as made. Losses may be 
turned into profits by effecting economies in business 
upkeep as well as by increasing the volume of sales. 
This is true in many businesses, particularly those 
where the recording of wages, hours and working con- 
ditions predominate, as in the office appliance industry 
and other industries covered by the Fair Labor Stand- 
ards Act of 1938. 

In the following article, the author has attempted to 
outline the primary records essential for compliance 
with this Federal edict. A survey of your recordkeep- 
ing procedures may result in more efficient methods, 
and the avoidance of financial liability. 

To alleviaté this condition (known or unknown), an 
audit should be made to ascertain your operating 
status in determining whether you have met all basic 
requirements. 

Business establishments need more counsel than 
cash in these days. Management, its effectiveness, or- 
ganization and administration, particularly in record- 
keeping procedures, should be thoroughly checked. 
Accurate and complete records are tools which man- 
agement needs to function effectively. 

There is no one system of recordkeeping which is 
applicable with equal effectiveness to all manage- 
ments, since the type and use of procedure and func- 
tions of the organization vary. This means that each 
management should analyze its own particular record- 
keeping problem and choose the system which best 
suits its need, keeping in mind that it must meet 
Federal inspection. 


ANY MANAGEMENTS question the necessity of 

keeping records for various reasons. Anyway, 
they claim, they are busy running their business. A 
set of accurate and complete records can be simple 
and easy to keep. 

Business success and good recordkeeping procedures 
obviously go hand in hand. Accurate and complete 
recordkeeping practices under the Fair Labor Stand- 
ards Act of 1938 and the Wage Stabilization Act of 
1942, the Social Security Law, Child Labor Regulations, 
Wages and Hours Regulations, Internal Revenue Bu- 
reau, Interstate Commerce Commission and many 
state laws represent smart management. 

As a matter of fact, accurate and complete records 
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may enhance the possibilities of obtaining loans from 
financial institutions. 

It is obvious that the office appliance industry is 
aware of the importance of accurate and adequate 
records as evidenced by developments within the 
industry. 

Organized labor is keeping its eyes on Congress with 
regard to the amendments pending under the Fair 
Labor Standards Act. They are urging members and 
the public to write senators and congressmen to embody 
within the law complete coverage of the retail field, 
in order that the so-called benefits may be extended 
to workers. If wider coverage is legally accepted, this 
would probably mean a complete revision of records 
and operating status of many in the office appliance 
industry. 

Many Stationery Establishments Covered 

Already many establishments engaged in the distri- 
bution of school supplies, greeting cards, pens, pencils, 
carbon paper, desk blotters, loose leaf equipment and 
pay roll forms have been determined to be within 
coverage of the Federal Wage-Hour law. Thus, for 
example, an office supply dealer may be selling whole- 
Sale as well as retail and, by not keeping a segregation, 
an official inspector may allege non-coverage and non- 
compliance with mandatory requirements. In such 
cases it would be wise to consult the local Wage-Hour 
office for settlement of coverage and compliance, if 
financial liability is to be avoided. In view of recent 
U.S. Supreme Court decisions, every retailer and dealer 
in office appliances and equipment should be greatly 
interested, simply because of expanded coverage which 
provides additional employee compensation and addi- 
tional recordkeeping requirements. 


In regard to exemptions, Section 13(a) states that 
the provisions of Sections 6 (minimum wage) and 7 
(hour overtime compensation) shall not apply with re- 
spect to any employee employed in a bona fide execu- 
tive, administrative, professional, or local retailing 
capacity or in the capacity of outside salesman (as 
such terms are defined and delimited by regulations of 
the Administrator) . 

For details of these exemptions, it is suggested that 
you refer to: 

Section 541.1 for executive employees. 
Section 541.2 for administrative employees. 
Section 541.3 for professional employees. 
Section 541.4 for local retailing capacity. 
Section 541.5 for outside salesman. 

These regulations issued by the Wage-Hour Division 
will explain and illustrate with examples the necessary 
requirements. In other words, official inspectors apply 
certain tests for the various types of workers. Included 

(Turn to page 104, please) 
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Office Planning and Layout 





NOTE—Weill qualified to discuss the subject of office 
layout, Mr. Ripnen points his comments to department 
store executives. Basic principles, however, are appli- 
cable to all offices. To the seller of office furniture, 
machines and supplies, the appended article is worthy 
of careful study. The information it affords can be 
made into potent sales ammunition. 


OLUMES HAVE BEEN WRITTEN on organization, 

procedures, personnel, controls and business func- 
tions, and store controllers and managers responsible 
for these operations and personnel are regularly check- 
ing them and looking for the latest improvements for 
further streamlining. 

The people who carry out these operations—fill out 
forms, work machines, file records, send out and re- 
ceive office papers—are all human beings no different 
than the customers of the store as personalities. But 
the customer space in the store is scientifically and 
meticulously planned, designed and expensively built 
to bring about the action of purchases, whereas the 
office workers’ space is usually something, somewhere, 
that’s left over, and the employees are herded in to 
produce office work. No matter how efficient the or- 
ganizing, systems and machines, they will just be ideas 
unless the office workers are provided with efficient 
working conditions in space and layout. Business has 
mushroomed, and there was excuse for the overlooking 
of these problems. But now is the time for action. 

There must be a balance—equal consideration of all 
factors that produce the end result. You cannot have 
good organization and procedures and expect good 
personnel results by working people in poor space, with 
poor equipment and layout, and under poor physical 
conditions. The end result under this arrangement is 
much under 100 per cent. 

We know the office layout of the department store 
is probably one of the last places to get the consid- 
eration of store top management. This fact has been 
proven through visits and contacts with the offices of 
several stores. Reflect on your own office. If it is 100 
per cent, this does not apply to you. 

In the department store you might find the office 
on the mezzanine, in the basement, or, if in a decent 
space in the store, so cramped for the lack of space 
that office functions are hampered. Where there is 
relief, it is usually because extra space is provided on 
other floors or elsewhere in the store, where the separ- 
ation of office workers from the main office location 
makes it impractical for use. 


Department Stores vs. Industrial Office Layout 


When comparing the department store office layout 
with that of the average industrial corporation, we 
find great similarity in office functions, workers, ma- 
chines, and contacts. But the space allowances and 
layout for the flow of work, equipment, and physical 
comforts, though similar in requirements, differ- great- 
ly in actual installations. The industrial corporation 
has its offices in an office building at the plant, or in 
the rented space of a skyscraper, separated from the 
corporation’s productions, sales, and distribution ac- 
tivities, whereas the department store has its executive 
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By KENNETH H. RIPNEN 


Kenneth H. Ripnen, Inc. 
New York, N. Y. 


(Address before recent Chicago convention of the Con- 
trollers’ Congress of the National Dry Goods Association) 


and general offices located in the store or store build- 
ing, usually with the entire store operations. 

The store office layout should be as efficient and 
modern as the store fronts, interior store layouts and 
decoration, but the store office has been looked upon 
as overhead. When lighting, air conditioning, sound 
control, or new equipment for the office has been pro- 
posed, it is usually shelved for the purchase of those 
new revolving doors, new sign, store lighting, a depart- 
ment’s display, new show windows, and so on. 

As long as the store office is located in the store 
building, it will be on the bottom of the list when there 
are considerations of expenditures for store and office 
improvements. 

The corporation’s office has the advantage of being 
located away from other activities of the business, 
even when on isolated plant grounds. If there is no 
office building at a plant in a rural community, the 
office workers might be located in part of the factory 
or warehouse space and, with expansion of each, there 
is soon consideration of locating the office workers 
elsewhere in office space. This usually results in a 
plant office building on the plant grounds. Once 
this is done, it is seldom that the factory or warehouse 
activities expand into the office space. 

It is believed that store management now appreci- 
ates that customer retailing is an office function, as 
well as an over-the-counter operation, and that the 
entire store organization is an integrated unit. Custo- 
mer service in credits, billing, associated advertising, 
opening of accounts, tube service, and other store and 
office relationships makes the store office more impor- 
tant daily. 

The great advantage the person has in selling a 
good store office layout job to top management is that 
it only has to be done once in ten to 15 years, whereas 
the store retailing locations are redone constantly— 
even when well planned, every three to five years. 
Fashions change daily. 

The only way the store office will ever have enough 
space, be properly planned, laid out, equipped, and 
provided with the physical conditioning of light, sound 
and air control, is when someone puts this matter be- 
fore store management as strongly as merchandizers 
sell management on a new line. Today the controller 
has the ear of top management as never before, and he 
can do this job for his office organization. 


Location of the Store Office 


The store office layout should be centrally and con- 
veniently located to satisfy its many contacts with de- 
partments, customers, salesmen and visitors. 
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Since the store building is usually tocatea on a main 
thoroughfare, and space and rentals are costly, it 
might be wise to do further exploring of just which 
office functions need be in this central location in the 
store proper and which might be moved to another 
location in another building. 

Certainly, some of the statistical, insurance, general 
accounting, tax, merchandizing, advertising, personnel 
and traffic could be located off the store premises. The 
office work would be done better away from the hustle 
and bustle of a store atmosphere. 

Think of those 200 office workers in a unit of 20,000 
square feet of open space, even with an acoustical ceil- 
ing, trying to do a good job, with a tub operation right 
in the middle of the layout and alongside of 30 ac- 
counts receivable bookkeeping machine units. 

Why the rush for the almighty dollar? It’s not that 
hard to get during these days. 


Amount of Space Needed 


One of the first matters to be checked upon in space 
is the amount required, as compared with that actually 
in use. A breakdown to arrive at determining the 
proper amounts would include these five factors: 

1. Office Space—That space used for desks, tables, 
chairs, occasional files, bookcases and coat racks in 
general, and private office areas. 

2. File Space—That used for concentrations of files, 
as central file department of correspondence, tabulat- 
ing and such. These units would have in excess of 50 
files. 

3. Storage Space—That used for semi-active office 
records, office supplies and equipment. 

4. Special Equipment Space—That used for tabulat- 
ing, order, billing, bookkeeping, special office machines 
and telephone switchboards. 
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AMPLE SPACE WITHOUT WASTE—Laid out to permit the 
most economical use of space, without sacrificing needed 
room for aiste passage is this modern department store 
office. Note location of conference and interviewing rooms. 
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5. Miscellaneous Space—That used for reception 
rooms, interviewing, conference rooms, training, first 
aid, recreation, coat and locker rooms. 

The first item, office space, should average 100 square 
feet per person, when making deductions from the 
total space and total personnel for the four other 
categories. 

For example: An office of 100 people in 20,000 square 
feet might work out as follows: 


Office Space. 8500 sq. ft. Office Personne] .......... 85 
File Space . 2500 sq. ft. File Personnel ................ 2 
Storage Space ....3500 sq. ft. Storage Personnel.......... 2 
Spec. Eq. Space....2500 sq. ft. Spec. Eq. Personnel... 9 
Misc. Space 3000 sq. ft. Misc. Personnel ............ 2 


If each department head presented his space re- 
quirements to the space administrator in the above 
form, and control were exercised on this basis, there 
would be uniformity in space distribution. 

Standards in planning of the files, storage, special 
equipment, and miscellaneous space, as well as speci- 
fication of the type of space, would have to be used to 
make this system work. 


Layout and Planning of Departments 


The location of the various departments in the lay- 
out of offices is no longer a matter of guesswork. First, 
there are the limiting factors of relationships shown 
on the organization chart; second, the flow of work 
considerations, and finally, the limitations of the 
space to be used. 

Planning of offices today has become an exact 
science. Often departments have to be split, due to 
corridors, exits, shapes of space, lack of space, and 
planning for offices on several floors. 

It is believed that if certain functions of the depart- 
ment store office layout were done off the premises of 
the store proper, those that remained would be of such 
a special nature that proper space would be provided. 
There would be no chance of the space being taken for 
other departments. 

The equipment planning of office layouts is directly 
related to agreed space allowances for working condi- 
tions for the office worker and administrators. 

Total space allowances for 100 office workers can 
vary from 70 to 200 square feet per person, or a total 
of from 7,000 to 20,000 square feet. This depends en- 
tirely upon the distances allowed between desks, aisles, 
desk arrangements, the number of desks to be placed 
alongside of one another, and the size and number of 
private offices. 

In office layout work, accepted standards for desk 
spacings in general offices are six feet from back to 
back of desks and a maximum of two together to allow 
for aisles at each desk. Inside aisles within desk areas 
should be three to five feet wide and main aisles five 
to eight feet wide. Aisles in central file departments 
should vary from one drawer (27-inch) width for 
storage to eight feet, allowing for two drawer pulls 
and two people passing or working. 

Private offices vary from 8 x 12 feet to 10 x 15 
feet for one person, and 10 x 15 feet to 20 x 15 feet for 
two persons. Top executives might occupy private of- 
fices 20 x 20 feet. 

Reception rooms vary from 10 x 10 feet and upwards. 
Conference rooms for eight are generally 16 x 12 feet, 
adding two feet in length for every two additional 
people. 

For assembling basic information for creating the 
office layout, the organization chart, the flow of work 

(Turn to page 98, please) 
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Motor Traffic, Parking, and the 


Commercial Stationer 


By FULLER ROSS 





IKE ANY OTHER retail merchant, the commercial 

stationer and office equipment dealer’s volume and 
profit—in fact, his entire success—is affected by the 
type of vehicular traffic surrounding his store, and by 
the type and quality of its management and regula- 
tion. 

Street traffic has always been a factor in retail busi- 
ness, but it has become increasingly significant since 
the advent of the motor vehicle, as a result of the 
vast and rapid changes which that form of urban 
transport has produced over the years. 

Most commercial stationers today occupy space in 
more or less congested areas, many of them in “loop” 
sections. And it is here that experts have made studies 
which affect every stationer in the trade. These 
studies in traffic control and in correctives for the 
post-war period, when it is expected that 50 million 
motor vehicles will be bidding for space on .our streets 
and in our parking spaces, are more or less uniform 
all over the country. 

According to Eno Foundation surveys, some of these 
reforms are: 

1. Reduction of causes of traffic flow interruption. 

2. Building more “through” streets and highways. 

3. Intensifying driver-pedestrian education. 

4. Improving urban transit travel to reduce the 

number of private cars in congested areas. 

5. More and better parking spaces, especially near 

transit terminals. 

6. Better regulation of on- and off-street “loop” 

parking. 

7. Less conflict between commercial 

traffic. 

8. Improved traffic signal lights, illuminated traffic 

signs, and wider streets and ramps. 

One new factor which all post-war traffic planners 
have borne very closely in mind is the newest of the 
mass urban transport vehicles—the trackless trolley 
coach—which already is supplementing street car and 
motor bus travel in nearly a hundred cities and towns. 
The introduction of this vehicle, it is said, will not only 
help solve the post-war traffic problem, but will also 
have a profound effect generally upon retail business 


in congested areas. 
Experiments have shown that the trackless trolley 


coach, while not a substitute for either motor bus or 
streetcar, offers certain great advantages: 

First, it is safer because it loads and unloads at the 
curb. It is faster because it accelerates and decelerates 
more quickly, takes grades more easily. It has no fuel 
odor and is more economical to maintain and operate. 
It can by-pass obstacles, keep its place in the traffic 
line and be rerouted on occasion. It subjects riders to 
fewer jolts and jerks. 

Now, how does all this affect the business of the 
commercial stationer? 

In the first place, practically all the ills of congested 
area traffic are due to the simple fact that we have too 
many private cars using too little street surface. Cars 
have been turned out faster than streets have been 
modernized to hold them. This makes for congestion. 


and other 
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NEW TRENDS IN TRAFFIC—Top. an ultra-modern version of 
the trackless trolley coach, most recent of mass urban transit 
vehicles. Piloted from upper deck, the new coach offers un- 
usual visibility. Center, fewer private cars on casual busi- 
ness in congested areas is the plan. Below, a detailed study 
of parking problems and various potential solutions was 
made by traffic experts in test cities during the recent war 
years. 
1946 
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If the private car driver is given a faster, safer, more 
comfortable ride in a trackless trolley coach, he or she 
will be more willing to leave the car at home on 
casual downtown trips, or will park the car at ter- 
minals of street cars, bus or trackless trolley lines. 

It has been proved that a stationer located in a 
congested area, where traffic often moves as slowly 
as three miles an hour, profits most in the way of 
sales when drivers and others can find a place to park. 
If the congestion is such that the customer cannot 
park it means that a lot of potential stationery and 
equipment business is passing the door. If more people 
ride transit vehicles they can get around faster and 
with greater ease, and can shop at leisure. Said a 
nationally-known retail personality recently: 

“The time has come when mere traffic volume means 
little to the merchant, regardless of his line. If pro- 
spective buyers—especially of convenience merchandise 
such as drugs, hardware or stationery—cannot find a 
place to put the car while they go buying, that means 


Stationer’s Policies 
Prestige 


that they keep going away from the stores in the con- 
gested areas. Of course, the ideal situation is seen, 
as far as the merchant is concerned, in finding a way 
to provide parking space in congested business sections. 
But that will come only in time.” 

In fact, in some areas, stationers and other mer- 
chants are engaged in campaigns to influence people 
in the locality to make wider use of mass urban ve- 
hicles for casual trips into congested areas, to the 
advantage of every one concerned. However, until 
terminal parking is ample, until transit travel has been 
made more speedy, safe and comfortable, it is not 
going to be an easy matter to get the private car owner 
to “leave it out at the end of the line.” 

A large portion of every commercial stationer’s line 
is still subject to “convenience” buying, and for this 
reason his interest in local traffic conditions must 
be direct. And while traffic may seem a local matter, 
general principles of reform are identical in every 
locality in the country. 


Should Foster 


By NICHOLAS VESTAL 





N ORDER TO ACHIEVE the maximum in reputation 
and success for his business, every up-to-date sta- 

tioner should observe some definite code of ideals 
conceived to govern the merchandising and public- 
relations activities of himself and his employees in 
dealing with the store’s clientele. 

Once a good code has been formulated, the sales 
personnel should be trained intensively in those ideals. 
Too many employers coach the newcomers in those 
hoary precepts called “rules of the store” and let it 
go at that, then wonder why some competitive outlet 
comes to be known as the preferred stationery store 
of the locality. 


A Code for Business Building 


Human nature is such a basic factor in the selling 
relationship (if not, in fact, the whole thing) that a 
code for good will-development and business-building 
will pay richly, if it is correct in all specifications and 
covers the ground comprehensively. Here is one that 
has been evolved from long merchandising experience 
and which I can heartily recommend: 

1. Have ideals as well as ideas. 

2. Don’t make promises unless you are sure that you 
will be able to fulfill them. Be wary of the word “guar- 
antee”; it is charged with dynamite. 

3. Know what customers think of your service. 
“Knockers” are dangerous. Win them over. And never 
“knock” competitors. 

4. Appeal to the individualism of each customer. 
Make him feel that he is “Mr. So-and-So”—not merely 
one of a throng. 

5. Invite criticism and suggestions both from clerks 
and customers, and profit by them. 

6. When a customer makes a complaint, don’t send 
him from pillar to post; that exasperates him more 
than the grievance itself. Then is the time he appre- 
ciates “the proprietor’s personal attention.” 

7. When a mistake has been made, admit it gra- 
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ciously; then remedy it in generous measure. 

8. Never argue, but rather inform. The completeness 
of your answer is one-half of courtesy; the manner of 
explanation is the other half—often, the more impor- 
tant half. 

9. Analyze all complaints. Study the causes and 
eradicate them at their sources. 

10. Be human, not mechanical. A clerk’s viewpoint 
may be as bright as your own at times. Teach sales- 
men to realize that the business is judged by their 
actions. 

11. First, sell the store to the employees; then train 
them to resell it to the customers. Make all customers 
glad they visited the store. 

12. Keep abreast of all new goods and new methods. 
A retail stationer and his sales personnel should know 
more about their merchandise than any customer. 

13. Take an interest in civic affairs. Practically all 
civic leaders are buyers of your wares. 

14. Remember that your best customers are natu- 
rally your nearest rival’s best prospects for new 
business. 

15. Have faith in the good intentions of fellow citi- 
zens, but never to the extent of granting credit with- 
out careful investigation both of the applicant’s ability 
to pay and reputation for paying. 

16. Don’t wait until competitors are crowding you 
before trying to win good will. No business has been 
so long established that its good will is invulnerable 
to the assaults of aggressive new competition. 

17. Learn to derive so much happiness from your 
service to the community that this spirit of whole- 
hearted, interested service will communicate itself to 
every customer of the store, thereby building friendli- 
ness for the business. 

I may be wrong, but I do not think that this code 
overlooks anything worth a second thought. It is both 
a business tonic and prestige-protector for any intel- 
ligent modern stationer who has invested the best 
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years of his life, as well as his money, in a business 
that he considers worth preserving. 

The stationery business is characterized by a maze 
of details and complexities that have an everyday 
bearing both on service to customers and store super- 
vision. In the first place, there is the multiplicity of 
stock items with a corresponding multiplicity of sizes, 
grades, prices, and quantity units. Then there is the 
need to utilize all shelf, cabinet, counter and floor 
space intensively, as well as to know just where every 
item is, so as to be able to get it for the customer 
immediately. This is no small consideration in attain- 
ing the ideal of quick and accurate filling of orders. 

It is said that the salespersons in a large wholesale 
drug house in Detroit are able to find in an instant 
any one of the 30,000 items carried by the establish- 
ment. This ability was developed by a contest. Every 
week for one year, the sales staff was given a list 
containing 50 items, both from the salesroom and the 
warehouse. Each member of the staff was required 
to indicate in the list the exact section or shelf location 
of these items and sundries. Prizes awarded to the 
best informed salespersons naturally stimulated the 
entire organization to learn and remember the loca- 
tions of everything carried in stock. Participating in 
inventory-taking should also be helpful for inculcating 
this knowledge among the clerks of a stationery store. 
When the stock-location of any important item of 
constant demand is to be changed, all the clerks should 
be told about it immediately—not left to shout in- 
quiries about the location of goods in the presence of 
customers. 

How to Analyze Your Store 


Since the “good old days” of small store rents, lower 
wages, no deliveries, smaller equipment investments, 
and few, if any, special services to the public, the sta- 
tioner has many new managerial problems to wrestle 
with, both in the buying and in the selling phases of 
the business. 

He might very well ask himself the following ques- 
tions, and I think the right answers will come to him 
automatically: 

1. Are my goods what I claim them to be? 

2. Am I selling them at fair, standard prices? 

3. Do all my clerks know these goods thoroughly? 

4. Do they treat all customers courteously? 

5. Do they keep their eyes on the front door to be 
ready for buyers when they come in? 





6. Do they greet customers pleasantly? 

7. Do they read newspapers and trade papers so as 
to know the news of the day in the world at large and 
in the trade? 

8. Do they occupy themselves constructively during 
any lull in selling? 

9. Are they bright, attentive, polite, well groomed? 

10. Are they loyal to me and to my business in- 
terests? 

Tips for Formulating Sales Policies 


One very successful stationery retailer has observed 
studiously the habits of customers throughout the 
years. He has hit upon some interesting observa- 
tions that should enable any intelligent stationer to 
approach his sales policies with better understanding. 
Some of his findings are: 

1. Customers buy more goods when they are allowed 
to “browse” with no salesman at their elbow to urge 
them to buy. 

2. Customers handle goods more freely when the 
merchandise is displayed on tables rather than on 
counters. 

3. Customers buy more when they see crowds in the 
store—in fact, the merchandising impression draws 
more customers in. 

4. Customers make the remainder of their purchases 
in quick succession after the ice has been broken by 
their first “buy,” whether spontaneous or salesman- 
activated. 

5. Customers “explore the stocks” further into the 
salesroom when display stands are oblong and low, 
rather than round and high. 

6. Women are attracted to a department by the 
strategic use of mirrors, hung so that they can see 
themselves conveniently. 

7. All customers pay considerable attention to bulle- 
tins posted daily in a designated place. Such a bulletin 
might well be captioned “Our Daily Store News” or, 
perhaps, “Our Weekly Store Bulletin.” 

8. Customers like to see moving contrivances in 
displays—to look behind the scenes, in other words. 
They like demonstrations, too. 

9. The average woman seems always to be more in 
a hurry than the average man. 

10. Doing things in a manner “just a little out of 
the ordinary” always brings results. 

There’s a lot of merchandising “ammunition” in 
these observations. 





LITTLE BIOGRAPHIES OF MEN WHO WENT TO LAW 


THE “LEFT-HANDED” ACCEPTANCE 
By Norris L. Hayward 
F ROY McGEE, the general manager of the Xyo Appliance Company, 


orders, say, $500 worth of filing cases, and 


“accepts and receives” part of 


the cases, that makes the sale a valid one, all of which is very elementary “sales 


law.” 


Suppose, however, that McGee accepts part of the cases, but tells the jobber 


that he is ac ‘cepting that many only, and will not accept nor pay for the. balance. 
“You can’t get around the fact that you did accept and receive part of the 


order,” is the jobber’s argument. 


“But I protected myself by repudiating the sale at the time of the accept- 


ance,” 


McGee points out—and the law is in his favor. 
“The acceptance of the part was not a sufficient acceptance to take the sale 


out of the Statute of Frauds, because it appears that it was not within an inten- 
tion to perform the whole contract and to assert the buyer's ownership under 
it,” said the Massachusetts Supreme Court in Atherton vs. Newhall, 123 Mass. 
141, where the buyer informed the seller's employee, who delivered part of the 
goods, that he would pay for the part received and no more. 
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Outside Salesmen Will Carry 


‘6 Active Samples” 


By BERT MERRILL 





T’S TIME for the office supply dealer to start think- 

ing again in terms of good salesmanship after years 
of struggling to meet his customers’ requests. That’s 
the way Al Hyde, manager of the H. S. Crocker Com- 
pany in Fresno, Calif., looks at sales management in 
the future. 

“We feel that our store, like many other office equip- 
ment and supply dealerships, has gotten pretty much 
into a rut,” Mr. Hyde said. “We have been dealing with 
a sellers’ market for five years or more, which requires 
little or no sales skill, and which has been far too easy 
on the acceptance side. It is true that business will 
keep building up for some time yet, and demand will 
probably continue to outstrip the supply for a long 
time to come. Nevertheless, we believe that it will 
take excellent salesmanship to keep volume up to 
peak after things level off to the old supply-and-de- 
mand situation, and that the time to start sales man- 
agement along those lines is NOW!” 

On the above theory the Crocker Company is work- 
ing out its peacetime selling plans during early 1946, 
training a new man and “retraining” existing sales- 
men for the arduous years ahead. All future outside 
selling will be operated against a plan worked out by 
Mr. Hyde, who began in the office supply field as a 
salesman and knows every element to be contended 
with. 

He believes that the secret of a well-rounded office 
supply operation is salesmen who sell everything car- 
ried by the store—not occasionally, but as a regular 
thing. Therefore the outside men who will cover 
Fresno and surrounding cities will have a constantly 
new angle on every call, which through the year will 
cover every line carried—included the oft-forgotten 
“slow-movers” which all personnel are inclined to 
forget. 


All Salesmen Will Carry Samples 


“The first point in our post-war salesmanship is that 
we won’t send any man into any office armed only 
with a price book and an order blank,” Mr. Hyde said. 
“Instead, we’ll insist that every salesman carry some 
type of active sample on every call—some item which 
is either being newly introduced, or reintroduced after 
being overlooked for some time. If possible, we’ll bal- 
ance the system so that the salesman carries some- 
thing new on the market and something being rein- 
troduced on alternate calls.” Under this plan, the 
Crocker Company will take a quick monthly inventory 
check on all its lines, uncover “slow movers” and “shelf- 
warmers” which aren’t selling simply because there 
has been no emphasis on them, and list these off for 
individual attention by salesmen and store personnel. 
The store has always enjoyed an exceptionally “clean” 
business because of this policy, which quickly demon- 
Strates what lines aren’t moving and indicates which 
are due for specialized promotion. Inside the store 
this means window displays, mass displays, sales, and 
SO on, and outside the store it means getting the item 
into salesmen’s hands for showing to office buyers. 
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“This is simple psychology,” Mr. Hyde said. “We 
believe that when the salesman goes into a man’s of- 
fice, the latter is likely to be thinking about his trial 
balance or other things. In order to get him thinking 
of our merchandise, we must have something to show 
other than a price book. Therefore every man will 
carry something. In 1935 when the posture chair came 
out, I carried one around with me under my arm, and 
got office managers and employees alike to try it out. 
That got results. Today there are new types of pens, 
ink-holders, transfers and accessories which fit just 
as well into this plan.” 


How One Item Sold Itself 


“In one instance a salesman was instructed to give 
away samples of a new type of pencil. Instead of let- 
ting it go at that, he carried with him an automatic 
pencil sharpener of the type which feeds in the pencil 
as it sharpens. Instead of merely tossing it on the 
desk, the salesman asked his office-manager prospect 
to sharpen a pencil in his own sharpener while an- 
other brand new one was sharpened in the automatic 
type. This simple challenge got results, because when 
the office manager compared pencil lengths after 
sharpening, the old-type sharpener had taken off from 
one-half to three-quarters of an inch more than the 
automatic type. Presentation on this basis sold a huge 
number of these sharpeners for us, simply because it 
gave the customer something actually interesting to 
think about. We’re going to follow this same policy 
whenever a Crocker salesman calls on a customer.” 

New items, of course, will be important in making 
such calls, because they will focus interest of prospec- 
tive buyers at the outset. In addition, however, Mr. 
Hyde intends to use an adaptation of the “P.M.” sys- 
tem covering slow-moving merchandise on outside 
office calls. “In any inventory covering hundreds 
of items such as ours, there are bound to be 
scores overlooked which will respond easily to indi- 
vidual attention,” he said. “Every month we will go 
over lists of such items, and give at least one to each 
salesman for his next weekly, biweekly or monthly 
call on a customer. It may,be a small personal file, 
handy clips, something new in memo books, or even 
such plain, ordinary merchandise as typewriter rib- 
bons or paper clips—but when it is taken around to 
the customer, demonstrated and talked up, it will sell. 
My theory is that when this is carried out consistently 
the customer will be looking for the salesman to see 
what it is he has to show off at the next visit. We 
introduced pen and ink sets, Scotch tape in colors, 
new models of staplers and many other such items 
several years ago, and later on got the same results 
by reintroducing them. Even samples of carbon paper, 
reams of paper, and typewriter erasers, which neither 
customer nor salesman gives much thought to, will 
respond when actually carried over the territory by 
salesmen. Thus, in future selling, every man will carry 
active samples of new or old merchandise on every 
call.” 
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Office Furniture on Display 





T’S JUST AS IF those desks and chairs were sitting 

right outdoors.” 

This has been the comment of many who have 
viewed the displays in the new modernistic office and 
showrooms of Healey & Popovich at the corner of 
Fulton and San Joaquin Streets in Fresno, Calif. The 
reason is the arrangement of windows, an unbroken 
line of them, 225 feet long on the two sides of the 
building. The steel columns which support the struc- 
ture are not at the window line, as in most buildings, 
but are set three feet inside the store. 

The new Healey & Popovich establishment is the 
culmination of only 15 years of endeavor by these 
dealers, who are today the largest in the San Joaquin 
Valley. In April, 1931, Austin M. Healey and John W. 
Popovich, both natives of Fresno, opened an office 
equipment business with headquarters in the Helm 
Building. The business soon grew to the point where 
they occupief a store at 1312 Broadway, the main 
north and south highway through Fresno. Now, after 
several years’ delay because of the war, they are in 
the larger quarters which they had envisioned for 
many years. 


New Store in Fresno, Calif.. 
Has Full View Display Windows 


By WILLIAM F. BENEDICT 


Several Pacific Coast dealers attended the formal 
opening of the new Healey & Popovich establishment 
on March 15 of this year. All agreed that this is not 
only one of the finest stores of its kind in the West, 
but one of the most attractive in the entire country. 

The new building is 150 feet long on San Joaquin 
Street and 75 feet wide on Fulton. The large main dis- 
play room, utilized by Healey & Popovich, is 33 feet 
wide on the Fulton Street side. The remainder of the 
front of the building is occupied by a surgical supply 
company and a real estate firm. 

Though two blocks above the present termination of 
the main business district, no doubt is felt that busi- 
ness will soon move out to meet the new establishment. 

One of the outstanding features of the structure is 





NIGHT PICTURE OF HEALEY & POPOVICH MODERN DESIGN STORE AT FRESNO, CALIF. 


The photograph reveals how the marquee of the store 
extends ten feet out over the sidewalk and eight feet 


22 


within the store. The unique window design further adds 
to the unique styling for attractive display of merchandise. 
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a steel marquee, with plaster finish, which extends 
ten feet over the sidewalk and eight feet inside the 
store. It is supported by 18-foot steel beams. Just in- 
side the windows the marquee carries a series of spot- 
lights, the colors of which can be changed at will. 
There is no floodlighting inside the store. All-illumina- 
tion for night display is provided by the spots. 

The inside floors of the store are of concrete, colored 
Spanish red and finished with liquid wax. The floor 
is on a continuous level to the window line. Adjacent 
to the window is a three-foot strip of specially made 
bricks, each 8 inches long, 3% inches wide and 1% 
inches thick. 

Another architectural feature is the parapet wall, 
which is covered with corrugated protected metal, the 
latter with three laminations of asphaltum, asbestos 
and asphaltum. The corrugations are unusually deep, 








which gives a better appearance to the long span of 
the wall. It is painted a light green, which adds to the 
building’s striking appearance. There is a 6-inch strip 
of stainless steel around the top of the parapet wall, 
and a similar strip around the entire marquee. 

The structure is air-conditioned throughout—cool 
for summer and warm for winter. 

Healey and Popovich actually carry on two lines of 
business—office furniture and equipment, and building 
specialty materials. They carry leading lines of office 
furniture, and also represent some of the largest build- 
ing material concerns in the country in steel windows, 
overhead doors, and other specialty lines. 

Architects for the Healey and Popovich store were 
the Ernest J. Kump Company of San Francisco and 
Fresno. The builders were L. H. Hansen & Sons of 
Fresno. 


EXECUTIVE OFFICES—The of- 
fices of the partners in the 
Healey & Popovich store. 
Fresno, Calif.. occupy one 
corner of the main display 
room. Glass partitions above 
wood give complete privacy. 


DESIGNED FOR DISPLAY— 
The Healey & Popovich store 
of Fresno, Calif., features this 
display room in which an un- 
broken line of windows pro- 
vides the illusion of display- 
ing office furniture outdoors. 
Supporting columns are three 
feet back from the windows. 





adds 
adise. 





1946 OFFICE APPLIANCES, August, 1946 23 








Pushing the “Big Stuff” 





E ARE GOING after the “big stuff” in the coming 

months, as the supply situation becomes more 
equal to demands,” said Harry Sanner, owner-manager 
of Sanner Office Supply, Erie, Pa. Sanner is talking, of 
course, about a complete line of desks, files, chairs, 
safes, cabinets and related office appliances. 

“We are going to push these appliances for all we 
are worth because we see a great market for them in 
the near future,” continued Sanner. “Our sales tech- 
nique will consist chiefly of cold contacts by salesmen 
and myself, with follow-ups by circularization. We’ve 
got about 600 on our mailing list right now and expect 
to build this list considerably as our program gets un- 
der way.” 

Sanner Office Supply has had a healthy growth on 
sound principles since its inception in February, 1942, 
when its owner left Duggan and Rider, a local office 
supply house, to set up his own business. His first loca- 
tion, just a block or so from the heart of Erie’s business 
district, had only about 2,000 square feet of floor space 
and the firm was run under a partnership with J. W. 
Campbell. Campbell dissolved his half of the partner- 
ship during the lean war years. 


“In the coming sales campaign,” explains Sanner, 
“T’ll follow the same policy of buying which saw me 
safely through the war. I personally bid on used office 
furniture, watching its resale possibilities, and I fre- 
quently travel to the manufacturing centers to see 
what is currently a good buy. Then I place orders for 
as much merchandise as I can reasonably expect to 
sell.” 


Plan to Cover An 80-Mile Radius 


Sanner plans to canvass, with a well-knit sales staff, 
northwestern Pennsylvania and near-by parts of Ohio 
and New York that are included in an 80-mile radius, 
with Erie as the center of the area. Of course he has 


FOR SELF-SERVICE—View of 
the north side of Sanner Office 
Supply, Erie, Pa., where self- 
service functions to a large 
degree on the small items. 
Personnel (left to right) in- 
cludes Harry Sanner, Richard 
Snyder, Harry Sanner, Jr., 
George Alberstadt, Lois Kil- 
bane, Ingram Paulson and 
Katherine Fredericks. 
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By WALTER RUDOLPH 


been doing this consistently during the past, but the 
“big stuff” campaign will include more calls, more 
frequent call-backs and advertising. 

“My salesmen will have no special formula that I 
want them to follow in making their sales calls,” stated 
Sanner. “I want them to go in cold, if necessary, get 
acquainted in a social way, and then present our lines 
—and we expect to be very well stocked and complete 
in every respect. 

“Right now I’m getting around this part of the coun- 
try, buying up war surplus office appliances. I’m al- 
ways looking for opportunities along the buying line. 
When I get in a good supply of equipment, I go for an 
advertising splash in both local dailies and thus reach 
a trading area well over 100,000 in population. I’ve al- 
ways experienced success with these ads.” 

In line with his advertising policy, which lists large 
quantities of the particularly featured item for sale, 
Sanner has done very well with school supplies. This 
might be a good idea for other supply firms to try out 
in the coming school months. 

By April, 1945, Sanner’s young business had been en- 
joying enough success to warrant an expansion pro- 
gram. He moved down the street about 100 feet to a 
new location which gave him about four times the 
sales, storage and display space he formerly had. His 
new place measures 60 x 150 feet and includes a base- 
ment of equal area where he stores paper goods and 
envelopes. 

The first floor of the new location is partitioned, 
making two areas about 30 x 150 feet each, with a 
small arched doorway connecting the two. The north- 
ern half contains extensive shelving and about a dozen 





1946 


OFFICE APPLIANCES, August, 








she 
ore 


& 2 
ted 
pet 
nes 
ete 


the 
His 
wse- 
and 


ned, 
ha 
rth- 
zen. 


1946 








display islands through the center of the section. Self- 
service is more or less featured through the layout of 
this section, which also has a large desk for business 
purposes near the entrance to the adjacent room. 

“The ‘Furniture Department,’ so denoted by a large 
arrow hanging from ceiling of the twin room and 
pointing to the arched doorway, will feature on-the- 
floor displays of the latest in office furniture—desks, 
files, safes and all the rest,” said Sanner. “Right now, 
of course, we don’t have what we want to work with 
in this respect, but we are setting our plans for pleas- 
ing the walk-in trade.” 


Show Windows Attract Passers-by 


Two large show windows are another advantage of 
the present location, giving a good exterior for a fa- 
vorable impression upon the passers-by on a heavily 
used thoroughfare. Sanner’s window policy follows the 
dignified use of comparatively few large items for in- 
dividual displays, while featuring orderly stacks of 
small items, such as rubber bands or balls of string, 
to get over the idea of volume. 

“We are holders of agency standings with the fol- 
lowing manufacturers,” said Sanner. “General Fire- 
proofing Company, National Blank Book Company, 
Frederick Post drawing materials, F. S. Webster ribbons 
and carbon paper, Speed-O-Print duplicating equip- 
ment, Royalchrome furniture and Diebold, Inc., safes.” 

In addition to carload quantity buying during his 
trips to New York City every two or three months, San- 
ner has made a very careful practice of buying up 
used furniture and “doctoring” it for reselling. Leads 
on used office furniture come following the deaths of 
local businessmen, change of ownership of businesses, 
or the closing down of offices. 

“We get news from the daily papers of the death of 
some attorney, for instance,” explained Sanner, “and 
then through personal contact with the interested 
family we offer to buy the used equipment. I like to 
personally check such furniture to ascertain the resale 
value. Frequently we arrange to buy the complete 
furnishings of an office.” 

The “doctoring” of such office appliances takes place 
in a designated area in the rear of the present sales 
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FOR “BIG STUFF” Another 
section of Sanner Office Sup- 
ply, Erie, Pa., a sales floor 
where is concentrated much 
of the “big stuff” that this con- 
cern plans to push in a heavy 
merchandising program as 
soon as supply channels open. 


room for new and used equipment. This area, parti- 
tioned off, also contains wrapping and shipping facili- 
ties. One full-time man is employed in this depart- 
ment of the store. In improving the condition of the 
used furniture, Sanner uses a complete line of wood- 
working tools, sandpaper, paints and varnishes, along 
with miscellaneous helps. Most of the “doctoring” 
requires only careful sanding and revarnishing or 
painting. 


Personal Solicitation Brings Big Order 


One example of the success Sanner has gained from 
his policy of personal solicitation—and the one which 
he recalls from his early business with a great deal of 
pride—is the order which he received from the Gov- 
ernment when he called upon officials operating the 
huge TNT munitions plant in Meadville, south of Erie. 
It was during the touch-and-go period of war, when 
many businessmen were afraid they might have to 
close up shop because of the scarcity of merchandise. 
“We sold a couple of carloads of office furniture to 
that plant,” recalls Sanner. “It was one of the largest 
orders I ever received.” \ 

Another factor contributing to the growth of San- 
ner Office Supply is the strict adherence to courtesy in 
all dealings with walk-in trade or in telephone con- 
versations. Sanner has instructed his present staff of 
eight never to put up the slightest argument, for in- 
stance, if a customer asks for a refund on a piece of 
merchandise or wishes to have some appliance re- 
placed. He has found this policy pays off in word-of- 
mouth advertising and he feels that much of his walk- 
in trade can be attributed to his courteous treatment 
of everyone who comes in. 

The interior of the store is decorated invitingly with 
light green walls and white ceiling. Strong fluorescent 
light units are hung in the office furniture section, 
while incandescent bulbs are still used in the miscel- 
laneous salesroom. Much attention is attracted to the 
store at night through the use of four small, uniform 
neon signs hanging at eye-level in the large show 
windows. These signs consist of a white “Sanner” 
over separate red word signs, “Desks,” “Chairs,” 
“Safes,” and “Files.” 
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EDITORIAL 








The State of 


the Industry 


e In general, overall conditions in 
commerce and industry are reflected 
in the field of office utilities. Some 
years ago Horder's, Inc., Chicago, 
published a chart showing the activ- 
ity of general business with one line 
and that of the Horder business with 
another. The lines very nearly co- 
incided. 

e The parallelism persists today. Vir- 
tually all business enterprises in the 
country are producing and/or dis- 
tributing as much or more than they 
did before the war. There are ex- 
ceptions, of course, but the index of 
average activity is at a high level. 

e In a bulletin dated August 7, the 
business survey committee of the 
National Association of Purchasing 
Agents says, ‘Retail trade is holding 
up well in spite of customer resistance 
to prices. There is an increased 
amount of consumer goods available, 
and many usable items are back on 
the shelves. The wheels of industry 
are beginning to move more freely. 
By the end of the year, it is thought, 
the availability of many items may 
be more nearly in line with demand, 
if labor does not interfere with pro- 
duction." 

e The office equipment and supply 
field is following the pattern limned 
above. 

e During the non-OPA-control pe- 
riod from June 30 to July 25, prices 
remained remarkably stable. In the 
stationery industry the advance was 
estimated as between I|0 and 15 per 
cent. Some dealers who bought at 
higher prices while OPA was inopera- 
tive and failed to resell before July 
26 experienced some profit losses. 
Nevertheless, the wild inflation pre- 
dicted did’ not come into being, 
which reveals the ability of the coun- 
try to avoid serious damage to the 
economic structure when all price 
controls are permanently lifted. — ws: 
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The Return of OPA 


@¢ FOR A BRIEF PERIOD the Office of Price Ad- 
ministration was inoperative. When it was restored 
to function, many of its powers were cut, but it still 
has a wide area of control. 

One of the first actions of the renewed OPA was 
to announce the granting of a large number of price 
increases on controlled items. For the most part, the 
increases were as much as or more than jumps in 
prices made by merchants during the uncontrolled 
period. There seems to be little difference between 
inflation under artificial controls and inflation under 
the checks of competition and buyers’ capacities to 
purchase. 

The primary avowed purpose of OPA is to prevent 
inflation. Even its most ardent advocate must admit 
that it has been only partially successful in achieving 
that objective. Price is only one, though the ulti- 
mate, factor in the problem of inflation. If costs of 
production and distribution are permitted to rise, 
prices must increase if manufacture is to continue 
and deliveries are to be made. Only if there is a profit 
for all—worker, manufacturer, distributor, retailer 
—can the economic pattern be maintained unbroken 
and supply brought into balance with demand. 

An oversupply of money spent with reckless aban- 
don to obtain scarce commodities is the cause of 
inflation, according to economists. Basically, it makes 
no difference whether the extravagant spending is 
done by individual citizens or by the Government. 
OPA has had a retarding influence on spending by 
individuals, but exercises no controls on spending by 
the Government. Hence, another and more funda- 
mental barrier is needed to prevent further inflation. 
That barrier is a genuine program of Federal econ- 
omy—not just a balanced budget, but an actual 
surplus. 

The first fruit of such economy would be elimina- 
tion of deficit spending, which adds to the already 
overabundant supply of money and speeds the: cur- 
rent of the inflation flood. Another great gain would 
be a reduction of credit supplies through retirement 
of Government bonds held by banks. And cutting 
Federal costs would naturally reduce Federal per- 
sonnel, and release employees to business and in- 
dustry. 

OPA is a temporary agency engaged in the battle 
against inflation. Its activities do not remove the 
inherent causes of inflation. Long-range control can 
be accomplished best by fundamental reform of the 
Federal fiscal program. 

It should be the obligation of all businessmen to be- 


come active, articulate advocates of Federal economy. » 
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Why Not a Rain Check? 


@ A. J. WARNER, salesman for F. F. Hansell 
and Brother, New Orleans, La., says, in reference 
to W. D. Wallard’s article, “Study Types of Cus- 
tomers If You Want More Sales,” in the June 
issue, “If copies of this article could be placed in 
the hands of all the GI’s in on-the-job training 
programs, it would pay big dividends to their 
employers and, in addition, would be highly ap- 


Mr. Warner goes on to reveal what he regards 
as a good selling idea to keep the non-buyer in 
an amiable frame of mind. He hands out a little 
round red disk bearing the legend, “Rain Check” 
on one side, and on the other: 

“You turned me down, 
Old Pal of mine. 
But don’t forget me, 
When you buy next time.” 
That’s a new wrinkle in sales psychology 


preciated by the boys.” 


which we are happy to pass along. 


HERE AND THERE 





J. W. DENSFORD, JR., WINS 
OKLAHOMA NOMINATION AND 
THAT MEANS HE'S’ ELECTED 


J. W. Densford, Jr., of Shawnee 
A-C Typewriter Company, Inc., 
J. W. Densford & Sons, Shawnee, 
Okla., on July 23 won the Demo- 
cratic nominatoin for the Oklahoma 
legislature, defeating his opponent 
in a run-off election. 

And that means the Shawnee 
war veteran of 44 months’ overseas 
service in the Navy is elected, for 
two reasons: 

|. Republicans don't win in his 
county. 

2. He has no Republican op- 
ponent in November. 

J. W. "Jack" Densford, Jr., is 
29 years old, unmarried, and a 
student of political economy. In 
his primary campaign he declared, 
“The entire country is in a mess 
and | want to do something 
about it.’ 








EXPAND AID—The Salvation Army 
in the United States has embarked 
upon a program of expanded aid, 
tiled “Marching Forward to a Better 
World.” The program includes aid 
to youth for combating juvenile delin- 
quency; help for veterans, servicemen, 
and their families; establishment of 
service units in rural areas, and in- 
creased emphasis on religious work. 





V. R. EVANS IS APPOINTED 
BY GOVERNOR DEWEY AS 
TRUSTEE OF RETAIL SCHOOL 


Vernon R. Evans, head of Vernon 


R. Evans Company, Utica, N. Y.., 
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office equipment dealers, has been 
appointed by Governor Thomas E. 
Dewey to serve as a trustee of the 
state school of retail management 


to be established in Utica.—RCS. 





HAZEN AMES, PRESIDENT OF 
AMES SUPPLY, BUYS PLANE 
FOR PERSONAL BUSINESS TRIPS 


The Lewis School of Aeronautics, 
Chicago, recently announced that 





TIPS ON TAKEOFF—Al Luke gives 
some last-minute tips before Hazen 
Ames takes off in his new Aeronca. 


delivery of the first Aeronca Chief 
plane in the area was made to 
Hazen Ames, president of Ames 
Supply Company, Chicago. 

Mr. Ames declared that he had 
purchased the Aeronca Chief not 
only to satisfy a long-felt desire 
to own and pilot his own plane for 
personal enjoyment, but also to use 
it for many contemplated business 
trips. He stated that keeping 
abreast with aviation and business 
were two things which should go 
hand in hand. 
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Mr. Ames started his flight train- 
ing at the Lewis School of 
Aeronautics only three months ago, 
and is now the proud possessor of 
a private pilot's license. His flight 
instructor, Wally Rich, stated that 
Mr. Ames was an able student, 
mastering even the most difficult 
maneuvers of flight with ease. 





A. LORNE COLPITTS, CANADA 
STATIONER, NAMED HEAD OF 
MONCTON, N. B., ROTARIANS 

A. Lorne Colpitts, prominent sta- 
tioner of Moncton, N. B., recently 
was selected as president of the 
Moncton Rotary Club. Mr. Coilpitts 
heads the firm of R. R. Colpitts & 
Son, Ltd., of Moncton, and is the 
New Brunswick district chairman 
of the Stationers’ Guild of Canada. 








BARBER SHOP HARMONY — This 
Eberhard Faber Pencil Company quar- 
tet recently won the Brooklyn division 
of the twelfth annual American ballad 
contest for barber shop quartets spon- 
sored by the Department of Parks 
throughout the five boroughs of 
Greater New York City. From left to 
right, those faces partially obscured 
by artistic Gay Nineties shrubbery 
are those of George Amick, first tenor: 
August Lopez, second tenor; Edwin 
Gage, baritone; and William de Groot, 
bass. 
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The House of Wren Moves into 


Permanent Home 





HEN THE House of Wren, one of Oklahoma City’s 

leading office supply houses, announced recently 
that they were on the move again, it meant that a lot 
of post-war planning was moving forward to tangible 
consummation of their permanent home. 

The new location, at 207 N.W. Second St., is just 
what they promised it would be .. . “the office supply 
and office furniture store that is different.” 

The mammoth center panel of thermo-pane glass 
windows, extending from just above street level to 
the third floor, is three huge squares in width and 
seven high and is a departure in office supply store 
frontage alone. This offers a unique means of ex- 
hibiting both furniture and fixtures, as well as smaller 
equipment. 

The east edge of this panel is tangent with the 
43-foot-high inverted taper, mounted atop by the 
little wren house that is the company’s sign and 
trade emblem. 

A foam green surface of the facade is offset by 
a rich deep green U-shaped frame of structural glass 
separating the center panel of windows from those of 
single-floor height to the right and left of it. These 
windows run the width of the store front. This one to 
the west, carrying a banner on the awning of cutout 
letters announcing “Stationery, Gifts, Lamps,” is in 
fine contrast to the double size cutout letters on the 
awning above the east windows and entrance which 
calls attention to “Office Supplies and Office Furniture.” 

The main flow of traffic comes from the east and 
the strategically angled entrance is another attrac- 
tive feature of the building, for it is the natural 
impulse to follow the line of the building into it. 


Trademark on Floor 


On entering the store one notes with interest a little 
wren house above the streamlined letters of the firm’s 
name on the floor, at the very doorway. It is in 
sharp relief against the tesselated linoleum blocks in 
mottled design covering the entire main floor from 
wall to wall in the sales division. 

The show window to the left of the entrance is 
angled toward the entrance itself and makes a 
jaunty display space. 

Abruptly blocked into an oversized shadow box 
is the extreme east window. It is ideal for showing 
innumerable items of easy carrying size so necessary 
in every business or office. Giftware, too, can be ex- 
hibited here to great advantage, for it is directly 
at the right of the entrance, and fronts the gift 
department. 

Sparkling glass cases with adjustable shelf levels 
are staggered through the east front half of the 
main floor, and house the more delicate gift articles 
and small mechanical gadgets for home, office and den. 

A straight line of these cases run down the right 
side of the entrance and show off personal and gift 
stationery, dainty papers and cards, as well as some 
of the more fragile gift wares, to good advantage. 

Back of these cases are wall shelves, also with 
adjustable levels, and above them are two rectangular 
shadow-niches lined with tiny oblong mirrors. The 
reflected brilliance from these boxes lends a spright- 
liness to the entire street floor, even carrying light 
downward under the dropped ceiling of the angled 
window, adjacent to the front end of the gift nook. 
Myriads of gift items are arranged on tops of glass 
cases and in the mirrored boxes, tuckaway drawers 


and shelves. 
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By E. C. PRFOTENHAUER 


The left front half of the store is devoted to such 
office necessities as pencils, pens, sets for pocket, desk 
and credit sections, leather goods and the like. Down 
the left center are horseshoe cases with glass fronts, 
grouped as to give a sense of spaciousness. 

Midway front and back are wrapping islands and 
cash registers, where utility sales may be quickly 
transacted. The front island also accommodates gift 
packaging and adjoins the display of fancy gift 
stickers, ribbons and wrappers, and so forth. 

The west wall arrangement is given over to carbons, 
papers, file folders, and all the hundreds of things 
needed in every office and place of business. Every- 
thing is so aligned that even new help has no 
difficulty in finding what the customer needs. This 
is due to proper assembling, labeling and tabulation. 


Broad Staircase Leads to Second Floor 


Over to the center, right, is the gracefully curving 
carpeted staircase, with steps at a comfortable lift. 
This leads to the second floor, where office furniture 
is cleverly grouped and office planning is conducted. 

Under the stairway is the PBX board, just outside 
J. L. Wrens’ private offices. Back of his offices is the 
credit, business, and file area. 

The back wall is step-shelved for greeting cards. 
An extensive stock is so arranged as to permit the 
customer to browse and find the most suitable ones 
for his needs. 

To the west and back of the main floor is the 
office machine, appliance and equipment depart- 
ment. Everything in the way of office appliance, 
Mimeographs, Mimeoscopes, typewriters, adding ma- 
chines, and so forth, (as soon as they are available) 
are displayed and demonstrated here. The House 
of Wren in Oklahoma City is territorial distributor 
for the A. B. Dick Company. 

Wren’s also carry radios, lamps, fans, clocks, and 
even electric razors. An ample display of these items 
is about midway of the big curving stairway, on 
the main floor. 

The entire area of the extreme rear of the main 
floor is given over to receiving, shipping, pricing, 
labeling, and the 6x9-foot freight elevator. Here also 
is a comfortable lounge, locker-room and lavatory 
for the ladies employed by the firm. 


Lighting, Wall and Ceiling Treatment in Harmony 


The foam green walls and cream ceilings, with a 
minimum of the dark green in relief, diffuses a restful 
light and the 48-inch overhead fluorescent lights that 
stud the ceiling in groups of three tubes to a fixture 
leave no shadows anywhere. This method of lighting 
is used throughout the entire building and ample 
ventilation is also provided on all floors, so the 
atmosphere is always pleasantly controlled. 

All the west wall space on the main floor is given 
over to adequate shelving and drawer space for 
storage and quick service. Nowhere is there a monotony 
of anything. What can be stored out of sight except 

(Turn to page 124, please) 
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SEEN BY THE CAMERA AT THE HOUSE OF WREN’S NEW HOME, OKLAHOMA CITY 


Upper left—A glimpse of the door leading into the office 
of John L. Wren. The use of tex-tile ceiling blocks and the 
neat picture treatment produce an excellent effect. 

Upper right—Entrance to the new store. 

Center left—John L. Wren at his desk in the private office 
Suite on the main floor of his new building. 

Center right—Interior view showing the stairway at the 
tight side of the giftwares department. 
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Bottom left—Wall section of the gift department, the pic- 
ture revealing mirror-backed shadow boxes above shelving 
and staggered formation of showcases in the foreground. 
Bottom right—View of the second floor showing the desk 
at the head of the stairway where the planning consultant 
and second-floor managers keep reference records and carry 
on their phone interviews, 


29 





oh tt ot ot 


Business Builders 
Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE .. . COUR- 
AGE . . . CO-OPERATION 


TARTING POINTS for your 
copy as suggested by Sydney 

Giellerup give us all a lead-off 
BUSINESS BUILDER starting 
point for our individual sales 
efforts in the office equipment 
field this busy pre-fall season. 
Tune in to this potent message 
that applies to your spoken as well 
as written opening sales remarks: 

“Can it tie in with a common 
EXPERIENCE of the reader’s? 

“Can it PROMISE something the 
reader is anxious to have? 

“Can it INSPIRE the reader to 
do something or be something 
desirable?” 


* * * - 


From a Portland, Ore., office 
outfitter comes these following 
BUSINESS BUILDERS captioned: 

PASTE THESE IN YOUR HAT 

Success lies in service (as one 
great Service Club says) ; he prof- 
its most who serves best. 

It is better to tell the truth, for 
then you don’t have to tax your 
memory. 

Conserve your strength—don’t 
waste it fighting sham battles. 

Don’t be afraid of assuming re- 
sponsibility—the fellow who does 
things is the fellow who never 
shirks. 

The more you have to do, the 
more you can do. 

Don’t tell your friends or asso- 
ciates how capable you think they 
are—tell the other fellow. 

If you want to be promoted, 
don’t be the first to quit. 

Use your leisure moments profit- 
ably. 

Don’t spend your time knock- 
ing; if you do, you won’t hear 
Opportunity knock when_ she 
passes your door. 

Dare to do it differently. 

To make your dreams come true, 
you must be wide awake. 

Spend ten minutes every day 
when you’re away from your work 
thinking constructively about it. 

Strive always to be like a good 
watch—open face, busy hands, 
pure gold, well regulated, full of 
good works. 

... And our Portland, Ore., corre- 
spondent enclosed another equally 
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forceful clipping, a message that 
is so important these times for 
office outfitters to heed in hewing 
to the line of offering only office 
tools that will endure and main- 
tain a good business name for the 
stores and the factories they rep- 
resent. This, too, is worthy of your 
clipping: 
YOUR NAME 

It is wealth that cannot be 
stolen. 

It is fortune that cannot be 
bought. 

It is honor and character, im- 
possible to imitate, impossible to 
cheapen. 

It is integrity. 

And it is pride. 

A man feels it when he labors 
with his own hands, and offers his 
product for sale. His name is on 
that product. His GOOD NAME 
is born and sustained with that 
product. 

A company is no different from 
a man. 

If it has a GOOD NAME it has 
wealth untold, honor and charac- 
ter unsullied, integrity unbroken. 

It has pride in itself, in its prod- 
ucts, in its GOOD NAME. 

Let no one tell you that there is 
ever an excuse for the loss of a 
good name—not cost, not hard- 
ship, not the lure of temporary 
profit. 

A GOOD NAME is an obligation, 
an article of faith. The penalty 
for breaking that faith is quick 
and automatic. The reward for 
keeping it is long enduring. 

For the people will always know 
how to tell a good name. 

A GOOD NAME is a beacon. 
It stands above the treacherous 
darkness, the shifting waters, the 
uncertain shore. 

It is a guide and a refuge. 

A GOOD NAME is a blessing to 
him who has it... and to him 
who must put his trust in it. 

A GOOD NAME is a man’s or 
a good company’s CONSCIENCE. 
.. . And tucked in this welcome 
thick envelope from our friend 
from the City of Roses was a third 
strong message for us all, cap- 
tioned “MEN COME IN PACK- 
AGES” and authored by Wilfred 
A. Peterson . . . we know you'll 
like it: 

Every man is a package of hu- 
man merchandise. Wrapped up in 
his personality are the qualities 
that make him a success... or 
a failure. 

In employing men the wise ex- 
ecutive considers each man as a 
package of abilities, talents and 
characteristics. He strives to buy 
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only human packages of efficiency 
and leadership. 

Here are some of the qualities 
each person should strive to wrap 
up in the quality human package 
he is offering to the world: 

The habit of hard work. 

Absolute loyalty. 

The study habit. 

The ability to think construc- 
tively. 

A cheerful, victorious attitude. 

Faith and self-confidence. 

A spirit of co-operation. 

Ambition and perseverance. 

Dynamic good will toward all. 


Courage. 

A knowledge of how to get along 
with people. 

Human packages’ containing 


these qualities are never on the 
shelf for long. Executives grab 
them up in a hurry! They are the 
fast sellers. 

* ea + 

Matthew S. Sloan says, “Nothing 
will ever take the place of simple, 
unobtrusive, old-fashioned cour- 
tesy.” 

ae * * 

Dan Hegarty of National Blank 
Book Company makes this sug- 
gestion: “It doesn’t pay to be too 
selfish about the products you are 
selling—remember that the con- 
sumer is more interested in re- 
sults. He wants to know what the 
product does, how it acts, how it 
looks, or about other desirable 
effects that will save time or 
money. He wants specific infor- 
mation and the price!” 

* * + 

When a man says “yes,” he 
nearly always knows what HE is 
talking about, but when he says 
“no,” perhaps he doesn’t know 
what YOU have been talking 
about. 

* * * 

A SUCCESSFUL SALESMAN 
takes truth, honesty, confidence 
and common sense, wraps them in 
enthusiasm, puts them into what 
he has to sell, and the prospect 
says: “I'll take it.” 

* * * 

“WHERE” is as important as 
“WHAT,” states Jordan-Marsh of 
Boston. We earnestly suggest Box 
2153, care of Shaw & Borden Com- 
pany, Spokane 2, Wash., for your 
BUSINESS BUILDERS to share 
with the office-outfitting profes- 
sion. 

Office-efficiently yours, 
RALPH B. ORTEL. 
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For the 
MANAGER 
For the Perfection 
SECRETARY in Results 
Perfection in 
Performance 


For the 
PURCHASING AGENT 


Perfection 
in Economy 





MANIFOLD SUPPLIES CO, 188 3rd Ave, Brooklyn 17, N. Y. 


CARBON PAPERS HECTOGRAPH UNI-MASTERS INKED RIBBONS 
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Plan Gala Open House for NSA Convention 







HELEN OLSON 
of United Air Lines 





UNITED AIR LINES MODEL WHO WILL BE IN STYLE SHOW 


Plans are advancing for a Tuesday night convention 
open house, an aviation luncheon for the women 
visitors, and a talk by Gael Sullivan, second assistant 
postmaster general, as special features of the National 
Stationers Association convention at the Palmer 
House, Chicago, September 30-October 3. 

One of the gala entertainment events will be staged 
on Tuesday evening, October 1, in the form of an 
open house for all attending the NSA sessions. Profes- 
sional talent has been secured to produce “The Days of 
’*49”, a carnival entertainment in which everyone can 
participate. Refreshments will be served during the 
evening and dancing will follow the production. 

Entertainment to be Diversified 

Entertainment attractions at the convention prom- 
ise to be more diversified than those offered during 
the restricted war years. The committee in charge is 
headed by Parle Cooley, Bates Manufacturing Com- 
pany, chairman; assisted by Edward Conlon, Rock- 
well-Barnes Company; C. W. Lofgren, Sanford Ink 
Company; and Folger Fellowes, Bankers Box Com- 
pany. 

During the golf dinner on Thursday at Olympia 
Fields Country Club, the Mid-States Four, a quartet, 
will entertain. The turnout for the NSA golf tourna- 


ment is expected to be large and the golf committee 
will soon make a complete announcement. 

Miss Helen Olson, who will direct the aviation 
luncheon-style show at the convention and make 
an address at this Tuesday event for the women 
visitors, is director of the women’s division of the 
United Air Lines in the Chicago area. 


Has Had Railroad, Aviation Career 


Miss Olson is a graduate of Northwestern University. 
Following graduation, she was with the Chicago, Bur- 
lington & Quincy Railroad for five years before join- 
ing the United Air Lines staff as a counter sales agent 
in 1942. She later served as outside sales representa- 
tive until her advancement to director of the women’s 
division placed her in charge of activities for promo- 
tion of air travel by women. 

“Speed the Mails—Increase Your Sales” will be the 
subject of Gael Sullivan, second assistant postmaster 
general, as speaker at the first session of the NSA on 








sei 
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GAEL SULLIVAN 


September 30. Recently appointed to his position in 
the Post Office Department, Mr. Sullivan has tre- 
mendous responsibilities in making transportation 
arrangements by rail, truck, airplane and helicopter. 
He will come to the NSA meeting following a trip 
around the world by air. 





NEW PACKAGING -— Speed-O-Print 
Corp., Chicago, has completed repack- 
aging after three years of study. All 
previous packages of over 150 items of 
duplicating supplies were scrapped 
and even the corporation’s trademark 
redesigned into a distinctive and dy- 
namic winged horse. The packages are 
printed in three colors and fall into 
three groups, each featuring a domi- 
nant color. The designs were made to 
attract new users by their eye-appeal. 


32 





1946 


OFFICE APPLIANCES, August, 





jation 
make 


yvomen 
f the KK 


ersity. er 


, Bur- 


join: ... no finer 


agent 
senta- 


romn0- Omm1ce 
ae typewriter! 


SA on 


_ Smith- Corona r 




















_ Smith-Corona v 
\\ heal lal 
...no finer < 


portable 
typewriter ! 





Every product bearing the 
Smith-Corona label is backed by the 
combined experience and high 
reputation of these two great 
typewriter names. 





LC SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 NEW YORK 
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CLEEVELANDT OFFERS NEW FOUTAIN PEN 
Cleevelandt Corporation, 33 W. 46th St., New York 
19, N. Y., has introduced the new Van Cleeve foun- 
tain pen with revolving sapphire ball point. The 
manufacturers state that the pen is made of 14-karat 





NEW VAN CLEEVE FOUNTAIN PEN 


solid gold, sterling silver, and Cleeveplate metal, priced 
to retail from $5.00. It is claimed that the pen will 
write without refilling from five months to five years, 
depending upon the frequency of its use. Refilling is 
done by injecting special Van Cleeve ink supplied in 
large collapsible tubes like tooth paste. Patents have 
been applied for. 
i lll tai 

ARISTON OFFERS NEW STENCIL DUPLICATOR 

The Ariston stencil duplicator has been introduced 
by the Ariston Duplicator Company, 2448 Larpenteur 
Ave., W., St. Paul 8, Minn. Features claimed by the 
manufacturers included welded steel frame through- 
out, smart lines and durable crackle finish, bright 
nickel finish on exposed steel parts, ability to handle 
any size paper from post card to legal, foolproof 





NEW ARISTON DUPLICATOR 


automatic roller release, accurate registration, design 
to take any standard stencil, attached and removable 
receiving tray, complete backstop with paper weight, 
take-on plate to protect stencil, and bearings on im- 
pression roll. 

Four models are offered with similar construction, 
the price range depending upon the drum design. 
Prices are $77.50 for Model 100, $67.50 for Model 200, 
$52.50 for Model 300, and $39.50 for Model 300B. Count- 
ers and complete supply kits are also available. 

a oe 

OLD TOWN ANNOUNCES NEW SPIRIT CARBON 

The development of a new type of purple spirit 
carbon, known as “Super-Kleen”, was recently an- 
nounced by the Old Town Ribbon and Carbon Com- 
pany, Brooklyn, N. Y. The manufacturers declare that 
Super-Kleen is designed to eliminate excessive soiling 
of hands and clothes, which had been a chief dis- 
advantage of purple spirit carbon duplicating. Off- 
setting and bleeding of the carbon surface against 
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master paper is also held to a minimun, it is claimed, 
thereby removing the need of interleaving for pro- 
tection. 

Super-Kleen is declared to be ideally suited for use 
in teletype rolls, continuous forms, and other applica- 
tions where interleaving is impracticable. 

9 
NEW PLASTIC TRAY IS ANNOUNCED 

Newest addition to the line of modern filing equip- 
ment handled by Rockwell-Barnes Company, Chicago, 
is the Rock-Elite desk tray, designed exclusively for 
the company by Charles E. Jones & Associates. Made 





NEW ROCK-ELITE DESK TRAY 


of scratch-proof, chip-proof Rock-Elite plastic, this 
new tray tiers lower, yet offers more capacity than 
other trays, claims the Rockwell-Barnes Company. It 
is primarily for standard size letterheads, but will also 
comfortably accommodate file folders. 

The tray slopes downward to the rear, thus auto- 
matically aligning contents, it is pointed out. The tray 
surface is ribbed to eliminate fumbling for bottom 
sheet of contents, and cut-out opening is curved to 
permit easier access. Fluted, non-slip tier posts are 
located on the sides midway between front and rear to 
reduce obstruction. Available in walnut finish, the 
tray’s semi-modern design is claimed to harmonize 
with conventional or modern office decorations. 

9 

HUSH-A-PHONE OFFERS NEW DEVELOPMENT 


The Hush-A-Phone Corporation, 43 W. 16th St., 
New York City, is offering a new model of phone 
silencer for voice privacy, office quiet, and improved 
phone hearing in noisy places. 

The manufacturers declare that through a novel 
accoustical arrangement the important tones of the 
voice are guided directly into the transmitter of the 
phone, while the tones which would otherwise pro- 
duce “blasting” or distortion are conducted into an 
absorbing chamber. This absorbing chamber is filled 
with millions of glass fibers, each with a diameter 
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IDEA #4: “Touch Control” 


No two people type exactly alike. Some pound the keys. Some have a 
light touch. Others are “in-between.” 









That’s why Royal pioneered a key-tension device long known by the 
registered trade-mark “Touch Control.” 

And whatever degree of typing touch a customer uses, you can demon- 
strate how a Royal Portable’s keyboard can be custom-tailored to each 
individual by “Touch Control’’—a great Royal feature. Here’s how: 


STEP A. Point out the “Touch Control” lever on 
the Royal Portable, and explain its function. Then open 
the Time-Saver Top and show how the “*Touch Control” 
lever actually changes the tension on the springs of all keys. 


STEP B. Set the ‘Touch Control” lever at the ex- 
treme left (for minimum tension) . . . and let your customer 
feel the /ight action of the keys. 


STEP C. Next... set the “Touch Control” lever at the 
extreme right (for maximum tension) . . . and let your cus- 
tomer feel the difference. Explain that ‘““Touch Control” 
adjusts key tension on al/ keys simultaneously. 





P.S. Why not spend a few minutes trying out 
“Touch Control” yourself? The more familiar you 
are with this wonderful feature, the more easily you 
can explain it and use it, to help you sell more Royals! 


ROYAL 
PORTABLE 


THE Standard Typewriter in 
Portable Size 


“Touch Control” is a registered trade-mark 
of Royal Typewriter Co., Inc. 
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less than one-hundredth that of the human hair. 
These glass fibers are uSed as the most efficient of 
sound absorbers. 

In comparison with previous models of the Hush-A- 
Phone, the improved silencer is declared to transmit 





IMPROVED HUSH-A-PHONE IN USE 


the important speech frequencies (between s00 and 
2,000 vibrations per second) with five to 30 times more 
intensity than did the old, while the troublesome 
lower frequencies are reduced to less than one-tenth 
of their previous intensity. 

Hush-A-Phone Corporation announces that old 
models of their device can be reconstructed to incor- 
porate the new principle. The new model is available 
both for E-I and F-I handset phones. 

9 
IBM BUILDS TYPEWRITER FOR CHINESE 

The first electro-automatic Chinese typewriter yet 
produced has been designed and developed at the en- 
gineering and research laboratories of the Interna- 
tional Business Machines Corporation in Poughkeepsie, 
N. Y. IBM engineers were assisted in the work by 
Chung-Chin-Kao, a Chinese engineer, who suggested 
a method by which the need for a practical commer- 
cial Chinese typewriter might be filled. 

The typewriter contains a cylinder upon the surface 
of which some 5,400 ideographic type faces commonly 





NEW IBM CHINESE TYPEWRITER 


used in writing Chinese are engraved, arranged in 
rows vertically and horizontally. The typewriter is 
controlled by a keyboard containing 43 keys. The 36 
numerical keys are divided into four groups and any 
character can be placed in the printing position by 
striking one key in each group, the first determining 
the thousands digit, the second the hundreds digit, 
the third the tens digit and the fourth determining 
the unit digit and operating the typing mechanism. 

Characters are arranged on the drum in three 
groups, according to the frequency with which they 
are used, in order to increase typing speed. The ma- 
chine is provided with an English alphabet, numerals, 
punctuation marks and forty Chinese phonetic char- 
acters for auxiliary purposes. 

oo 
LEVELOR INTRODUCES ADJUSTABLE CASTERS 


Levelor Sales Corporation, 46 Clinton St., Newark 2, 
N. J., and 231 S. La Salle St., Chicago 6, Ill., has 
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introduced Levelor casters with a patented feature 
permitting finger-tip adjustment with automatic 
locking. The manufacturers state that screw thread 
arrangement makes possible fractional height adjust- 
ments, with the Levelors locking automatically and 
securely. The casters can be readjusted to new height 
position by unlocking with slight downward pull, 
it is claimed. 

The casters, molded of durable plastic in clear 
and mahogany finish, are easily attached to all types 





NEW TYPE OF LEVELOR CASTERS 


of furniture legs. Four Levelors retail for $.89 and 
they may be ordered from wholesalers or from the 
Newark or Chicago addresses of the corporation. 


NEW CLIPBOARDS — Service 
Products, Inc., 2035 S. Calumet 
Ave., Chicago 16, Ill., is offer- 
ing Service Ad-Clip clipboards 
for use in offices, factories, 
shipping rooms, schools, col- 
leges. Adequate space is left 
at the bottom of the clipboards 
for the sale of advertising 
space. The prices listed, in 
quantity lots of 500, 1,000, 
2,500 and 5,000, include repro- 
ducing up to four lines of type 
in the advertising space. Extra 
charge will be made for spe- 
cial copy and reproduction of 
trade-marks and insignia. The 
clipboards are packed 24 to 
72 in shipping containers. 





ERNE cite. ont ane 


PAUL A. KEGEVIC PERFECTS KEG-MAR GAUGE 
Paul A. Kegevic, 6107 S. Rockwell St., Chicago 29, 


Ill., recently announced prefection and production of ~ 


a new typewriter type soldering device known as the 
Keg-Mar gauge. The device, Mr. Kegevic declares, 





La 
KEG-MAR GAUGE FOR SOLDERING 


was produced to eliminate the necessity of removing 
typebars for proper replacement of loose, worn or miss- 
ing type, which, in turn, has necessitated extensive 
time-consuming operations, such as removing top 
1946 
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plates, covers, locking washers or screws, fulcrum wires. 
connecting links, typebars, or other parts. 

The Keg-Mar typewriter type soldering gauge at- 
taches directly to the type guide of the typewriter 
and is claimed to eliminate the removal of any 
parts or typebar. It is provided with an auxiliary 
ring and aligning unit which maintains relationship 
of ring and cylinder as provided in original factory 
specfications. 

The gauge is declared to fit all standard models 
and provides for the soldering of several adjacent 
typebars without change of the original simple ad- 
justment. Reference as to the utility and value of the 
Keg-Mar gauge is contained in the “Typewriter Me- 
chanical Training Manual,” published by Office Ap- 
pliance Mechanical Institute, 402 S. Jefferson St., 
Springfield, Mo., and descriptive literature may be 
had by writing direct to Mr. Kegevic. 

—_————_o 
PRECISE OFFERS NEW ADDING MACHINE 

The Precise adding machine is being offered as a 
product of Precise Developments, Inc., 844 W. 59th St., 
Chicago 21, Ill. The manufacturers declare that the 
new machine is a seven-column adding machine 





NEW PRECISE ADDING MACHINE 


which adds and subtracts, weighs but four and one- 


tion, allow artists and draftsmen to draw with the 
maximum of freedom, since the danger of blots and 
smudges is entirely eliminated, according to the man- 
ufacturers. These French curves are made of a sturdy, 
water-clear 0.105-inch plastic, and are non-inflam- 


mable. 


half pounds, and has compactness in 44-inch width, 
434-inch height, and 7-inch depth. 

The operator pushes down numbers to be added, 
and automatically the total answer accumulates and 
is visible, enlarged through an especially designed 
magnifier. Totals are cleared by pressing a handle. 
The Precise adding machine retail price for Zone 1 
is under $20. Shipping weight is approximately five 


pounds. 
Sea care ai 
C-THRU OFFERS FRENCH CURVES PACKAGE 
French curves with bevels on all working surfaces 
are now available in a convenient package of eight, it 





C-THRU PACKAGE OF FRENCH CURVES 


was recently announced by the C-Thru Ruler Com- 
pany, Hartford, Conn. The bevels, a C-Thru innova- 
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AERO-ART OFFERS NEW LINE OF COSTUMERS 
Aero-Art Products, a division of Frantz Industries, 


1701 Slauson Ave., Los Angeles 44, Calif., is offering 
a new line of costumers which the manufacturer 





AERO-ART COSTUMER 


declares are well-designed, attractive in appearance, 
and durable. Column, hooks and base cover are of 
high-quality duraluminum with permanent satin fin- 
ish. The large bases are weighted to prevent tipping. 

This line includes booth, junior, and regular styles. 
The booth style has a one-inch column, three double 
hooks and can be ordered in 30-, 36-, 42- and 48-inch 
over-all height. The junior style has a one-inch col- 
umn, four double hooks, is 57 inches in over-all height, 
and weighs 15 pounds. The base is 12 inches. Regular 
style has one and one-half inch column, four double 
hooks, and is 72 inches in over-all height. The base 


is. 16 inches. 





MARGIN JUSTIFIER—This new Edison Margin Justifier for 
typewriters is distributed by the Justifier Sales Co., 2022 
Glendale Blvd., Los Angeles 26, Calif. It was described in 
an article on page 30, July issue of OFFICE APPLIANCES. 


eer 

KOL, INC., OFFERS NEW PRODUCTS 
Kol, Inc., with sales division at 220 S. Tenth St., 
Minneapolis 2, Minn., is offering several new products 


of interest to the industry, including a junior executive 
chair, King-Kol Hi-Office chair, office machine stand, 
1946 
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GOODFORM ALUMINUM CHAIRS + SUPER-FILER—THE MECHANIZED FILE « G-F STEEL DESKS 


(GE) 
Goodform 


Adjustable Aluminum Chair 
No. 2123 








This aluminum chair with five adjustments will provide 
comfort and increased efficiency for all secretaries and steno- 
graphic workers. It is in great demand because it is consid- 
ered the finest chair of its kind, It is “tops” in design and 
quality and we aim to keep it that way and also to keep it 


rolling off our production lines in ever increasing quantities. 





THE GENERAL FIREPROOFING CO. 


YOUNGSTOWN 1, OHIO 


G-F STEEL SHELVING - FILING EQUIPMENT, SYSTEMS AND SUPPLIES eeeeees 
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14 x 16 inches, with wings; and office machine stand, national distributors for Magna-Read, plastic unbreak- 
18 x 30 inches. able reading glass, listed at $2.80, with one dozen as 

The chairs list at $29.75 for the junior executive minimum shipment. Superior magnification is claimed 
model and $23.20 for the King-Kol. The office machine 
stands feature a streamlined, functional design, with 





MAGNA-READ ENLARGING GLASS 


for the device, which is light in weight, liquid-filled, 
and has a shadowless frame and adjustable handle. 


SUE RANIRGRI in. dtees,-.can tin, i NEN 
OFFER NEW CHALK AND ERASER SET 
Weber Costello Company, Chicago Heights, II1., 
manufacturers of chalk and blackboards, is producing 


LTA OLe 





WEBER COSTELLO CHALK AND ERASER SET 





a new chalk and eraser set, consisting of 24 sticks of 
NEW KOL OFFICE MACHINE STAND Alpha dustless chalk and one Weber noiseless dustless 

eraser. The manufacturers assert that this is a handy 

16-gauge steel tops and ball-bearing, swivel-type set for home or office use, packaged in a flat and at- 


casters. These stands, as well as the chairs, are avail- tractive box taking up little space. j 
able in gray, brown, and green, and list at $12.45 ee “» 
in the 14 x 16-inch size (with one available at $9.95 CHICAGO FIRM OFFERS STAR PENCIL POINTER ‘om 


Wood Processors, Inc., 120 N. Green St., Chicago, 


less wings), and $15.30 in the 18 x 30-inch size. 
offer the Star Pencil Pointer for draughtsmen, artists, 


A feature of the junior executive chair is the color- 
ful web seat and backrest fabrics designed to with- 
stand a 580-pound test. 

si eiatiee ai 
ART STEEL OFFERS NEW CASH BOX LINE 

The Art Steel Sales Corporation, 300 E. 145th St., 
New York 51, N. Y., has introduced a new, modernistic 
cash box line consisting of Nos. F30, F10 and F14 
in Futura gray. Art Steel states that these units SANDPAPER PENCIL POINTER 
are being supplied with the Moldmaster plastic mone ‘ , 7 
tray of coaied design, claiming bles the semen and others who prefer to keep their pencils pointed by 
trays have greater capacity, ease of handling and the = ergs eg ote “oe "a ae mgyo8 paper. 
will not mar or scratch. The announcement says, D!Stributed by the Chicago firm, the Star sharpener 
“These items are priced under the share-the-pros- consists of twelve sheets of fine sandpaper fastened 

D to a wood base with a wood handle. 








perity reduction in prices effective August 15.” patties 
—_—_——e—<—e—___ REID OFFERS NEW CHEK-PROTEK 
FRANKLIN DISTRIBUTES NEW MAGNA-READ Chek-Protek, a check protector which can be carried 
Franklin Metal Products Company, 2127 S. Wabash in pocket or purse, is offered by Reid Manufacturing 
Ave., Chicago 16, Ill., have announced that they are (Turn to page 128, please) 
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But if you are yearning for a quick, easy kill — then listen and 
take heed! PEERLESS Tuchtype Keys are back in volume — 
and practically every business establishment in America is 
waiting to buy a set. Show them and you sell them. Because 
they make typing easier, stop finger slipping and PREVENT 
BROKEN FINGERNAILS! Send today for sales-producing 
counter display. 


IF YOU REALLY WANT TO HIT THE JACKPOT, SELL 
THE OTHER TWO PEERLESS-IMPERIAL BEST-SELLERS: 


IMPERIAL SPIRITCARB) =...._ PEERLESS - IMPERIAL 
<) - RIBBONS cna CARBONS 


— the dependable 
standby, the wonderful 
bread - and - butter line 
that meets competition 
and walks home with 
the profits. 


imperial 


g hectoaraph 







— the sensational hecto 
carbon sheet which time 
and again has proved a 
sharper, cleaner and 
longer-lasting duplicating 
carbon — at a price that 
makes Buyers sit up and 
listen. 








ee elo “yc? Ce 


%, 


Yes Set, it’s a fine thing today to be a PEERLESS- 


IMPERIAL Dealer. Want to join? Write today. a 


PEERLESS-IMPERIAL CO., INc. 


GENERAL OFFICE AND FACTORY: 
28 PEERLESS PLACE, NEWARK 5, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 


THE KEY MEN OF AMERICA . . . Manufacturers with the dealers’ viewpoint 
DETROIT 18, 37 Linden St., River Rouge, Mich. © CHICAGO 2, 179 W. Washingotn St. 
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THEY GO 


;. G/W Precision-Built Steel 
Filing Cabinets 


= 2. G/W SAFEGUARD 
Filing System 


No lostelletion is TOO SMALL or 700 LARGE 
for Easy Combination Sales 


Whether it’s one cabinet or a hundred, G/W Steel Filing Cabinets 
and Safeguard Filing System deliver top value every time. Complete 
satisfaction for your customer . . . easy sales, more repeats, steady 


profits for you. 


G/W Precision-Built G/W Packaged SAFE- 
Steel Filing Cabinets GUARD Filing Outfits 
Plenty of eye-appeal for Designed for immediate 
ready customer accep- installation in any letter 
tance. Smooth, easy size file of 1, 2, 3, or 4 
operation (even when drawers. Contains every- 
filled to capacity), and thing needed for quick, 
lasting, dependable serv- accurate filing. Nothing 
ice, for customer satis- for salesman to figure or 
faction. You can show assemble. For larger in- 
them with pride, sell stallations consult 
them with confidence. G /W’sSystems Division. 





. e 
Fuee Selling Al. —circviars, enclosures, counter displays, radio commercials, and 


other selling aids are supplied FREE. Write today for full information. The Globe-Wernicke Co., 
Norwood, Cincinnati 12, Ohio. ‘‘Headquarters for Modern Office Engineering.” 


BE . Visible Record Systems 
Globe - Wernicke eter 


FILING EQUIPMENT AND SYSTEMS Stationers’ Supplies 


YOR Ne ee ac: 
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They BOUGHT Them Together 


This installation of G/W Steel 
Files and Safeguard Filing was 
made just before the war for a 
well-known manufacturer of 
crankshafts. It has repaid the 
original investment many times. 








(TS AMAZING 
HOW EASY FILING 
ANO FINDING 
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E. E. Kellner of Kennnai Systems, Columbus, Ohio, 
registered by telephone on July 6. He had used the 
long week end of. July 4 to come to Chicago on 
several business errands. Kellnai Systems manufac- 
tures sales books in addition to operating a complete 
commercial stationery business. 

Guest Book—wsl 


E. H. Sundermann of Westerman Printing Company, 
Cincinnati, called on July 10. A specialist in printing, 
as the firm name indicates, he also is interested in 
commercial stationery. He made several calls on 
members of the industry during his Chicago visit. 


F. C. “Chuck” Charles, manufacturers’ representa- 
tive located in Los Angeles, visited with the publisher 
of this journal July 11. Mr. Charles was on a trip to 
the factories of several companies he represents. In 
the territory commonly known as Denver and E] Paso 
west, he travels for Bentson Manufacturing Company, 
Imperial Desk Company, Cramer Posture Chair Com- 
pany and Allen Chair Company. Mr. Charles entered 
the office furniture field in 1912, working for Barker 
Brothers. Since 1921 he has been traveling the western 
area. 


S. S. Karns, president and general manager of Rot- 
O-File, Inc., Fresno, Calif., signed the Guest Book on 
July 11. He had just come from a national convention 
held in Cincinnati by men and women who make a 
hobby of collecting antiques and other objects. At 
that gathering he exhibited a new type of rotary 
file which is now being marketed on the west coast 
and will soon be available for more extensive distribu- 
tion. He reports a fine reception for the new equip- 
ment in the California area. 


Fernando Puerta, one of the principals in the firm 
of Suarez, Puerta y Cia, Bucaramanga, Colombia, S. A., 
was a welcome caller at our editorial offices on July 12. 
He was on his way back to Colombia, via New York 
City, where he expected to spend several days con- 
tacting leading manufacturers in the commercial sta- 
tionery field. Mr. Puerta stated that he was interested 
in obtaining representation of all top-notch stationery 
lines, as well as leading makes of typewriters, adding 
machines and steel office furniture. 


Karl Castle of the Walcott-Taylor Company, Wash- 
ington, D. C., signed the Guest Book July 12. He was in 
Chicago on a brief visit and took time to see a num- 
ber of his old friends. He shows no signs of an illness 
that put him out of commission earlier in the year. 
Among other tasks performed was that of making 
hotel arrangements for the NSA convention. 


D. E. Lagomarsino of Milan, Italy, an old friend of 
OFFICE APPLIANCES, called at our headquarters on July 
13 to renew old acquantance and bring greetings from 
the office machine organization which he operates. 
He reports that through branch offices in the prin- 
cipal cities and agents elsewhere his company is able 
to serve the office machine needs of all Italian in- 
dustry. During his American visit he called upon a 
number of the office machine manufacturers. 


Sol Ritter, owner-manager of Ritter’s Office Furni- 
ture, West Palm Beach, Fla., penned his name in the 


ad 





Guest Book on July 15. Following a week’s tour of 
his factory sources in Chicago, Milwaukee and Aurora, 
he was ready to make the return plane trip to the 
Southland. Mr. Ritter stated that he specializes in 
commercial stationery and office furniture, represent- 
ing Bentson Manufacturing Company and Milwaukee 
Chair Company in his area. He is interested in adding 
a good line of wood desks, blank books and accounting 
books. 


Oo. L. Lattin and Mrs. Lattin, owners of Lattin’s, 
Stationers, at Lynwood, Calif., and of Culp’s at Down- 
ing, Calif., spent a pleasant hour with the editorial 
department on July 17. They had left California a 
week previous, traveling by automobile and making 
stops en route at several factories. They expected to 
spend several days in Chicago on contact work before 
traveling on to Virginia to spend a few days with 
Mrs. Lattin’s mother. On the home trip they expected 
to be in New York for a few days, returning via Chi- 
cago to complete a number of factory visitations. The 
charming and energetic couple were enthusiastic over 
their recent furniture department expansion into a 
building two blocks dcwn the street from their present 
location at 11325 Long Beach Boulevard in Lynwood, 
a suburb of Los Angeles. 


H. L. Nickels of Honolulu, Hawaii, manufacturers’ 
representative and wholesale distributor of a number 
of commercial stationery lines, visited with the pub- 
lisher of this journal on July 17. He was in Chicago 
to visit with several companies for whom he sells, 
including G. J. Aigner Company, J. L. Hanson Com- 
pany, Stein Bros. Manufacturing Company and Ever- 
sharp, Inc. He also is agent for The Globe-Wernicke 
Co., Crocker-Union, and several others. 

He is well acquainted in the Islands and lists among 
his friends a number of OFFICE APPLIANCES’ Honolulu 
subscribers there. 


W. H. Burt of William H. Burt Company, Seattle, 
Wash., was one of several visitors at our office on 
July 17. He had been to Milwaukee to spend some 
time at the factory of Rex-O-Graph, for whom he 
acts aS sales representative. He also sells typewriters 
and other office machines and office furniture. He 
reported a recent expansion of his operations by the 
purchase of The Book House at 608 Second Avenue, 
Seattle. He expects a more plentiful supply of certain 
lines he sells during the fall months. 


Miss H. C. Martinez, Office Equipment Bureau, 
Akron, Ohio, signed the Guest Book on July 17. On 
a buying trip, Miss Martinez made several calls on 
manufacturers and distributors in Chicago and then 
scheduled herself for a visit to office furniture pro- 
ducers in Aurora. Buying is still harder than selling, 
she reports, but she looks for a return of business 
balance before long. 


Paul E. Burbank, Washington, D. C., the active and 
alert general manager of the National Stationers As- 
sociation, favored us with a brief visit on July 24. He 
had met with the Chicago convention committee 
chairmen and took steps to insure greater hotel ca- 
pacity for this year’s convention. Plans are well 
advanced for what promises to be the largest gather- 
ing in NSA history. 


Lewis A. Amis, a veteran in the typewriter and 
office machine industry, now located in Dallas, Tex., 
gave us the pleasure of a visit on July 25. His special 
love is for Hammond and Vari-Type machines, but he 
has had to give up working on them because of diffi- 
culties with his eyesight. Instead, he is concentrating 
on some inventions in this field and others, and was in 
Chicago to check with tool-makers for the making of 
production equipment to manufacture a device to 
hold labels in position on a typewriter platen. He also 
spent some time in Chicago calling on letter shops in 


the interest of his short-line eliminators for type | 


OFFICE APPLIANCES, August, 


1946 





Lo 


OFFIC 








»f 
27 
12 


be 
e 
4 
1g 


dd, 


rs’ 
er 
b- 
go 
ls, 
n- 
) 
ke 


ng 
lu 


le, 
on 
me 
he 
ars 
He 
he 
ue, 
1in 


ess 


nd 
As- 


tee 
ca- 
vell 
er- 


and 
eX., 
cial 

he 
ffi- 
ing 
; in 
r of 


also 
5 in 


ype 


946 


=When- Strangers Mect= 
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But are they Strangers ? A discharged serviceman walks into a place of 
business, looking for a job. There’s a brief conversation . . . a lingering goodbye . . . 


and somebody plunges into the usual business of the day. The serviceman leaves 


. a Stranger. 


Anyone can shake a hand . . . smile... be encouraging . . . but these things are empty 
gestures unless something concrete is done. 

Veterans have returned broader in their outlook—efficient in their way of doing 
things—definite in their convictions. They have a wealth of new ideas for American 


business. Business needs the veteran as much as the veteran needs business oppor- 


tunities! 


Let’s make sure that we don’t pass up the opportunity of using the talent of veterans. 
It’s to everybody's advantage. . 


Sfandard 
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Manufacturers of 


Visible Equipment 
Loose-Leaf Covers and Forms 


Bound Books 
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Proauct 
FOR EVERY RECORD—A WAY TO KEEP IT 
GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. 


BOSTON 10: 29 OTIS ST. * ST. LOUIS 2: 115 SO. 8TH ST. * CHICAGO 7: 538 S. WELLS ST. 
NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK 13. 
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duplicators. Mr. Amis’ reminiscences were interesting 
and informative. 


N. T. Shepherd of N. T. Shepherd Chair Company, 
Salt Lake City, visited with us by telephone on July 25 
shortly before returning to the Utah city by plane. 
Having resumed the production of metal chairs last 
fall, he anticipates an improved market condition in 
the near future. He is a frequent Chicago visitor and 
will be back for the stationers’ convention. 


J. R. Diaz, manager of Ideal Stationery Company, El 
Paso, Tex., dropped in at our headquarters for a visit 
on July 26. Like many other dealers, he had come 
to Chicago on a buying mission for his own business 
and was on the lookout for merchandise for another 
dealer as well. He specializes in office, school, and 
artists’ supplies, fountain pen repairs, books, type- 
writers, and fluorescent lamps. 


R. F. Peters of R. F. Peters Company, Galveston, 
Tex., signed the Guest Book on July 26. A young man 
full of energy, he is establishing himself in the type- 
writer business and came to Chicago to see wholesalers 
of machines, parts and supplies. 


Louis H. Mory, More Craft Corporation, Brantford, 
Conn., was a welcome visitor and Guest Book signer 
on July 31. A veteran businessman who. began his 
career very early in this century as a typewriter 
salesman, Mr. Mory is now engaged in the manufac- 
ture of metal toys. His Chicago trip was for the pur- 
pose of buying substantial quantities of machine 
screws and small motors. During the war he was in 
full-time war production. At one time, in its early 
stages, he was connected with the National Business 
Show. His lively and accurate memory made his remi- 
niscences particularly interesting. 


Pa Qe fenmays3 J 


ERIKSEN’S, INC., MOVE INTO NEW STORE 

Climaxing 24 years of sales progress, Ericksen’s, Inc., 
recently moved into their new store at 323-327 Erie 
St., Toledo, Ohio. The building, a four-story structure 
and full basement, 54 feet wide by 124 feet deep, pro- 
vides 33,000 square feet of floor space. 

The first and second floors were completely remod- 
eled and new display fixtures were installed, giving 
the Eriksen organization one of the finest office 
equipment and supplies stores in the state of Ohio. In 
addition to the Toledo store, Eriksen’s operate three 
branch stores—323 E. Long St., Columbus, Ohio, man- 
aged by Harold Mielke; 1009 Main St., Cincinnati, Ohio, 
managed by James Stokes; and 226 High Ave., Cleve- 
land, Ohio, managed by Clair Rhoades. 

The company was founded by Arnold Eriksen, now 


president, in February of 1922, selling only carbon pa- — 


per and typewriter ribbons under the name “Eriksen 


Ribbon & Carbon Company.” Working with Mr. Erik- © 
sen at that time were two brothers—Leif, now vice- © 
Two — 
more brothers, Paul and Robert, have since been added ~ 
to the organization, making a total of five brothers © 
associated in the firm. Incorporation was in 1934 and ~ 


president, and Edwin, now secretary-treasurer. 


the name was changed to Eriksen’s, Inc. 
Additional lines and more personnel were addeu uo 


the years progressed until today the complete office © 


outfitters employ 48 people. Operations have been 


particularly successful during the last nine years, re- © 


sulting in tripling of sales, which were $500,000 net in 
1945. The first half of 1946 showed a gain of 30 per cenit 
over 1945 figures. 

Separate departments are maintained for office rur- 
niture, office machines, duplicating machines and sup- 
plies, and office supplies, with particular emphasis 
placed upon specialty selling —AK 





INTERIOR VIEWS OF ERIKSEN’S, INC.. NEW STORE AT 323-327 ERIE ST., TOLEDO 


These four pictures taken at the new store of Eriksen’s, Inc., 
Toledo, Ohio, reveal the attractive layouts of special depart- 
ments for stationery, office furniture, office machine and 
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office supplies. The first and second floors of the four-story 
Eriksen building were completely remodeled and new dis 
play fixtures 


installed for efficiency in merchandising. 
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SHEAFFERS: SELF-SERVING 
MERCHANDISER 
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ERE’S a brand new, silent salesman—the 2 Doz. E-3 Utility Erasers 
finest ever developed—for Sheaffer's so fa ae 
Fineline Leads .and Erasers. An attractive eye- 12 Doz. 15c Leads........ 21.60 
catcher, a constant reminder, this sales-building 4 Doz. 15c Erasers....... __7.20 
display requires only 5% by 12' inches of $52.80 Selling Price 
ol apaantaRapelgeleremetiegs PLUS $10.00 PLEXI-GLAS MERCHANDISER FREE 
Put this tireless, stay-on-the-job, PLEXI-GLAS (Also Available for 25¢ Leads) 


MERCHANDISER to work on your counters—and 
watch sales climb on Sheaffer's ever-popular ww, A, SHEAFFER PEN COMPANY 


Fineline Leads and Erasers. Fort Madison, lowa 


. SHEAFFER'S 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office. 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 
4 St. Bride Street, London, E.C. 4. 





London, July 10, 1946. 

The urgent demand for increased supplies of type- 
writers is receiving the earnest attention of the 
Imperial Typewriter Company, Ltd., England. 

A new four-story manufacturing block adjoining 
the present Imperial factories is now in an advanced 
stage of construction. Designed on completely 
modern lines, this impressive new addition has a 
frontage of 350 feet and will greatly increase produc- 
tion facilities. 

The manufacturing plant of the Imperial Type- 
writer Company, Ltd., at Leicester is by far the 
largest of its kind in the British Empire and floor 
space already exceeds 141,000 square feet. The new 
factory will have a floor area of 84,833 square feet, 
making a grand total of over 226,000 square feet. 
With the new building due for completion by the end 
of the year, the extra factory space thus made 
available will be used almost entirely for manufactur- 
ing purposes in advancing the output of Imperial 
typewriters for the world market. 

On Thursday, July 4, the Hon. Walter Nash, Minister 
of Finance and Deputy Prime Minister to the New 
Zealand government, accompanied by B. C. Ashwin, 
Secretary to the Treasury of the New Zealand govern- 
ment, visited Leicester and toured the factories of 
Imperial. The distinguished visitors were escorted on 
their tour by J. H. Goodard, chairman of the 
Imperial Typewriter Company, Ltd., together with A. 
Pateman, managing director, and R. M. Evans, direc- 
tor. The visit of Mr. Nash and his colleagues to 
Leicester followed the stay in this country of H. C. 
Armstrong, chairman of director of Messrs. Armstrong 
and Springhall, Ltd., Imperial agents in New Zealand. 
During his visit, Mr. Armstrong was in constant touch 
with the directors and W. E. Hutchins, Imperial 
export sales manager, who, along with other officials 
of the company, also met Mr. Nash and his party. 

The visitors were later entertained at a private 
luncheon reception given by the Lord Mayor of 
Leicester, Councillor C. E. Worthington, C. B. E., J. P., 
and met a number of prominent business heads 


Agent General for Ontario Is OATA Guest 


J. S. P. Armstrong, the agent general for Ontario, 
Canada, was guest of honor at the OATA luncheon 
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July 9. In proposing the toast to Canada, the presi- 
dent of the Association said in part: 
“This luncheon is indeed an occasion. It represents 
active, and, I suppose I might also say physical, 
(Turn to page 113, please) 





NEW ZEALAND DEPUTY PREMIER TOURS IMPERIAL TYPE- 
WRITER CO. FACTORY AT LEICESTER.—Above, Hon. Walter 


Nash, Minister of Finance and Deputy Prime Minister to the — 


New Zealand government as he started on his inspection 
trip. Left to right: A. Pateman, managing director; Mr. 


Schmit, secretary to Mr. Ashwin; the Deputy Prime Minister? © 


J. H. Goddard, chairman of Imperial Typewriter Co.; B. C. 
Ashwin, Secretary to the Treasury of the New Zealand 
government; D. F. Campbell, secretary to Mr. Nash, and 
R. M. Evans, director. Below, Mr. Goddard, Imperial chair- 
man and his guest of honor inspect a milling machine in 
the Imperial factory tool room. Tom Hubbard (back to 
camera), one of the oldest Imperial employees, was awarded 
the B.E.M. for outstanding service with the company, both 


during the recent war and the conflict which ended in 1918.” 
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NOMDA SEVENTH DISTRICT HOLDS 
BIG MEETING IN INDIANAPOLIS 


Government Surplus, Portable Typewriter Out- 
look, and Reaching the Post-war Market Discussed 
at Interesting Sessions 


ITH THE Indiana Office Machine Dealers Asso- 

ciation acting as hosts, 117 members of the 
National Office Machine Dealers Association in Ilinois 
and Indiana gathered in the Severin Hotel, India- 
napolis, on July 14 and 15 for the first annual meeting 
of NOMDA District No. 7. A few checked in on Satur- 
day, July 13, several more arrived on Sunday to play 
golf and participate in a social program, but the 
majority registered on Monday morning. 

Among the Sunday delegates were members of the 
NOMDA executive committee who met in special busi- 
ness sessions with President Bob Randazzo, General 
Typewriter Company, Kansas City, Mo. Other out-of- 
the-district visitors included Irving Ritchie, Addressing 
Machine & Equipment Company, New York, N. Y., 
vice-president of NOMDA and president of the New 
York Office Machine Dealers Association; Edward J. 
Toussaint, Central Duplicator & Typewriter Company, 
Camden, N. J., and Jessie Taylor, Globe Typewriter & 
Adding Machine Company, New York, N. Y. Other 
members of the executive committee present on Sun- 
day were Gene Taylor, Pantagraph Printing & Sta- 
tionery Company, Bloomington, Ill., immediate past- 
president of NOMDA, and W. J. Garrison, Marietta 
Office Supply Company, Marietta, Ohio. 

On Monday morning the delegates gathered in the 
lobby of the Severin Hotel, registered, and sat around 
in informal groups discussing the problems of the day. 

The convention started officially with the luncheon 
on Monday. Allen Connolly, Reliable Office Equipment 
Company, Evansville, Ind., NOMDA treasurer and 
president of the Indiana OMDA, served as chairman. 
He welcomed those in attendance, thanked the 
Indianapolis men who had made all the arrangements 


MEETINGS » CONVENTIONS + DINNERS 
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for the meeting, and introduced the men who were 
to speak during the afternoon session. 

Under the chairmanship of Paul Cockrill, Ind- 
ianapolis Typewriter Company, Indianapolis, Ind., the 
business session was held in the Roof Room, where 
relative coolness prevailed. 

Bob Randazzo spoke briefly about NOMDA affairs, 
touching on Government surplus of typewriters, rates 
for service and repair, and other pertinent matters. 
He was followed by Dick Koch, new executive secre- 
tary of NOMDA, who referred to the kind of work 
he is doing and asked for full co-operation from mem- 
bers for the benefit of the Association and the 
industry. 


Jim Ward Tells About Typewriter Surplus 


Jim Ward of the Shipman-Ward Manufacturing 
Company was introduced as a young comer in the 
typewriter field. He proved that youth is a state of 





AT THE HEAD TABLE.—Seated, left to right: Al Pedigo, 
Hoosier Supplies, Frankfort, Ind., secretary, Indiana Office 
Machine Dealers Association; Mrs. Jessie Taylor, Globe 
Typewriter & Adding Machine Company, New York, N. Y.; 
Mrs. Robert Randazzo; Mrs. Allen Connolly; Walter Lennart- 
son, OFFICE APPLIANCES. Standing: W. G. Turquand, 
portable division sales manager, Underwood Corp.; Robert 
Randazzo, General Typewriter Co., Kansas City, Mo., presi- 
dent of NOMDA; Paul Cockrill, Indianapolis Typewriter Co.: 
Allen Connolly, Reliable Office Equipment Co., Evansville. 
NOMDA treasurer and president of Indiana NOMDA. 





BANQUET. NOMDA 7TH DISTRICT, SEVERIN HOTEL, INDIANAPOLIS, IND., JULY 15 
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FIRE POWER 
WITH AN 
OLD TOWN 
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nv When you bring all your guns to 

ard bear on one target, you score more 
. hits with less ammunition. So why 

irs, . 
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rs. helter-skelter range of duplicating 
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coal The OLD TOWN way of doing things 
simplifies your stock-keeping, speeds 
up turnovers. And every time you write 
up an OLD TOWN sale, you register 

ing a boost for your own store — because 

- it's the only source in town for this 
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nationally known line. 


Always at your elbow is a tested merchandising 





service; sales advisers, display helps, technical 
engineers — ready to go into action for you. 


The OLD TOWN family group includes high-performance ribbons 
and carbons for every use PLUS Spirit Duplicating Carbons, Gelatin Rolls, 
Master Units, Copy Paper, Dupliforms, Duplicating Fluids, Stencil Duplicating Inks. 


Write us today for full details on the EXCLUSIVE FRANCHISE plan 


*An Old Town Exclusive Franchise Means: 
PROTECTION: You are the only Old Town dealer 
in your area. All orders go through YOU. 
PRODUCTS: A more complete line, simplified, 
gtade-marked and trade-marked. 
PROMOTION: Hard-hitting dealer helps. 
Local selling aids. Consistent magazine 
advertising. 

PROFITS: Priced right to give you liberal 
margin of profit. Quicker turnover of Bos cee 
compact stock. 
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SPEED 
EFFICIENCY 
ECONOMY 


Ul0Town 


RIBBON & CARBON CO. Inc 


Foremost makers of Ribbons and Carkons for Every Use 
750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 
Sales and Service Everywhere 











We do not own or operate any branch offices. Old Town products are distributed 
only through the best stationers and office supply dealers in every locality. 
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mind by presenting a clear and concise, though some- 
what gloomy, picture of the typewriter surplus picture. 
He pointed out that veterans have first priority after 
Government agencies and that veterans’ applications 
are far in excess of supply. For the moment about 
the only solution is to buy typewriters from business 
houses, schools and homes, advertising that you are 
interested in making such purchases. 

The next speaker was Irving Ritchie, who stated 





me. ae ) 
TABLE SHOTS AT THE NOMDA 7TH DISTRICT MEETING 


the case for NOMDA, urging dealers to be members in 
fact as well as name. To work for the Association, 
contributing time and energy, will yield a good return 
because what helps the industry helps the individual 
who is a part of it. 

Speaking on “The Danger of Inflated Demand and 
What to Do About It,” Walter Lennartson, editor of 
OFFICE APPLIANCES, dwelt on the fact that a greater 
demand for merchandise of all sorts has been built up 
in the minds of dealers than actually exists. On the 
premise that this demand might dry up suddenly, Mr. 
Lennartson pointed out that a market will still exist. 
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To get a fair share of this market, each dealer will 
be under the necessity of learning how to sell again 
and training his sales staff in the fundamentals of 
effective selling. The remarks were concluded by an 
outline of the fundamentals that should be instilled 
in the minds of salesmen. 

Following a 15-minute recess, Miss Beyreau of . 
the William H. Bingham Company, Chicago, passed 
out questionnaires to all present and conducted a 
survey on typewriter covers. Each dealer was asked 
to answer all of the 25 or more questions and include 
his name and address. Miss Beyreau promised to send 
a report outlining the results of the survey to each 
participant. 

Dal Marvil of the Ames Supply Company said he 
was not going to make a speech and then proceeded 
to make an excellent one. He gave some of the basic 
reasons for stock shortages—strikes, material scarc- 
ities, and so forth—and then assured dealers that so 
far as his company was concerned, the price struc- 
ture would be stable. 

In reference to platens, Mr. Marvil expressed doubt 
that manufacturers would go back to natural rubber 
because the synthetic developed during the war had 
proved so successful. He wound up his comments 
with a plea to avoid giving poor service to customers. 
Don’t go below standard, he urged, because it will 
eventually put you out of business. 


The New Portable Typewriter Situation 


W. G. Turquand, sales manager of the portable di- 
vision, Underwood Corporation, discussed the portable 
typewriter situation. He outlined the broad extent of 
the expanding market and then explained the diffi- 
culties of getting into full production because of the 
problems of reconversion. Eventually the lessons 
learned during the war will bring into being better 
portable typewriters at lower costs. In his opinion 
portables will be available in fair quantities by this 
fall, although production will still be behind demand. 

In answer to the query, “How can a dealer get his 
Share of the portable market?,” Mr. Turquand gave 
four channels, all pointing toward the same goal— 
portable sales. The four channels are: advertising, 
personal solicitation of business, effective use of the 
store as a silent salesman, and training personnel to 
sell. Before long we will be in an era of selling, and 
we must be prepared for it, he said. 

The rest of the afternoon was given over to a gen- 
eral discussion under the leadership of Allen Con- 
nolly. The secretary of the meeting, Al Pedigo, 
Hoosier Supplies, Frankfort, Ind., was instructed to 
send a message of appreciation to Clarence Bush, 
General Typewriter Company, Washington, D. C., for 
his fine and extensive service to NOMDA and the in- 
dustry in matters pertaining to Government regula- 
tions. 

It was moved and approved that the Seventh Dis- 
trict of NOMDA go on record as recommending that 
NOMDA make every effort to prevent used office ma- 
chines from being restored to control by a Govern- 
ment agency. 

The session adjourned at about 5 o’clock. 

The banquet in the evening was a genuine success. 
Good food was followed by some special awards and 
some excellent entertainment. Among the awards 
were Remington, Royal and Underwood portables, a 
Safe Guard checkwriter, a tool kit given by the Ames 
Supply Company, and six pairs of nylon hose. The 
floor show was greatly enjoyed, everyone agreeing 
that it was a fitting conclusion to a successful meeting. 


———— 


WINNIPEG STATIONERS HOLD GOLF MEET 
The Stationers Association of Winnipeg, Canada, 
held its annual golf tournament on July 4 at Elmhurst 
Country Club with 50 members and guests participat- 
ing in the outing, held under ideal weather conditions. 
In a unique type of tournament, with the ladies 
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and members of the Guild Club joining in, the prin- 
cipal competition was for trophies donated by 
Luckett Loose Leaf, Ltd., and Dominion Blank Book 
Company, Ltd. 

When all cards were checked it was announced that 
George Barkwell of Barkwell Paper Company had 
won the Luckett trophy and miniature and Gus 
Wickber of the Willson Stationery Company, Ltd., had 
annexed the Savoy trophy and miniature. Other prize 
winners were George Brockie, H. Bernstein, J. Murray, 
Nate Jacobs, J. L. Mitchell, Jack Hutchinson, T. 
Nicholson, Mrs. Honeyset, Mrs. Norman Esdale, and 
Miss Lorna Esdale. Announcement of the prizes was 
made by J. C. Irvine, president of the association, 
following an excellent dinner. He was assisted by Matt 
Esdale, chairman of the golf committee. 

Prizes for the occasion were donated by William E. 
Coutts & Company, Ltd., of Toronto, and the Winnipeg 
firms of Clark Brothers & Company, Ltd., W. J. Gage 
& Company, Ltd., Barber-Ellis of Winnipeg, Ltd., 
Dennison Manufacturing Company of Canada, Ltd., 
G. R. Bradley & Company, Ltd., Office Specialty Manu- 
facturing Company, Ltd., General Stationery & Paper, 
Ltd., Willson Stationery Company, Ltd., Reliance Ink 
Company, Ltd., and Howard Smith Paper Mills, Ltd. 

———————= 2 —__ 
STATIONERS GOLF ASSOCIATION OF NEW YORK 
HOLDS LADIES DAY AT WESTCHESTER 

It was a burning hot day, June 24, as the members 
and friends of the Stationers Golf Association teed off 
at the beautiful Westchester Country Club at Rye, 
N. Y. A reluctance to leave the comparative cool of 
the shady grounds and verandas of the club was evi- 
denced. In fact, many of the ladies, in whose honor 
this day was dedicated, chose the indoor sports of 
bridge or gin rummy. They were joined by a few of 





the opposite sex, who preferred the less active pastime, 
as well as the company of the ladies. 

Over 80 joined the long trek up and down the rolling 
fairways of this picturesque and difficult course. In 
the heat, it was a gruelling grind which made the 19th 
hole exceedingly attractive. And, of course, all assem- 
bled before dinner for the usual sociability for which 
the event called. 

The evening was, in reality, an informal dinner- 
dance in the Sports House Grill, where the party’s own 
orchestra furnished music. 

The winners of the tournament were as follows: 

Class A low gross—Leon Meyers, Premier Supply 
Corporation, New York, N. Y. 

Tied for second and third—I. Meyers, Premier Sup- 
ply Corporation, New York, N. Y.; R. A. Weissenborn, 
National Pencil Company; and E. R. McLeod, Minne- 
sota Mining & Manufacturing Company. 

Class B low gross—H. O. Atwood, H. O. Atwood Asso- 
ciates; I. M. Levy, Art Steel Company, Inc.; and F. W. 
Callahan, J. C. Blair Company. 

Ladies’ low gross—Mrs. H. Hixon and Mrs. A. Cohen. 

Kickers’ handicap—Mrs. W. D. Evans; Mrs. C. Katz, 
and Mrs. E. T. MacIntyre. 

Bridge tournament—Miss I. V. Bajusz, Mrs. M. Zin- 
neman, Mrs. B. Josephson, Mrs. H. S. Sanders, and 
Mrs. J. E. Neary, finishing in that order. 

It was through the intensive co-operation of the 
following various committees that this event was one 
of the finest the club has ever had: 

Ladies’ Day committee—E. T. MacIntyre, Defiance 
Sales Corporation, chairman; W. D. Evans, W. A. 
Sheaffer Pen Company; G. F. Griffiths, Noesting Pin 
Ticket Company; F. G. Huber, Eberhard Faber Pencil 
Company; Julius Kahn, David Kahn, Inc.; R. A. Ken- 
nedy, Eagle Pencil Company; J. E. Neary, Geyer’s 





AT THE JUNE 24 LADIES’ DAY OUTING OF THE STATIONERS’ GOLF ASSN. 


T. McIntyre, Defiance Sales Corp.; 


1. C. C. Shee, Oakville Co.; E. 
Chute, Jr., Bain- 


Louis H. Tavernier, Fulton Specialty Co.; M. H. 

— e, Kimpton & Haupt, Inc. 

oe ® r Kennedy, Eagle. Pencil Co.; Mrs. R. A. Kennedy; Mrs. 

B. Sainberg; R. Sainberg, Sainberg & Co. 

3. Julius Kahn, David Kaho Inc.; Henry Levy. Silver Stationery Co.; 
R. A. Weissenborn, National Pencil Co.:; Arthur Cohen, guest. 

4. H. Seelig and H. Maedell, both of Eagle Pencil Co.; Mrs. H. 
Maedell; Charles Karasik, Jaclin Stationery Corp. 

5. Mrs. A. Cohen; Mrs. H. Levy: Mrs. R. A. Weissenborn; Mrs. 
George Suskin. 

6. Mac Seidling, Mutual Stationers; L. Gleischman, guest; I. M. Levy. 
Art Steel Sales Corp.; Ralph Barnett. Blaisdell Pencil Co. 

7 


. D. Stuart, Barnes Printing Co.; Howard S. Sanders, Stationers 
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and Publishers Board of Trade, Inc.; M. Hixon, Real Press; Max 


Stuart, Barnes Printing Co. 


8. Fred E. Boes, Tower-Crossman Corp., New York City: H. A. 
Atwood, H. A. Atwood & Associates: F. W. Callahan, J. C. 
Blair Co 

9. Sam Kahn, David Kahn, Inc.; R. J. Urmston, J. “S. Staedtler, 
Inc.; W. D. Evans, W. A. Sheaffer Pen Co.; Harry Yager, David 
Kahn, Inc. 

10. Mrs. E. T. McIntyre; N. L. Pearce, Eberhard Faber Pencil Co.; 
George F. Griffiths, Noesting Pin Ticket Co. 


ll. Mrs. M. Brown; Mrs. vd Evans. 
12. Louis Waistein, uest; M. M. Moldow, iiatimtustucers’ agent. 
13. L. J. Messina, we ni cdl "Printing Co.; Lewis, Modern 
Stationer; L. E. White, Industrial Tape Corp. 
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Topics; R. B. Sainberg, Sainberg & Company; and R. J. 
Urmston, J. S. Staedtler Company. 

Ladies’ golf committee—Mrs. Robert Sainberg, chair- 
man; Mrs. W. D. Evans, Mrs. Ralph Kennedy, and 
Mrs. E. T. MacIntyre. 

Ladies’ bridge committee—Mrs. James E. Neary, 
chairman; Mrs. Ben Josephson, Mrs. H. S. Sanders, and 
Mrs. R. A. Weissenborn. 

eo 

CONNECTICUT VALLEY STATIONERS IN OUTING 

Perched on one of the hills overlooking the beautiful 
Connecticut River and Valley, the Springfield Country 
Club, Springfield, Mass., proved an ideal spot for the 
Connecticut Valley Stationers’ annual golf outing on 
June 27. The day was as clear as crystal, hot, but dry— 
just made to order for golf. From all over the Valley, 
and as far away as Boston, Mass., came ardent golfers, 
keen on the competition of the day and the good- 
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CONNECTICUT VALLEY STATIONERS GOLF AT SPRINGFIELD, MASS. 


. Leo Burt, Burt and Dell, Hartford, Conn.; C. A. Rudd, Berger 
Mig. Co.; E. G. Whitcomb. American Lead Pencil Co. 

. K. S. Spencer and Al White, both of Minnesota Mining & Manu- 
facturing Co. 

. Arthur Gundeen and Harold Hansen, both of National Blank Book 
Co.; W. S. Blech, Gustave Fischer & Co., Hartford, Conn. 

. Arthur S. Johnson, Johnson’s Book Store, Springfield. Mass.; Harry 
Ferry, National Blank Book Co.; Hy Hooper, Hall Bros., Inc. 

. J. F. Fitzgerald and Arch Danos, Eberhard Faber Pencil Co. 

. John B. Dwyer, manufacturers’ agent; Leo Burt, Burt and Dell, 
Hartford. Conn.; E. A. McKennon, Standard Office Supply Co., 
Hartford, Conn. 

. Tom Coughlin and Mr. Onduska, Yale Co-op, New Haven, Conn.; 
E. L. Polmatier, Conklin Office and School Supply Co., Spring- 
field. Mass.; John Previdi, John Previdi Co., Danbury, Conn. 

. Bud Fisher, Plimpton’s, Hartford, Conn.; Thure Bengston, Adkins 
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fellowship that always prevails at Valley gatherings. 

Luncheon was one of those hurry-up affairs in the: 
19th hole, where the impatience of the golfers wore 
both nerves and waitresses thin. And so it was on to 
the first tee, away over the far-flung hills and dales 
of the course. Sporting holes, negotiated with ease 
and dexterity by the elite, were the source of much 
good-natured razzing to the golfers who went along 
for the walk. The abounding energy of these lads 
always amazes your reporter. A good example was 
furnished by the feat of Leo Burt of Burt & Dell, 
Hartford, Conn., who went all the way from the second 
tee to the clubhouse and back with a whistle wetter 
for your reporter. 

The cool of the verandas of the clubhouse was a 
welcome respite after the afternoon’s sport. 

Dinner found the following at the guest table: Ben 
Willander, Thomas Groom & Company, Boston, Mass., 


Conklin 


Conn.; Charles C. Conklin, 
Reid, 


Printing Co., New Britain, 
Springfield, Mass.; Bill 


Office and School Supply Co., 

Plimpton’s, Bristol, Conn. 

W. F. Kobera, The Carter’s Ink Co.; Ralph Blackburn, Sanford 

a “—_ Jack Wilson, Esterbrook Pen Co.; Nat Blish, Reyburn 
ig. Co. 

. Tom Stonhouse, W. A. Sheaffer Pen Co.; Bill Fr D i 
Mig. Co.; Ted Hargan, Yawman and Erbe Mfg. Co.; Doug Cush- 
ing, Plimpton’s, Hartford, Conn.; Ken Crockett, Yale Co-op, New 
Haven, Conn. 

. James E. Feeley, Springfield Office Supply Co., Springfield. Mass.; 
Garry E. Dell, Burt and Dell, Hartford, Conn.; Ben Willander, 
Thomas Groom & Co., Boston, Mass. 

. Guy Hart, Joseph Dixon Crucible Co.; Dale Brown, A. S. Hyland 
& ge Fitchburg. Mass.; Percy Jacobs, J. R. Rembert & Co., 
New Haven, Conn.; Walter Moore, Yale Co-op, New Haven, Conn. 
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THINK OF BUSINESS AND YOU THINK OF DESKS 


Nowhere else in the world do so many 
people have the educational advantages 
found in the United States. This is indeed 
a tribute to America’s schools. For truly 
the school is the vitalizing force behind 
all educational opportunities. Yes... you 
think of education and naturally your 
thoughts turn to schools. If education and 
schools form a natural combination .. . so 
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do business and desks. For the desk is the 
stage for business—the proper setting for 
men and women engaged in commercial 
pursuits. That's why we think of MYRTLE 
DESKS as more than merely examples of 
fine wood craftsmanship. MYRTLE DESKS 
supply a link in the business world for 
which there is no adequate substitute. 


MYRTLE DESK COMPANY 


member WOOD office 


HIGH POINT 
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The pulse of your business is your records— 
how much is in stock—who owes how much 
—what department needs more men—which 
salesmen, dealers are ahead or behind quotas. 
Do your records tell you these and other 
facts you need to make the right decisions 


to prepare today—for tomorrow’s business? 
They should—and with an Acme Visible 
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Record system—they will. Have an Acme 


systems man analyze your needs. He is a 
specialist in records—trained to show you 
how to get the most out of them, with the 
least effort. Acme Visible Records save execu- 
tive time in using the records as well as cleri- 
cal time in keeping the records. Write us 


today—you will receive prompt attention. 
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nominated for regional governor, District No. 1; Court- 
ney F. Bird, M. T. Bird & Company, Boston, Mass., 
president, Boston Stationers Association; Garry E. Dell, 
Burt & Dell, Hartford, Conn.; Charles C. Conklin, 
Conklin Office Supply Company, Springfield, Mass., 
president, Connecticut Valley Stationers Association; 
W. S. Blech, Gustave Fischer Company, Hartford, 
Conn., vice-president, Connecticut Valley Stationers 
Association, and E. 4A. MacKinnon, Standard Office 
Supply Company, Hartford, Conn., secretary, Connecti- 
cut Valley Stationers Association. 

E. A. MacKinnon was the butt of a bit of good-natured 
horseplay. It seems he was Known to be reluctant to 
take his place at the head table. As a consequence, 
a dozen or so large campaign posters were prepared 
and, at a signal from the head table, members of the 
group paraded the dining room amid the cheers and 
hand-clapping of all present. Thus was the reticent 
secretary compelled to assume his position of honor 
at the guest table, but resisted all efforts of the diners 
to persuade him to speak. 


Name Representative to NSA Meet 


Business at these outings is glossed over as quickly 
as possible, but President Conklin was authorized to 
represent the association at the National Stationers 
Association convention at Chicago. 

Courtney Bird expressed his appreciation for the 
courtesy extended to him, and presented an invitation 
to all to be at a big meeting in Boston in September. 

Ben Willander stated he was impressed with the 
distance that so many traveled to take in this affair. 
He believed the good fellowship of the group was the 
magnetic force of attraction. 

There were many and appropriate prizes for the 
winners of the day’s sport, topped by the sterling per- 
formance of Tommy Coughlin of Yale Co-op, New 
Haven, Conn., who bagged himself a 78. For accuracy 
in a nearest-to-the-hole contest, W. F. Kobera, The 
Carter’s Ink Company, proved to have what it takes. 

Praise was extended to the outing committee, con- 
sisting of Garry E. Dell, chairman, and James E. 
Feeley, Springfield Office Supply Company, Springfield, 
Mass.; and the arrangements group made up of Bill 
Freeman, Dennison Manufacturing Company, and Joe 
Yates, Yates & Harrington, New Haven, Conn. 


=e 
FOUNTAIN PEN, PENCIL MAKERS IN SESSION 


The fourth annual meeting of the Fountain Pen and 
Mechanical Pencil Manufacturers Association was held 
at Hotel New Yorker, N. Y., recently with more than 
50 of the nearly 80 members present. 

A. H. Berwald, marketing director, Eagle Pencil 
Company, who was re-elected president for the third 
consecutive term, estimated the dollar volume of the 
industry for 1945 at $107,000,000 and stated that he ex- 
pected the dollar value for 1946 to be from 10 to 20 
per cent greater. He predicted that the industry would 
produce 75,000,000 fountain pens and 100,000,000 me- 
chanical pencils by 1949. This compares with 50,000,000 
fountain pens and 60,000,000 mechanical pencils pro- 
duced in 1941, the best pre-war year. 

Other officers besides Mr. Berwald re-elected were 
Theodore Hirsch, sales manager, Stratford Pen Com- 
pany, vice-president; J. R. Frank, president, American 
Improved Products, Inc., treasurer; and W. D. Evans, 
eastern manager, W. A. Sheaffer Pen Company, sec- 
retary. 

Elected to the executive committee were Julius M. 
Kahn, David Kahn, Inc.; George E. Bartol, C. Howard 
Hunt Pen Company; A. G. Frost, Esterbrook Pen Com- 
pany; Vincent F. Haggerty, Paramount Pen Company; 
T. H. Wright, Rite-Rite Manufacturing Company; 
Clinton E. Marshall, Marshall & Meier; J. C. Musser, 
Eberhard Faber Pencil Company; Martin L. Straus, 
Eversharp, Inc.; Ivan D. Tefft, Parker Pen Company; 
Louis Morrison, Union Fountain Pen Company; M. F. 
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Wallace, Inkograph, Inc.; and Frank D. Waterman, L. 
E. Waterman Company. 

H. L. Moody, managing director of the Asphalt Tile 

Institute, was appointed industry consultant. 
ek es 
NEW YORK GROUP HOLDS SEVENTH GOLF MEET 

The second qualifying event of the Seventh Annual 
Golf Tournament for the championship of the Office 
Equipment Dinner Club of New York City was held 
on Thursday, July 11, at the Plandome Golf Club, 
Plandome, L. I., New York. Situated among rolling 
hills on the north shore of Long Island, not far from 
Port Washington, the Plandome golf course is con- 
sidered one of the most beautiful golf layouts in the 
Metropolitan area. 

Despite the damp weather that prevailed for most 
of the day, a large number of ardent golfers teed off 
early and played until late in the afternoon, retiring 
to the dinner tables for a delicious banquet at 7 P.M. 
Diversions available to the non-golfers included a clock 
tournament on the putting green and the usual card 
games. 

Winners of the golf tournament, announced after the 
dinner, were: low gross, John E. Mossman, Desks, Inc., 
New York City; runner-up, low gross, tie between Har- 
vey Bright, Bright Chair Company, and Jack Schwan- 
der, Desks, Inc., New York City; kickers’ handicap, 
Bernard H. Nemlich, Regan Office Furniture Corpora- 
tion, New York City; runner-up, kickers’ handicap, 
George B. Wray, manufacturers’ representative; near- 
est to pin contest, Bob Hayward, Macey-Fowler, Inc., 
New York City; runner-up in nearest to pin contest, 
Semon H. Nemlich, Regan Office Furniture Corpora- 
tion; non-players and guest contest, Dr. Bell and Bert 
Stilson, both guests of Itkin Brothers, New York City. 

Se 


CHICAGO OMDA HOLDS LUNCHEON ON JULY 9 


The second of the summer luncheon meetings of the 
Chicago Office Machine Dealers Association was held 
in the Belmont Hotel on July 9. The following two sub- 
jects were discussed thoroughly: “Prices for Repair 
Service,” and “Reciprocity of Memberships Between 
the National Office Machine Dealers Association and 
the Chicago Association.” 

The discussion on repair service prices ended in a 
general agreement that the association could establish 
a standard range with a specific minimum and maxi- 
mum. Any plan more sharply defined might be classi- 
fied as price-fixing. 

The problem of membership in NOMDA and COMDA 
was cleared to a considerable extent by Tom Stack, 
Stack Typewriter & Supply Co., who said that he had 
been a member of a NOMDA committee in 1944 which 
had enunciated the principle that the national or- 
ganization would not accept a direct application for } 
membership if the applicant was in an area where a 
local or regional association was in function, and was 
not a member of the local or regional group. This plan 
assures co-operation between locals and the national 
body. Secretary C. B. Marvil, Ames Supply Company, 
was instructed to contact executives of the national 
organization about the problem. 

————o—e 
CHICAGO STATIONERS BOWLING LEAGUE TO OPEN 

1946-47 SEASON AT ARENA ALLEYS ON SEPT. 3 

At least 12 teams, possibly 14, will line up on Septem- 
ber 3 at the Arena Alleys on East Erie Street as the 
Chicago Stationers pry the lid off the 1946-47 season. 
Postcards announcing the opening date, and asking 
for individual measurements for the new shirts that 
will be ordered this year, have already been sent to all 
members of last year’s Squad and to new prospects. | 

All stationers and travelers in the Chicago area who 
are interested in joining the league are asked to com- 
municate with President Eldon Just, Just and Son, 58 © 
West Washington St., or with Membership Chairman 
Rus Ragan, American Pad & Paper Company, 333 North 
Michigan Ave., immediately. 
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No. 75-Y is the chair with KOOLCUSHION SEATING - 
a resilient, ventilated seat of synthetic 
foam rubber, upholstered in Bedford 
Cloth. Both numbers are in 
Genuine Walnut 
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HIGH POINT CHAIRS 


make more friends for you! 


When chair users come back time after time 
for more Good HIGH POINT Chairs, you can 
be very sure they are giving complete satis- 
faction. And they do just that, making good 
friends for your house. 


HIGH POINT Chairs give complete satis- 
faction because they are made right. That 
means, first—they are designed correctly to 
support the human body comfortably; second 
—all the "know how" acquired in over forty 
years of chair-making experience goes into the 
making of every chair. The result is a comfort- 
able chair strong enough to keep its rigidity 
over long periods of use. 





Yes, good HIGH POINT Chairs are making 
more friends for you every day. Even if you 
and your customers have to wait a little, it's 
well worth while. 


HIGH POINT BENDING & CHAIR CO. 


SILER CITY, NORTH CAROLINA 
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the new 
Mashek 


Where... when materials 
are available... Mashek production will step ahead 


of any record in Mashek history. 








OFFICE APPLIANCES, August, 1946 63 











JORDAN-SCHEID COMPLETES 
REMODELING PROGRAM 


An extensive remodeling pro- 
gram for the entire building they 
occupy at St. Louis, Mo., has been 
completed by Jordan-Scheid Com- 
pany; Inc., a firm handling new 
and used office furniture and 
equipment. 

The alterations to the building 
have placed the entrance directly 
on the corner of Seventh and 
Market Sts., and large neon signs, 
visible for many blocks, have been 
installed. The show windows have 
been enlarged to room size, with 
plate glass fronts running from 
floor to ceiling. Each window is 
decorated in a different color, and 
openings to these windows are at- 
tractively draped. The _ exterior 
finish is black Caraca glass. 

The floors are black marbelized 
linoleum, with a red border. The 
interior of the store is being com- 
pletely redecorated in keeping 
with the new exterior. 

Jordan-Scheid Company, Inc., 
has been in business since 1928 
and in the present building for 
the past ten years. The store 
structure contains 25,000 square 
feet of floor space. 
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A HIGHLY-EFFECTIVE WINDOW DISPLAY AT STOCKWELL & BINNEY, RIVERSIDE, CALIF. 





Inspiration for this novel setup was borrowed from store salesmen, was to put over the thought to River- 
the cover page of OFFICE APPLIANCES, according to side businessmen that this new store unit, featuring 
C. Kenneth Sprague of this enterprising organization. items ranging from paper clips to business machines, 
The entire idea, worked out in detail by one of the could satisfy their every office supply requirement. 








64 OFFICE APPLIANCES, August, 1946 OF 





The sins Dac Trade-Mark is a natural 
development. Through many years of 
leadership in the industry, Wilson Jones 
lines, distinguished by individual brand 
names, have become universally known 
as WJ Products. Today these brand 
names have been consolidated under 


one Wilson Jones Trade-Mark. 


The high prestige attained by the individ- 
val brand names is thus combined in the 
single wan“D 4 Trade-Mark. This concen- 


trates consumer recognition and simplifies 


identity of Wilson Jones products. 


The msitirias Trade-Mark, as the symbol of 
the most complete lines in Record Keeping 
Essentials, stands for the highest develop- 
ment in design and construction, and de- 


pendability of quality in finished product. 


V4'/] aXe), EY Lo) | 3 OC oy 


> > > ELIZABETH CHICAGO NEW YORK 
KANSAS CITY SAN FRANCISCO BOSTON 
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MISCELLANY 





REPORTS OF IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 


ACTIVITIES OF THE MONTH 


IN EVERY DIVISION OF THE 


INDUSTRY 





GREENE PROMOTED BY ALLEN CALCULATORS, INC. 
The promotion of Henry A. Greene to director of 
sales by Allen Calculators, Inc., Grand Rapids, Mich., 
was recently announced. 
Mr. Greene joined the Allen organization in 1938 
after being previously connected with the Massa- 











HENRY A. GREENE 


chusetts Mutual Life Insurance Company for eight 
years. After selling R. C. Allen adding machines 
throughout the New England states he became man- 
ager of the Philadelphia, Pa., and Boston, Mass., branch 
Offices. In 1942, when the production and sale of 
adding machines for civilian use was curtailed, he 
was transferred to Grand Rapids, Mich., to serve as 
personnel director. Two years later he was made 


assistant director of sales. 
“<< —____— 


FREDERICK NAMED EVERSHARP OFFICIAL 

C. L. Frederick has been elected to the new post of 
executive vice-president of Eversharp, Inc., it was 
recently announced. Mr. Frederick was formerly vice- 
president of Parker Pen Company. 

Eversharp has announced other changes, including 
the naming of Larry Robbins, head of the company’s 
foreign and domestic sales since 1942, as senior vice- 
president and general sales manager. Thomas Emerson 
has been placed in charge of domestic sales of all of 
the company’s products in the writing and shaving 
instrument fields, and H. Hugh Willis becomes vice- 
president in charge of engineering, research and 
product development. 


me 

ASHLEY-McCORMICK COMPANY IN NEW HOME 

E. Russell Ashley recently held the official opening 
of the Ashley-McCormick Company, office outfitters, 
in the newly-modernized three-story Ashley Building 
at 32 E. Commerce St., Bridgeton, N. J. 

In the new home of the Ashley-McCormick Com- 
pany are located the repair department, office furni- 
ture and office machinery departments, and the retail 
store. 

Featured in the retail departments are commercial 
stationery, records, books, gifts, artists’ and students’ 
supplies, greeting cards, and photo supplies. 
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CUSHMAN & DENISON APPOINTS H. C. HUCKE 

Cushman & Denison Manufacturing Company, New 
York, N. Y., recently announced the appointment of 
H. C. Hucke, whose office is in Atlanta, Ga., as its 
representative covering the stationery, art school, and 
paper supply distribution in the states of Alabama, 
Florida, Georgia, Mississippi, North Carolina, South 
Carolina, Tennessee, Virginia, and the eastern part of 
West Virginia. Mr. Hucke’s organization is well known, 
having operated in the territory for many years. 

This appointment was made in advancement of 
Cushman & Denison’s expansion program, distributing 
the new Cado Flo-Master Fountnbrush, and the new 
Cado Flo-Dri instant-drying colored inks. These prod- 
ucts, claim the manufacturers, are providing a new 
medium in marking, drawing, and writing on any 


surface. 
SEE dite en 


R. E. WILSON APPOINTED BY GLOBE-WERNICKE 
Howard L. Pfau, general sales manager of the 
Globe-Wernicke Co., Cincinnati, Ohio, has announced 
the appointment of Ross E. Wilson as district repre- 
sentative for Iowa, Kansas, Missouri, and Nebraska. 
Mr. Wilson is a native of Lewiston, Ill., a small 
town on the Spoon River which was made famous 
in Edgar Lee Masters’ “Spoon River Anthology.” 
From 1940 to 1946, Mr. Wilson served in the Army 
Quartermaster Corps from which he was honorably 
discharged with the rank of lieutenant colonel. He 
participated in the Omaha Beach landing operation, 














ROSS E. WILSON 


and during three years overseas was stationed in 
various European sectors. He holds the Bronze Star 
medal, and Croix de Guerre and Gilt Star. His military 
experience, however, extends back to World War I, 
when he was a first sergeant in the 33rd Infantry 
and served 13 months in France. From 1935 to 1938, 
he held a commission in the Officers’ Reserve as 
cavalry captain. 

Mr. Wilson has had some 20 years’ experience in 
the office supply and equipment business. At present 
his family is living in Portland, Ore., but he expects 
to locate closer to his territory as soon as housing 
conditions permit. 

1946 
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What is synonymous 
with amanufacturer’s 
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Monroe, Michigan 
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‘‘His product”, most would answer, es- 
pecially those who buy it. Those who 
sell it, the dealers, would add that it is 
a whole lot more than that to them. 
Conduct of relationship with the dealer 
is often more important to a manufac- 








turer than the products he makes. 
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Fifty years of making office supplies has 
established a name for Weis that is 
quickly distinguished in that field—fifty 
years with a basic pattern which has 
always been in mutual interest with the 
dealer. 
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Whatever is good 





for the Dealer is 


good for S/o 
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CHICAGO 6: Associated Stationers Supply Co 
Cushing & Foster, Incorporated 





New YORK 13: The Weis Mfg. Co., 54-56 Franklin St. 
Boston 10: Adams, 

Carpenter Paper Company 

Omaha, 8 Oklahoma City 1 Fort Worth 1 


Houston 2 Kansas City 
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“Gentlemen,” I tell a convention of dealers, “sell items 
like SWINGLINE’S Stapling Team and you cut down com- 
plaints. SWINGLINE’S No. 4 Stapler does a triple job—pins, 
tacks and staples—and is a cinch to load because of its 
patented Swing-Back head. Its teammate—SWINGLINE’S 
100% ROUND WIRE No. 4 Staple—penetrates better and 
doesn’t clog with excess glue, because it’s the only staple 
made of 100% ROUND WIRE. Customers praise these 
trouble-free features—and the store that recommends 
them. And don’t forget—SWINGLINE carries a generous 
mark-up and is sold exclusively through dealers!” 

I get a big hand—they’re all agreed that plenty of 
Speed is what they need. 


SPEED PRODUCTS COMPANY, INC., Long Island City 1, N. Y. 
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100% ROUND WIRE 
STAPLES ARE BEST 


FOR ALL STANDARD 





STAPLERS 
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NO.4 STAPLER AND STAPLES 


WORLD'S SPEEDIEST STAPLING TEAM 
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MIMEOGRAPH MONOPOLY 
CHARGED BY GRAND JURY 


A, B. Dick Company Issues Formal Statement 
Denying Allegations 











A special Federal grand jury, sitting in Cleveland 
Ohio, on July 22, indicted five companies and six 
individuals on charges of conspiracy to restrain and 
monopolize the stencil duplicating industry in viola- 
tion of the Sherman anti-trust act. Named as defen- 
dants were the A. B. Dick Company, Chicago; the 
Mimeograph Company, Ltd., Chicago; C. H. Dexter & 
Sons, Inc., Windsor Locks, Conn.; John A. Manning 
Paper Company, Inc., Green Island, Troy, N. Y.; 
Aldine Paper Company, Inc., New York City; Albert 
B. Dick, Jr. of Lake Forest, Ill., president of A. B. 
Dick, Company and the Mimeograph Company, Ltd.; 
Edison Dick of Lake Forest, Ill., vice-president of 
the A. B. Dick Company and the Mimeograph Com- 
pany, Ltd.; Dexter D. Coffin of Windsor Locks, Conn., 
president of C. H. Dexter & Sons, Inc.; Herbert H. 
Griswold of Windsor Locks, Conn., vice-president of 
C. H. Dexter & Sons; James F. Adams of Albany, N. Y., 
president of John A. Manning Paper Company, Inc., 
and Harry E. Gould of New York City, president 
of Aldine Paper Company, Inc. 

Nine specific charges were made as follows: 

“Buying up competitors; acquiring all patents and 
misusing them to keep out competitors; suppressing 
evidence in Federal court on the invalidity of their 
patents in order to further their monopoly; fixing 
prices; entering into a world-wide cartel dividing 
markets with foreign manufacturers; causing the dis- 
mantling and abandonment of a large duplicating 
machine and supply plant and preventing other 
stencil manufacturers from obtaining essential raw 
materials except at unreasonable prices; preventing 
companies in related businesses from engaging in the 
stencil duplicating business, and spying systematically 
on competitors and boycotting, threatening, coercing 
and committing other predatory practices for the 
purpose of hindering competitors and putting them 
out of business.” 

Federal Judge Emerich B. Freed set arraignment for 
September 5. The attorney general’s office, following 
the jury’s actions, filed a civil complaint seeking 
injunction against the practices charged by the jury. 


Charges Denied 

In response to the Government action against his 
company, A. B. Dick, Jr., denied the charges, saying, 
“This company competes with more than 50 manu- 
facturers of duplicating machines and more than 100 
manufacturers of duplicating supplies. The industry 
is one of the most highly competitive in the American 
economy. This company has had vigorous competition 
in the office duplicating field since my father, in 
association with Thomas Edison, first developed the 
stencil duplicating process in 1887. Although we have 
pioneered in developing and improving the stencil 
duplicating process, many other duplicating processes 
have come into use, including the spirit, offset, type- 
set, gelatine, and other widely-used processes. 

“The A. B. Dick Company never has attempted to 
monopolize the field, nor has the company’s practices 
injured competition. Instead, we have met vigorous 
competition by developing new processes and products, 
and by increasing volume and lowering cost to the 
user. The company is proud of its record and per- 
formance benefiting both the public and the industry 
and will be prepared to meet the issue in the courts.” 

Regarding patents, Mr. Dick said, “The basic patents 
in the stencil duplicating field have long since ex- 
pired, and immediately following Pearl Harbor, the 
A. B. Dick Company relinquished its exclusive rights 
on certain tissue patents, developed at great cost, 
in order that competing manufacturers might have 
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the benefit of those inventions during the war 
emergency.” 

Before the war the only satisfactory stencil tissue 
was imported from Japan. The uncertainty of that 
source long was apparent to officials of the A. B. 
Dick Company, who launched a program of investiga- 
tion and study which eventuated in a domestic tissue 
qualified for use in making dry stencils. When 
importation from Japan was stopped by the war, the 
A. B. Dick Company voluntarily released its exclusive 
rights during the war period, giving competing pro- 
ducers opportunity to use the satisfactory tissue in 
the manufacture of stencils. 

“We feel sure that the Government’s charges in 
this proceeding will be shown to be unfounded,” Mr. 
Dick said. “Over the past 15 years the company has 
repeatedly, and in good faith, made available to 
representatives of the Department of Justice its 
records and its practices. Despite repeated and inten- 
sive departmental investigations, the company never 
has been advised up to the time this proceeding was 
instituted that any of its practices were considered 
in violation of the anti-trust laws.” 

OO Oo 


E. L. SMITH ELEVATED BY SMITH-CORONA 

Elwyn L. Smith was elected to the office of execu- 
tive vice-president of L. C. Smith & Corona Type- 
writers, Inc., at a meeting of the board of directors 
held recently. 

A son of the late Wilbert L. Smith, one of the 
founders of the typewriter company, and Louise L. 
Hunt Smith, Elwyn L. Smith was educated in the 














ELWYN L. SMITH 


public schools of Syracuse, N. Y., and at Cornell 
University, Ithaca, N. Y., where he was graduated 
as a mechanical engineer with the class of 1917. 
After serving in the Navy during World War I, 
Mr. Smith entered the typewriter business and worked 
through its various departments. For a number of 
years he devoted most of his time to the engineering 
end of the business, but more recently has been active 
in the formation of general sales, production, and 
administrative policies. In 1928 he was elected to 
the board of directors of the company and is now 
a member of its executive and finance committees. 
——— oe 
NEW TYPEWRITER FIRM OPENED IN TENNESSEE 
The Typewriter and Equipment Company was re- 
cently opened for business under the ownership of 
Reginald Fuller at 230 E. Market St., Kingsport, Tenn. 
Mr. Fuller came to Kingsport from Johnston City, 
Tenn., where for the past ten years he had been 
associated with the Fuller Fields Company. Prior to 
that he was with the Kingsport Office Supply Company 
for eight years in sales and service of office machines. 
Mr. Fuller will be assisted by J. D. Fleenor, who for 
the past five years has been associated with the Type- 
writer Sales and Service Company of Bristol, Tenn. 
The Typewriter and Equipment Company has exclu- 
sive dealership for the Royal typewriters in upper 
eastern Tennessee and southwestern Virginia. 
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In sports, in life, in business—nothing can take the place of »% 
superlative performance! That’s why you and your customers ¢ 
will prefer All-Steel-Equip Files. It’s the quick-turnover line, the? 
profit line—it’s the dependable line that’s backed by more 
than 34 years of engineering experience. 





Because of current nation-wide conditions, we, like so 
many other manufacturers, cannot guarantee delivery in 
terms of the usual schedules. We’re sure, however, that you'll 
find All-Steel-Equip Files well worth waiting fos. 


A 











ALSO 2, 3 OR 
5-DRAWER SIZES 






Rigid Frame Construction 
is provided by tor 
plate reinforcement 
under each drawg shelf. 


We also manufacture 
a complete line of steel 
storage and wardrobe 
cabinets. 


Lasting, chip ie 
Jfinish. Hardiare of 
genuine bhonze, 
beautifully designed. 


/ 
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Drawer fronts are 
flanged back and are 
welded to bottom—pro- 
viding extra strength! 


Built for strength! 
Sturdy 6-post frame, 
rigid cross-bracing, 


full-opening drawers. 



















ALL-STEEL-EQUIP COMPANY, INC. 
600 Cleveland Avenue, Aurora, Illinois . /4W\3 
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Another 


Other Firsts 
that Appeared First 
On Americas 


Firet Typewriter 


1% FIRST—in 1873—to manutac- 
Poe y> ture a practical typewriter 
ow 


Personal Touch, instantly ad 
lax justeble to your own typing 
Th. touch for smoother typing 


= All Plastic Keys, ring-free and 
oS finger-fitted for your comfort. 


= Key Trip, a flick of the finger 
=< instantly releases keys that are 
\ ~ jommed through a mis-stroke. 
hs 


Longer Writing Line gives up 

to a full extra inch of typing 

—Gqar—_«swidth on all carriage sizes. 

=e, Unit Construction makes clean- 
Ss 


’ ing easier, assures longer life. 


-“s 
Silent, Lighter Carriage Re- 
I ==, turn, roller-bearing mounted, 
>(St makes typing easier, faster. 


74 








a al 


Mow! "FACK THE EI 


KEY—SET THE A AR 
\Seyboard 
Margin 


(Contral 


REMINGTON RAND First! 


Keyboard Margin Control on the New Remington — the latest achieve- 
ment in the long list of triumphs of Remington Rand research and 
development engineers — brings margin setting to the keyboard for the 
first time in typewriter history! Keyboard Margin Control provides 
with incredible speed and delightful ease the means of getting the 
margin precision that is so essential to letters of distinction... The 
mere flick of a finger on the KMC* Key on the right or left side of the 
keyboard of the New Remington will set corresponding margins in- 
stantly ... positively... exactly where they are wanted. See this superb 
New Remington Typewriter with its truly personal touch, its smooth 
easy action, and its other features plus Keyboard Margin Control, and 
you will see a few of the many reasons why more Remingtons have been 
bought than any other make... Call your nearby Remington Rand 
office or representative today. 


*7RADE-MARK 
COPYRIGHT 1946 BY 
REMINGTON RAND INC, 


THE FIRST NAME IN TYPEWRITERS 


Makers also of world-renowned Remington Kand Portable Typewriters 
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The Style-Master Steel Suite in Neutra-Tone Gray Harmonizes with any Decorative Treatment 





Jimes have changed 


Today’s methods of selling office equipment... 
the color-harmonized, complete unit sale...the“Y and E’ 
method... takes less effort, is vastly more helpful 


to your customer, more profitable to you. 


YAWMAN AND ERBE MFG. CO., 1015 Jay Street, Rochester, N.Y. 


The Franchise that means Quality Merchandise 
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VICTOR PROMOTES TURNER AND BUEHLER 

G. H. Turner, personnel director of the Victor Adding 
Machine Company, Chicago, and Carl Buehler, who 
recently returned from two years overseas with the 
Office of Strategic Services, have been named vice- 
presidents, it was recently announced by A. C. Buehler, 





























G. H. TURNER 


CARL BUEHLER 


president of the company. Mr. Turner, a graduate of 
the University of Illinois, has been personnel director 
for six of his 13 years with the company. Carl 
Buehler, son of the president, worked at the plant 
for several years prior to going overseas, and assembled 
the first bombsight of the $60,000,000 volume produced 
by the company for the Army Air Forces. 
ene 
C. J. SIPLE BUYS FIRM AT MERCED, CALIF. 

C. J. Siple recently announced that he had pur- 
chased the stationery and office supply business for- 
merly operated by E. E. Edwards, at 449 17th St., 
Merced, Calif., and he will operate the firm under the 
name of C. J. Siple. The new owner was formerly with 
Moore Brothers, Pittsburg, Kans.; Crane & Company, 
Topeka, Kans.; and Fields Stationery Company, Tulsa, 
Okla. He was also in the office supply business under 
his own name in Arkansas City, Kans. 

a 


H. B. SPACKMAN ELEVATED BY LYON 
H. B. Spackman, vice-president in charge of sales 
of Lyon Metal Products, Inc., Aurora, Ill., was recently 
elected executive vice-president and general sales 
manager. He became associated with the company in 
1937. 
9 
HAROLD GINSBURG RETURNS TO FIRM 
Joseph Ginsburg, Inc., office furniture dealers at 
39 N. Halsted St., Chicago, has rounded out’ the 
executive personnel with the return of Harold Gins- 











HAROLD GINSBURG 


burg after two and one-half years of service with 
the Marine Corps. Harold now joins his brother, 
Norman, who likewise recently returned from service 
in the European theater, to direct the organization. 
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ELLSWORTH FIRM NOW MAKING METAL CHAIRS 
Shiny chrome steel chairs are now coming off the 
production line of Ellsworth Pipe and Supply Com- 
pany, 513 W. Traser St., Milwaukee, Wis., the 15-year- 
old firm recently adding a metal furniture fabrication 
department to its regular line of conventional pipe and 
fittings. Production is going ahead in the roomy plant, 
which was formerly the August Beck Box Company, 
providing four times as much room for Ellsworth as 
did the old plant at 1739 W. St. Paul Ave. 
Envisioning success in the new venture, Donald E. 
Ellsworth, Sr., president, founder and former pipe 
salesman, has set up one of the largest and most 
modern chrome plating plants in the Middle West. A 
laboratory is part of the facilities, where are plated 
the S-shaped metal chairs which Ellsworth hoped to 
be producing at the rate of 1,000 a day before August 1. 
The chairs use 11 feet and four inches of tubing, are 


A NEW DEPARTMENT IS BORN.—Optimistically inspecting 
the new chrome-plating department at the Ellsworth Pipe 
and Supply Co., Milwaukee, are President Donald E. 
Ellsworth, Eugene Hess, head of the new department, and 
H. G. Johnsen, sales manager for the new line of furniture. 


highly polished, and have leatherette on the seats and 
backs. 

Starting with a single model, it is planned to even- 
tually enlarge the Ellsworth “King Krome” line to 
include kitchen and porch furniture, bar stools, and 
chairs for beauty shops, homes and offices. 

H. G. Johnson is sales manager, Eugene Hess is 
chrome plant engineer, and Donald Ellsworth, Jr., is 
vice-president of the firm. 


= 2 ___—_ 

THOMAS B. JONES SELLS TO CROSSMAN’S, INC. 

Thomas B. Jones, owner of the Jones Cash Register 
Service, 114 S. Third St., Ponca City, Okla., recently 
announced that he has sold the typewriter and office 
supply departments of his business to Crossman’s, 
Inc., of Stillwater, Okla., and retired because of ill 
health. The new store will be remodeled and re- 
stocked, opening in September under the manage- 
ment of Wade Thomas.—EWF. . 


Oo 

EXPANDING CANADIAN FIRM SEEKS OUTLETS 

Canadian Simplex Sales Company, 714 St. James St., 
West, Montreal, Que., Canada, a firm which is enjoy- 
ing expanding business in distribution of time re- 
corders, job clocks, and time stamps, is seeking dealers 
to serve as outlets for Simplex time recorders in 
Canada. 
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competition of 





@ by Adrian KH Pambroke 


@ Pembroke Company 
@ 24 East Broadway, Salt Lake City, Utah 


@As goods become generally available in quantity 
once more, the most competitive era in American 
business will begin. 


The modern stationer finds himself in competition, 
with more and more different.types of stores, in selling 
his traditional line of stationery, writing implements, 
office supplies, etc. 


In self defense, most of us in the stationery field 
have added lines that we never dreamed of carrying 
a decade or so ago. 


Change in stock, however, is just one part of the 
answer to the question. There is a lot that can be, and 
must be, done if we are to continue to grow and 
prosper. I can think of at least eight points as an 
immediate “Outline of action” for increasing sales. 


RETAIL STORE SALES: 

1. Recognize the intense competition in our lines of 
merchandise from all other sources—chain stores, de- 
partment stores and specialty stores. Observe and 
learn from their scientific management methods in 
selecting merchandise, controlling inventory and prof- 
its, new ideas in display, etc. 


2. Give more attention to training employees in sales 
knowledge, .as. well as knowledge of our own mer- 
chandise, store policies, etc. 
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This is the ninth of a series of articles on various aspects of 
merchandising anc 1i selling, presented as a service to sta- 
tioners by Eversharp, Inc. Opinions and policies expressed 
are the author’s own, and do not necessarily reflect those 
of Eversharp, Inc 


3. Analyze and modernize our internal operation and 
procedures. Improve the handling and marking of 
merchandise. Improve the delivery system, and cut 
its costs. 


4. Work with the entire force toward development 
of better telephone manners and telephone salesman- 
ship. 

5. Keep working toward a more attractive interior, 
with constantly improved display. (Important even 
in the handsomest new stores! ) 


6. Seek new items to sell—making sure that they fit 
in with our type of operation. 


7. Eliminate items from our stocks that are cheap 
ened by chain stores, etc., or made unprofitable. 


8. Develop and improve repair service, in such lines 
as fountain pens, small appliances, etc. 


OUTSIDE SALES: 
1. Develop and train new salesmen (preferably vet- 
erans), give additional training in specialty selling. 
2. Try to make the best possible use of all forms of 
advertising that act as “door openers” for the sales 
force. 


3. Back up the salesmen with complete, attractive 
displays of office equipment and systems in the retail 
store. 


4. Besure that we have in the retail store well-trained 
personnel, who can handle intelligently the customers 
or prospects sent in by outside salesmen. 


5. Top management to spend time in the field doing 
‘actual selling—in order to keep up to date on the 
problems and requirements of salesmen and cus- 
tomers. 
6. Develop more satisfactory plans for remuneration. 
In general I believe that if you make your store a 
modern, pleasant place to buy the finest merchandise 
in stationery and allied lines, one is bound to thrive 
on competition. 


To win out in any kind of competition, a handsome and efficient 
Sete is important. Here the customer finds all types of mer- 
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Ds. THE DESK AND 


CHAIR OF THE FUTURE AT THE 


THESE MARVELS 


OF EFFICIENCY AND COM- 





NATIONAL STATIONERS CONVENTION ORT “SPEAK FOR THEMSELVES*’ 


Uf, Y 
1 pen ap we 


YOU will get a glimpse of features to come in smart, modern wood desks and 
chairs when you visit the exhibit of the Wood Office Furniture Institute at the 
National Stationers’ Convention at Chicago September 30th to October 3rd. 
YOU will actually see and hear the “wonder desk of the future.” It will prove 
to be an eye-opening revelation . . . this “wonder desk” will speak for itself. 
YOU will see demonstrated revolutionary new, time and labor saving con- 
veniences; new, long-desired comfort features; new, efficiency marvels... 
pace-setting innovations all that will meet the most critical demands of 

tomorrow's stepped up business tempo. 
BUT, of course, the “wonder desk and chair” is for Tomorrow... 
YOU will be equally impressed by the fine desks and chairs which will be 
rushed to fill your long-standing orders just as soon as production and 
material jams are eased. For these fine office furnishings introduce 
graceful streamlined lines, dramatic new colors and finishes, and 
important functional improvements which spell new ease, convenience 

and efficiency. 

DON’T miss this glimpse into Tomorrow. Visit the Wood Office Furni- 
ture Institute’s “wonder desk and chair exhibit’ at Section W3 and 


W4—learn about the great new wood office equipment which will 
e 2 
PROGRESS BIA 


soon speed a great revival in office modernization in the days ahead. 
JASPER DESK COMPANY 


Jasper, Indiana 
JASPER OFFICE FURNITURE CO. 
Jasper, Indiana 


JASPER SEATING COMPANY 


WOOD OFFICE FURNITURE INSTITUTE © AMERICAN SECURITY BUILDING © WASHINGTON 5, D. C. 





PULLING TOGETHER FOR INDUSTRY 


ALMA DESK COMPANY 
High Point, N. C. 

CENTRAL DESK MFG. COMPANY 
Chicago, Illinois 

CLEMCO DESK MFG. COMPANY 
Chicago, Illinois Jasper, Indiana 

COMMERCIAL FURNITURE COMPANY LEOPOLD COMPANY 
Chicago, Illinois Burlington, lowa 

DOTEN-DUNTON DESK COMPANY woop E MURPHY CHAIR COMPANY 
Cambridge, Mass. OFFICE FURNITURE ] Owensboro, Kentucky 

GUNN FURNITURE COMPANY INSTITUTE } MYRTLE DESK COMPANY 
Grand Rapids, Mich High Point, N.C. 

HIGH POINT BENDING & CHAIR CO. NEW INDIANA CHAIR COMPANY 


Jasper, Indiana 





Siler City, N. C. 
HOOSIER DESK COMPANY INDIANA DESK COMPANY oO. C. S. OLSEN COMPANY 
Jasper, Indiana Jasper, Indiana Chicago, Illinois 
IMPERIAL DESK COMPANY JASPER CHAIR COMPANY WELLS FURNITURE MFG. COMPANY 


Evansville, Indiana Jasper, Indiana Laurel, Mississippi 


OFFICE APPLIANCES, August, 1946 79 

































The services of an ag- 
gressive sales organi- 
zation are aii tie. We 
are located in the Fifth 
Ave. Building, with ex- 
cellent contacts with all 
major chains and leading 
jobbers. We personally 
contact all such accounts 
in the 
England States. Our 
services are available to 
a progressive manufac- 
turer seeking volume 
sales. Box No. H-109, 
care Office Appliances, 
100 East 42nd Street, 
Room 1023, New York 
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East and New 














TWO PLANTS ADDED BY EVERSHARP, INC. 


With two new plant acquisitions now in operation, — 


Eversharp, Inc., has available floor space of 404,524 


square feet for the manufacture of the new CA sphere ‘ 
point pen and other pen and pencil products of the © 
company, it was recently announced by Larry Robbins, | 


vice-president and general sales manager. 


The new acquisitions are a four-story building with 


50,000 square feet at 4737 Ravenswood Ave., Chicago, 
and the plant occupied during the war by the Ford 
Instrument Company at Long Island City, N. Y., with 
capacity of 80,000 square feet. 

The two additional structures will supplement manu- 
facture of the Eversharp products in the five-story 
plant now occupied at 1800 Roscoe St. in Chicago and 
in the Denver, Colo., plant which produces pen points. 

“Eversharp expansion follows closely the introduc- 
tion of the new magic sphere point pen and was made 
imperative by the record demand for the CA from all 
sections of the country and a heavy backlog of orders 
which is growing daily,” said Mr. Robbins. 

He reported that occupancy of the Chicago addition 
was effected without disturbing production at the 
main plant. Movers transferred machinery from the 
Roscoe St. factory to the newly-acquired structure in 
three weeks, working only during the week ends. Pro- 
duction was started the first week in July and was 
accelerated as the machinery was installed. 

“It is planned to increase the daily production of 
the CA pen in this plant alone to 16,000 and to pro- 
duce 32,000 cartridge fillers a day by the middle of 
August,” said Robbins. 

The Long Island City plant, he said, will be devoted 
to production of the new razor line and pen and pen- 
cil manufacture, as well as engineering and research 
in connection with new product development. 

The Eversharp financial report for the first three 
months of the new fiscal year ending May 31 showed 
a substantial increase. Net income for the period rose 
to $1,074,274, which was 325 per cent higher than the 
corresponding period last year. Sales for the period 
increased 55 per cent. 

0 ee 


R. D. STEVENS RESIGNS FROM SHEPPARD 

Robley D. Stevens, 4404 Old York Rd., Baltimore, 
Md., has relinquished his affiliation as district business 
engineer of the C. E. Sheppard Company, Long Island 
City, N. Y., to return to active practice as a labor 
relations consultant. This position was held by him 
prior to his association with Sheppard. 

This decision, it is announced, was made due to 
the demands of clients seeking Mr. Stevens’ services 
as an interpreter of Government regulations. He was 
formerly an official representative of the United States 


Department of Labor in the wage-hour and public — 


contracts’ division. 
cee 


BUFFALO FIRM TAKES NEW LOCATION 


Vernon M. Page, Inc., office furniture dealers of © 


Buffalo, N. Y., recently moved to a new location at 
778-780 Washington St., in the Sidway Building, after 


15 years on Franklin St. The company has larger © 


storage space and showrooms in the new location.— 
GET. 








hs. te D Oo © 





ager of the Frank Mashek Company, Chicago. 


* * * 


During the luncheon of the Great Lakes Travelers ~ 
Club on Friday, August 2, Stanley Golon, American ~| 
Pad & Paper Company, phoned to announce the | 
arrival of a daughter, Susan Therese. Fridays seem ~ 


to be days when GLTC members have family increases. 
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On Friday, July 5, 1946, Miss Honore Heck was born — 
in the Highland Park Hospital, Highland Park, IIL, ~ 


to Mr. and Mrs. Robert M. Heck. In addition to func- ~ 
tioning full time as a father, Bob Heck is sales man- © 







































Ol 


8 


THE NEW, DIFFERENT AND 
IMPROVED FILING FOLDER 


(spond Folder 


PERSONAL DESK FILE 


This new . . . different . . . and improved 
Suspend-O-Folder Personal Desk File fits 
into the double drawer of the desk—a per- 
sonal file at his finger tips. An olive-green, 
heavy gauge steel box with 25 (all positions 
5th cut) Suspend-O-Folder and assortment 
of easy-to-insert guides, such as A to Z, Days, 
Weeks; special classifications as Advertising 
Contracts, Sales, and blanks for writing or 


typing. Note the five star features 


PERMANENT ANGULAR METAL TABS — Eas 
read because they are tilted 
PERMANENT METAL HOOKS — Fastened ¢ 
folder so they cannot pull off: 

. 25 POINT GREEN PRESSBOARD — Will ; 

all the abuse you can give it 

1’ CLOTH GUSSET EXPANSION — As folder 
being’ filled, expansion gusset opens 
gracefully. 

EASY-TO-INSERT TABS, CELLOPHANE PROTECTED 
Inserts arg easily slid into metal tat 
Ye) Ke (tam | 


ADVARCo 


ADVANCO PRODUCTS 


Suspend-O-Folder fit all types of files that 

i DIVISION OF ADVANCE SALESBOOK CO 
use suspension folders and can be used to 
replace your ‘customer's worn-out hanging 
folders. 


Manufacturers of SUSPEND-O-FOLDER and Filing S 
148 WEST 24th STREET e NEW YORK 1] N 
Telephone CHelsea 3-1276 
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RTO-BINDER 


REG. U. S. PAT. OFFICE 


THE ONLY ZIPPER CASE IN THE WORLD 


WITH THE Patented REMOVABLE RING METAL 








- 


ne 


Featuring 





TWO Portfolios in ONE! 


CONVERTO-BINDERS enjoy national @ Ist Quality Metal, 1” & 12” Capacity 
preference because of their unique si e Variety of Styles...Genuine Leathers Only 
UTILITY * BEAUTY + DURABILITY @ Priced Right for Quick Sales and Full Mark-up 


CONVERTO-BINDERS may be used either as a ZIPPER LOOSE-LEAF NOTE BOOK or as a ZIPPER PORTFOLIO. 
This EXCLUSIVE FEATURE distinguishes the CONVERTO-BINDER from the ordinary portfolio. 
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cad 9 
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¥ v 
Shows the CONVERTO-BINDER Shows the CONVERTO-BINDER 
with the ring metal [IN To remove the ring metal, simply with the ring metal OUT 

loosen two permanent screws, and 
LIFT OUT 


SEND TODAY FOR NEW ILLUSTRATED FOLDER NO. 82 


557 W. JACKSON BLVD. 
ot tier clem yao), fel h 
Opposite Union Station 





Manufacturers since 1920 of LEATHER Zipper Ring Binders and Portfolios 





82 OFFICE APPLIANCES, August, 1946 OF 








Just 3 top-sellers from the 
brilliant, varied Unipeco line 
of quality creations, All dis- 
tinctive, original, eye-catch- 
ing! 

Yes, you're getting top value 
when you feature UNIPECO 
—the name your customers 


paste) ai 








N PENCIL CO., Ine. ~ 
380 - 3987 Broadway, New York 13, N.Y. 
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WY ce eal: 
HA N G- fer Fa My Filing! 
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QUICK ACCESS/BILITY 


Fo. 30 HANG-A-FILE 


Complete with 25 HANG-A-FILE folders 
and inserts. Folders supported by full 
length chrome finish metal hangers which 
rest on two guide rails. 


All metal file, caster equipped, finished 
in olive green enamel. Width 131%, in., 
depth 18 in., height 27 in. 

Shipping weight 33 ibs. Packed 2 to 
carton. Shipped K.D., easily assembled. 


This is a COMPLETE filing unit. It includes the 
steel cabinet PLUS 25 HANG-A-FILE folders and 
inserts. Here is a complete filing unit ready to go 
to work. Recommended for countless uses: cor- 
respondence, shipping orders, shop ticket, bills, 
fe 2 invoices, etc. An unprecedented sales 
opportunity for dealers everywhere because there 
is a tremendous need for HANG-A-FILE equip- 
ment. Write—Telephone—Wire. Don't miss this 
opportunity to boost your filing department sales 
and profits. Complete information on request. 


Louis H. Farber 
OFFICE AND SCHOOL FURNITURE 


31 E. CONGRESS ST., WEB. 3217, CHICAGO 5, ILLINOIS, 
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VIRGINIA-NORTH CAROLINA NEWS NOTES 





J. F. Howison, Correspondent 





Lawrence N. Mauck, owner and operator of the 
American Typewriter Exchange at Richmond, Va., 
continues to do a fine business and maintain his 
high standing in the community. The Maucks have 
two sons who are a credit to their father and mother. 
A family reunion recently, upon the arrival of the 
sons, who had been away, kept the “old folks” up till 
five o’clock in the morning celebrating. 

* * * 

It is pleasure to record the progress of H. C. Hester, 
formerly of Richmond and now of Raleigh, N. C., 
general manager of the southeast division of 11 states 
for the Osborne Company of Clinton, N. J. His firm 
sells calendars to more than 200 lines of business. 
Nearly 15 years ago Mr. Hester was a typewriter sales- 
man at Richmond, Va. 

ae *” ~ 

A. P. Harding, member of the stationery firm of 
Cole, Harding & James, Inc., Richmond, has just 
returned, well-tanned, after a month’s vacation at 
the well-known sea resort of Virginia Beach. 

* * * 

A very pleasant interview is always obtainable from 
Aubrey Elliott of Stationers, Inc., Richmond, a man 
who is in close touch with fellow stationers of 
Richmond, and was welcomed into the business when 
the line was already full. I believe that his motto 
has always been, “Be courteous to everybody, not 
because they are gentlemen but because you are one.” 

* * * 


Fred Bates, formerly an officer of the Baughman 
Stationery Company of Richmond, is now getting 
well established in his new line at Richmond, that 
ef metal shelving. He hopes in a few months to have 
a well-organized store. 

~ * * 

Lipford Typewriter Service, Richmond, is about to 
move into more suitable quarters at 302 E. Main St. 
Mr. Lipford was for many years with Remington 
Rand, Inc., at Richmond. He now has a son associated 
with him. 

* 1 

B. W. Ward, Virginia manager of the typewriter 
division of Remington Rand, Inc., at Richmond, and 
formerly of Knoxville, Tenn., has been ill with heart 
trouble for the past six weeks. Now improving he is 
able to spend the forenoons at his office. 

* o * 

The Royal Typewriter Company, Inc., and Under- 
wood Corporation have given notice at Richmond 
that their offices will be closed all day Saturdays 
during the summer. 

* +. + 

Wilson, Inc., recently incorporated at 1102 Norwood 
St., Radford, Va., reports that Mrs. L. N. Hull has 
now assumed her full duties as office manager after 
two years in the WAC. She has been with the firm 
for the past 13 years. Mrs. Jean Blevins has been 
placed in charge of the greeting card section, a 
department that has been doubled in size. 

* * * 

Following closely on the announcement of a new 
model of Remington typewriter, J. B. Alexander, 
branch manager of Remington Rand, Inc., typewriter 
division in North Carolina, called his first post-war 
sales conference at the O’Henry Hotel in Greensboro, 
N. C., on July 19. Mr. Alexander stressed the point 
that this was to be a salesmen’s meeting and not 
a sales managers’ meeting. Miss Mel Alexander added 
much to the glamor of the occasion when she un- 
veiled the new KMC model of Remington. 

a + a 

J. B. Leath, salesman and dealer of Richmond, is 
finishing his new bungalow residence near Richmond 
on the Petersburg Pike. 
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FINE CARBON PAPERS & 
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DONT GUESS/ 
DONT GAMBLE/ 





NOW YOU, TOO, CAN CASH IN ON THIS 5-POINT SALES PLAN 
THAT HAS BEEN “TESTED AND PROVED” IN ACTUAL OPERATION 


There’s no guessing about the increased sales you 
can obtain from this ‘‘tested and proved” sales pro- 
motion plan that has been especially designed to 
PRE-SELL prospects for your salesmen and help them 
sell more carbon paper and inked typewriter ribbons. 

Write for full details about this “field tested” 
M&YV 5-Point Sales Plan that made more sales and 
more profits for every distributor using it. 


This easy-to-use plan was designed to help you sell 
more carbon paper and ribbons. But it also will build 
up additional sales on other items at the same time. 
It's a “sure-fire” door opener for your salesmen. 
Don't take our word for it. Send for complete in- 
formation today, examine it carefully and you will 
want to start using this profitable sales promotion 
plan right away. Sent without obligation, of course. 


% Specialized plans will be prepared to meet local conditions. 





MITTAG AND VOLGER, INC. 


ESTABLISHED [f88I 








August, 1946 





INKED RIBBONS +- PARK RIDGE, NEW JERSEY 
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200 HUDSON ST. 








MARKWELL 


AUTHORIZED 
DEALERSHIPS 


AVAILABLE 


—_ 
= 
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Please write us for particulars on 

our plan for select distribution 

of Markwell Office Type Stapling 
Machines and Staples. 





MARKWELL MFG.CO. 


Dealer Division 
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NEW YORK 13, N. Y. 





APPOINTMENTS ANNOUNCED FOR REMINGTON 

L. A. Newman, general sales manager of the com- 
mercial typewriter division of Remington Rand, Inc., 
recently announced a number of appointments and 
changes in the branch office organizations of the 
division. 

Pierre Marvin has been appointed typewriter branch 
manager at Boston, Mass., after almost 24 years’ ex- 




















PIERRE MARVIN DAVID H. DICKSON 


perience in various home office and field assignments. 
During the war Mr. Marvin was typewriter division 
branch manager at Portland, Ore., and in 1945 he was 
named field personnel supervisor of the western and 
gulf regions, a post he held until his present assign- 
ment. 

D. H. Dickson, who has been associated with Rem- 
ington Rand, Inc., for nearly 20 years, has been as- 





R. A. WHIPPLE 


signed to the post of typewriter branch manager at 
Albany, N. Y., succeeding B. W. Blackwell, who has 
moved to the San Francisco, Calif., office as Reming- 
ton Noiseless specialist. Mr. Dickson’s first experience 
with the company was in the sales promotion depart- 
ment. He later became manager of several important 
departments in this field for the typewriter division, 
going to Albany from New Haven, Conn., where he was 
typewriter branch manager for two years. 

R. A. Whipple follows Mr. Dickson as typewriter 
branch manager of New Haven. Prior to this appoint- 
ment, he held sales and managerial assignments in 
various midwestern cities. In 1945, after three years 
of service in the Army, he returned to Remington 
Rand, Inc., as typewriter district manager at Dayton, 
Ohio, from which post he was promoted to branch 


manager at New Haven. 
——- = > —_—__ 


NEW STORE IS OPENED AT WILKES-BARRE 

William J. O’Dea has opened an office equipment 
and supply store at 45 S. Washington St., Wilkes- 
Barre, Pa. The store will distribute Yawman and Erbe 
equipment and Royal typewriters. Mr. O’Dea, recently 
discharged from the Navy after two years spent in the 
Pacific area, has been in the office supply business 
for 20 years.—RCS. 
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line of : 
Speed-O-Cabinel $27.50 


Duplicators, 


Cabinets and 


Scopes 


SPEED-O-PRINT 
CORPORATION 


161 E. GRAND AVE. CHICAGO 11 Ds Joe 




















Stencil 


il, L cabenad $24.F0 Write for beautiful Full-color illustrated catalog 





Speed O-Scope $29.f0 






Prices slightly higher West of Rockies 











Miers is an Unconditionally 


Guaranteed SPEED-O-PRINT 


product for every duplicating need 


Beautifully packaged Quality products to give the utmost satisfaction 


SPEED-O-PRINT CORPORATION 
161 E. GRAND AVE., CHICAGO 11, ILLINOIS 


MANUFACTURERS OF ROTARY STENCIL DUPLICATORS AND DUPLICATING SUPPLIES 








PACIFIC NORTHWEST NOTES 






C. M. Litteljohn, Correspondent 









The directors of the University Book Store, near 
the campus of the University of Washington, Seattle, 
Wash., have approved plans for the expansion of this 
stationery, typewriter, and school supply establish- 
ment. In the long-range expansion program, adjacent 
space formerly occupied by The Chimes, a restaurant, 
will be converted into ground-floor sales space for 
additional lines of the book store. J. E. McRae has 
been advanced to the position of general manager, 
and E. Lyle Goss as store manager. 


* x 














Albert Anthony Houle, three-year-old son of A. J. 
Houle, who formerly headed his own typewriter com- 
pany of that name on Seneca St., Seattle, Wash., is 
regarded as a child prodigy on the city’s west side. | 
He was recently a steller performer at a special piano 
recital at the West Seattle Golf Club. Starting to talk 
when but four months of age, the baby had learned 
the alphabet and could read when’ a year old. At 
two, he began reading notes of music, and now is 
reported to compose his own pieces, one of which, 
“Camel Train,” he played at the recital, besides giving 
his own interpretation on the piano of “Wood Nymph’s 
Frolic” by Aaron, and “Three and Twenty Pirates” 
by Holst. 



















+ * 


The Seattle, Wash., unit of the National Office | 
Managers Association in a recent election named as 
new officers: T. H. Gloyer, Blake, Moffit & Towne, 
president; T. C. Wilson, Signal Oil Company, vice- 
president; Leda Wilson, Burroughs Adding Machine 
Company Seattle branch, secretary; and E. R. Glom- 


stead, Northwestern Mutual Fire Association, treasurer. 
+ * * 


* 


























Stationers, Inc., 926 Pacific Ave., Tacoma, Wash., 
has adopted new hours for July and August of 9 a.m. 
to 5 p.m. from Monday through Friday, and from 


9 a.m. to 1 P.M. on Saturdays. 
+ * + 
















The IBM sales and service offices in Portland, Ore., 
were moved on July 6 to larger and better-equipped 
headquarters at 806 S. W. Morrison St. 

* * * 





9 . 
Percy L. Long, 1214 Second Ave., Seattle, who, before We've taken an old American phrase out 
coming to Seattle, was an office supplies salesman for of moth balls and we’re polishing it for 


the past five years, is seeking the office of state repre- everyday use. “AT YOUR SERVICE” hasn’t 

sentative from his thirty-fifth district. Previous to his b a el f asl h f 

entry into the office supply field in Seattle, he had een heard too oiten during the past few 

been an attorney for many years. years but we’re happy to say that it’s back 
7 * 


* . . . + 
and we expect to give it more meaning with 



























Riley, Inc., has been incorporated with a capitaliza- 


tion of $3,000 at Seattle, Wash., for an office equip- each passing month. 
ment business. Henry T. Riley and Eleanor Riley of ny ; 
1111 Boren Ave., and John J. Riley of 9644 5ist Ave., S., Conditions are changing. Production re- 
are incorporators. as strictions have been removed. The only re- 
The one-man show by Ray Strong has been draw- tarding factor is the manpower and material 
ing crowds at the art gallery of the J. K. Gill Com- shortage which may continue to interfere 
pany, Portland, Ore. = | with all-out service. In spite of this fact, we 
John N. Wilson of Mercer Island, Seattle, engaged shall make every effort to render maximum 
in the stationery and book business for over 30 years, service. To us at Vail, it constitutes a genu- 
sought nomination as state representative in the ine satisfaction to return to a state of busi- 
July primaries. , 
yP ere ee ee ness where “AT YOUR SERVICE” means 


TEXAS FIRM OPERATES FROM LARGE WAREHOUSE what it says. 
Pending the completion of one of the finest build- 

ings for office equipment sales in the state, the Finger 

Office Equipment Company is doing business from a V A I L 

large warehouse at 965 Lamar, Dallas, Tex. 
Shipments are received in car lots at the warehouse, 

permitting immediate delivery. Opening specials fea- MANUFACTURING 

tured in July included new desks, steel filing cabinets, COMPANY 

Office chairs, and office accessories. Fine leather goods, 900 E 95th S$ Chi © Niinois 

such as brief cases, are included in the stock.—CG. ast Yoth street ee Os ; 
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For Quick and Accurate 
Soldering of Type 
WITHOUT REMOVING TYPE BARS 
USE THE 


Type Soldering Gauge 













STETs 
py} 
/ 





Standard Typewriters 


The Ideal Type Soldering Gauge desired for 
many years has been one which would save 
the removal of top plates, covers, locking 
washers or screws, fulcrum wires, connect- 
ing links, typebars, and other parts, do the 
job right, and prevent what is commonly 
known as “butchering” of typebars. 

The KEG-MAR gauge is extremely simple, 
easy to understand and operate. It does the 
work in accordance with all requirements 
and relationship of segment ring and cylin- 
der and requires a minimum of aligning— 
thus reducing the time required to perform 
the complete resoldering operation. 

With the KEG-MAR gauge there is no more 
guesswork as is done in “spot soldering” of 
type. No second operations for misalign- 
ment as when using a gauge requiring the 
removal of typebars. No defacing of type- 
bars to correct alignment. No loss of parts. 
The KEG-MAR gauge has many other impor- 
tant advantages as your experience in using 
it will reveal. 


Immediate Delivery 
From 


Ames Supply Company 


EXCLUSIVE DISTRIBUTORS TO THE OFFICE MACHINE TRADE 
564 W. Randolph St., Chicago 6 


37 Murray St. 583 Market St., 
New York 7 = San Francisco 5 


t 
19131 Commerce St.,| PRINCIPAL CITIES 11 Prior St., 
Dallas 1 











Atlanta 3 
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TEXAS TRAVELERS NOTES 





Virginia Leonard, Correspondent 





E. N. McWilliams, McWilliams Stationery Company, 
Texarkana, Tex., and The Card Shop, Hot Springs, 
Ark., spent a ten-day vacation in July with Mrs. 
McWilliams at Miami Beach, Fla. attending the 
National Optimist Club convention. “Mac” is past 
president of the Texarkana chapter. From all reports, 
the stationer and wife found the 100-degree Texas 
temperature cool compared to Florida’s weather. 


* * * 


It is with regret that we report the illness of that 
genial representative for F. S. Webster Company, 
J. B. (Peat) Peatling. He suffered a severe heart 
attack in June and is still confined to his home, 
165 Claywell Dr., San Antonio, Tex., an address which 
can be put to good use by his friends in writing him. 


* * * 


O. E. Greer, who earlier this year sold his interest 
in Elliott-Greer Company, Amarillo, Tex., has opened 
the Greer Office Supply Company at 321 Procter, 
Port Arthur, Tex. Mr. Greer’s son, who recently re- 
turned from the service, will be associated with him. 


* * * 


Homer R. Royer, owner of Standard Office Equip- 
ment Company, Fort Worth, Tex., left in the middle 
of July for an extensive business trip to markets in 
the East. He was accompanied as far as Canton, 
Ohio, by his daughter, Marilyn, who will visit with 


relatives. 
- + * 


Texas travelers are congratulating the manage- 
ment of Fred F. Hunter Company, Galveston, Tex., 
on the fine appearance of the store, following exten- 
sive remodeling. Clarke & Courts of Galveston have 


also completed remodeling. 
* * * 


Those unexpected smudges the Philo H. Leonards, 
The Globe-Wernicke Co., are finding are caused by 
finger print powder left by the Texarkana, Tex., police 
in attempting to discover the identity of the thief 
who broke into the Leonard auto and stole a suitcase. 
Yours truly hopes that said thief is allergic to the two 


pairs of nylon hose she had been hoarding. 
* + * 


The Filwiler Printing Company, Abilene, Tex., re- 
cently added a stationery department to their organiza- 
tion. W. F. Jackson, who returned from the service a 
few months ago, is in charge of the new department. 

* * * 


Mrs. Jeffie Fulton and Miss Sue Harding of Fulton 
Company, Houston, Tex., returned the first of July 
from a two-weeks’ business and pleasure trip to 
Chicago. 

* * * 

Bart Fulton and Charlie Wallace of Parker Pen 
Company attended a company meeting in Shreveport, 
La., July 19. 


* * * 


William Bailiff opened a new stationery store, 
known as Bureau of Systems & Accounting, at Abi- 


lene, Tex., in June. 
os = a 


Fred Deutsch, manufacturers’ representative and 
president of Texas Travelers, called a meeting of his 
officers on July 18 at the Blackstone Hotel, Fort Worth, 
Tex. H. S. “Bart” Fulton, Parker Pen Company, for- 
mer recording secretary for the Travelers, was elected 
treasurer to fill a vacancy in the roster of officers 
caused by the very unexpected resignation of J. B. 
“Peat” Peatling of San Antonio. Peat has been travel- 
ing this territory for the F. S. Webster Company for 
many years and was forced on doctor’s orders, because 
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ACCO REPRESENTS 
SECURITY, TOO! 


e The cop at the crossing represents security 
to the kids. The name Acco on paper fasten- 
ers enjoys the same sort of confidence with 
your customers. 


Reputation, built up over many years, is the 
greatest asset you can have—the best assur- 
ance of easy sales, volume business, steady 


profits. 


Acco is the first name in paper fasteners, 
probably the only name your customers know. 
Acco Fasteners are recognized everywhere as 
the standard of excellence, as certain a mark 
of quality and satisfaction as the sterling 
mark on silver. 


Now that Acco steel Fasteners are back again 
there is no excuse for buying—or selling— 
anything less. It’s good to have the trust of 
your customers—it’s good to be an Acco 
dealer. 





ALTO 


PRODUCTS, Ine. 


39th Avenue and 24th Street 
LONG ISLAND CITY, N. Y. 
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of his health, to resign his office of second vice-presi- 
dent. Officers for Texas Travelers are now: President, 
Fred Deutsch; first vice-president, R. C. (Dick) Gage, 
Art Metal Construction Co.; second vice-president, 
A. M. (Art) Carrow, Speed Products; third vice-presi- 
dent, Philo Leonard, Globe-Wernicke Co.; secretary, 
Charles Wallace, Parker Pen Co.; treasurer, Bart Ful- 
ton; chairman of executive committee, O. D. Mann, 
manufacturers’ representative, and Mrs. P. H. Leonard, 
recording secretary. 
* oe * 

Word comes from C. C. Dew, Port Office Supply Com- 
pany, Corpus Christi, announcing the purchase of his 
firm July 1 by Wm. B. McAdams, former Boy Scout 
executive of south Texas and Corpus Christi. Be- 
cause of Mrs. Dew’s health, they will settle either in 
Colorado or Oregon, where Mr. Dew plans to again 
enter the office supply business. The Port Office Sup- 
ply Company expects to be moved into their new, 
modern store (including air conditioning) at 1608 S. 
Staples by July 15. 

* x * 

That noticeable chest expansion of Dick Prather, 
West Texas Office Supply, Midland, Tex., is due to 
little Miss Donna Lane, born June 22 at Florence 


| Nightingale hospital, Dallas. With such good-looking 


parents, she couldn’t miss. being a little beauty. 
* * * 


Just received a card from the A. M. Carrows (Speed 


Products), who vacationed at San Luis Potosi, Mexico. 


Art writes there are no shortages there if you’re will- 
ing to pay the price. 


* * * 
That shiny new Pontiac skimming over Texas high- 


| ways belongs to Fred Deutsch, manufacturers’ repre- 


sentative, who is one of the few Travelers fortunate 


| enough to receive delivery of a new car. Say, Fred, 
| who was your friend who had a friend who had a 
| friend? 


* * * 


W. H. Earls, 15, son of Harry J. Earls of Holcombe- 


' Blanton Printery, San Angelo, Tex., flew to Roswell, 


N. Mex., July 22 for a short visit with friends. 
* * * 
Mr. and Mrs. W. H. Nelson, W. H. Nelson Office Sup- 
ply Co., Odessa, Tex., left the last of July for a 30-day 


| business and pleasure trip in the East. They plan to 


visit a number of factories while gone. Noris Nelson 


| has just recently returned from three years in the 


service. 
* * * 


Firmon Dee, who recently returned after three years 
in the Navy, has again opened an office supply busi- 
ness in Amarillo, Tex., known as Western Business 


| Supply Company. This new firm is located at 208 W. 


Tenth St. Firmon’s brother, Bill, with whom he for- 
erly operated a stationery firm, is still with the Army 


in Japan. 
—_———_0-— > 0 


EXPANDING CANADIAN FIRM SEEKS OUTLETS 

Because of expansion of the printing business and 
general office supply departments, the Armstrong Sta- 
tionery Company, Cincinnati, Ohio, has leased 10,000 
square feet on the seventh and eighth floors of the 
building at 817 Main St. to handle these departments. 
After completion of this lease, a sublease was effected 
with the Modern Engraving Company to continue in 


| the front one-half of the eighth floor. 


The retail business will be continued by the Arm- 
strong company at its old location at 421 Main St. 
a 
SUN RUBBER COMPANY MAKES APPOINTMENT 
Appointment of Edward Mobley, Akron, Ohio, as 
assistant designer in the development department of 
the Sun Rubber Company, Barberton, Ohio, was re- 
cently announced by T. W. Smith, Jr., general man- 
ager. Mr. Mobley is a war veteran of 40 months’ serv- 
ice with the counter-intelligence corps of the Army.— 

AK. 
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VIRGINIA MAYO oer I 


PARKER QUINK’'S NEW LETTER-WRITING 
PROMOTION CONTINUES POWERFUL, 
ROMANTIC THEME ccccecee > 


@ Here comes No. 3 in the new Parker peace- 
time mail campaigns that are helping dealers hold 
that big stationery business built in war years. 
This time it’s Hollywood cinema beauty Virginia 
Mayo whose curvaceous charm will help move 
more ink and writing paper over your counters. 

Two preceding promotions have proved the tre- 
mendous power . . . the universal appeal . . . of 
Quink’s new “Love thrives on letters” theme. 
And, now, this new promotion with its drama, 
eye-appeal and heart-interest, will get boys and 
girls, men and women by the thousands to reach 
for pen and paper. 

Your customers will see this full-page, full-color 
ad in American Weekly newspapers September 1. 
Also appears in additional Sunday papers. Plan 
now to tie up. 


Copr. 1946 by The Parker Pen Company 






Quink 


CONTAINS SOLY™ 





| peRMANENT BLUE-BLACK 
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GIVE LOVE A CHANCE! Keep writing ... and protect 


your precious pen with Parker Quink. Love's your passport to 
happiness. Cherish and protect it! One proved way is to write often. 

Each letter is a reminder that you care. Each has the power to stir fond 
thoughts—hold devotion— banish loneliness—as if you yourself were there. 
For your letters are you. And they make it so easy to say what is in your heart. 
HAVE MORE FRIENDS, TOO! You will if you get the letter habit. Plan row to 
write to at least one friend or acquaintance each week. 
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WRITE WITH PEN-PROTECTING QUINK! Ordinary high-ecid inks 
ma ® 








Says VIRGINIA MAYO 
oppeoring in the Somuel Goldwyn production, 
“The Kid from Brooklyn” 





PERMANENT B.ue BLACK 






PARKER Quink 


THE ONLY INK CONTAINING PEN-PROTECTING SOLV-X; 








THIS WINDOW MAKES IT YOUR PROMOTION! 


Here’s a tie-up window display that makes your store 
the point of sale for this volume-building event. Not 
just an ink window—it gives plenty of play to writin, 

paper and related items. A giant poster and specia 
newspaper mat, also, are offered free. ACT NOW to get 
your share of these plus sales. Write today for this dra- 
matic tie-up material. to The Parker Pen Company, 
Janesville, Wisconsin. 


Parker Quink 


THE ONLY INK CONTAINING PEN-PROTECTING SOLV-X 
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Dealers-- 


to Sell 


2 MILLION PROSPECTS /o- 


a 


Se 





a Copy-RIGHT 
(front-vision, line-by-line) 
COPYHOLDERS 
Yes, MR. DEALER, American business employs about 
& million Office Typists. Not all are your prospects, 
of course. Many are already supplied with Copy- 
RIGHT Copyholders. But at least 2 MILLION need 
and will eventually buy Copy-RIGHTs. 
Tie in your sales plans with our publication and 
mail advertising. It means substantial PROFITS to 
steady demand . . . repeat business. Single 





you... 

trial sales frequently lead to 

What Copy-RIGHT does purchases for entire typing 
for your Customers: | stefs! _ 


Saves Eyes, Effort, Errors 


and up to 50% in typing MORE AND MORE 


DEALERS EVERY MONTH 


time by holding notes 

and copy-work straight | are stocking and selling 
ahead at shorter reading Copy-RIGHTs as a regular 
distance . . - thus im- 1 item. If you haven't started 
proving visibility, posture, 

coauene, tied: dalek yet, get at least one sample 


and literature with wholesale 
data. 


matically points out right 
line, holds place. 











Six Models hold papers up to 12”, 16", 20”, 
25", 30", 36” wide. 


Copy-RIGHT Mfg. Corporation Dept. D 


53 Park Place, New York 7, N.Y., U.S.A. 


) Send literature and prices. 
[] Ship a Copy-RIGHT (Stock-Sample) on regular terms. 


(Attach letter head please) 














NORTHWEST TRAVELERS CLUB NOTES 





Merrill Hasty, Correspondent 





H. J. Pehrson, Jones and Kroeger Company, Winona, 
Minn., with his wife and sister-in-law, is enjoying 
a vacation by traveling the southern route to Cali- 
fornia. They were happy to see our Minnesota good- 


| will ambassador, H. Ed Cooper, when they visited the 


Associated Stationers Supply Company, Oakland, 
Calif. From there they planned to return via the 
northern route, visiting the Pacific Northwest. Cards 
and letters*from the travelers indicate that they have 
been having a grand time. 
* * * 

Billy Allen, Joseph Dixon Crucible Company, a mem- 

ber of the Northwest Travelers Club, is returning to 


| his factory. A traveler of over 50 years, he has been 
| invited to help celebrate the fiftieth anniversary of 


John I. McComb, assistant secretary and treasurer of 
the company. We, the Northwest travelers, congratu- 


| late Mr. McComb. 


* * * 


Arnold Swartz, Swartz Office Supply, LaCrosse, 
Wis., is busy with his family at their river home, 
attempting to discover just how many walleyed pike 
can be caught in a season. Fellows, that’s really the 
life of Riley. 


+ » * 


After a grand round of golf on August 19, North- 


| west travelers will have an opportunity to see a 
| champion bridge player in person, none other than 
| Arnold Berglund, second vice-president of the NWTC 

and a representative of Joseph Dixon Crucible Com- 


pany. While vacationing with Mrs. Berglund, they at- 
tended the summer bridge tournament at Minocqua, 


| Wis., and came away with the men’s pair champion- 


ship. The prize was a silver cup, just a point away 
from second prize. I would say that Arnold knows 


his pencil points. 
* *” © 


Edward H. Mundt of E. W. Spangenberg, Milwaukee, 


| Wis., and Mrs. Mundt spent a vacation with his son 
| in Glendale, Calif. They also visited the California 


cities of Hollywood, Los Angeles and San Francisco. 
* * o 
Frank Chandek of Commercial Stationery and Office 
Supply Company, Milwaukee, was seen out on the 
links practicing for a killing on August 23 at North 


| Hills. He shot a brilliant 43, so watch out, boys! Frank 


is a versatile athlete, a runner-up in the Milwaukee 


Golden Gloves tournament. 
o * * 


George Hanson and family of Oconomowoc, Wis., 


| left on a vacation trip west in August, visiting the 


Black Hills, Yellowstone Park, Salt Lake City, Utah, 
and various points of interest on the Pacific coast. 
* + * 

Blied Office Supplies, Inc., Madison, Wis., has been 
under the capable managership of Mrs. Hazel Hoven 
for a number of weeks while George J. Blied and 
family vacationed in San Diego, Calif., visiting a 
daughter. Charles E. Hoffhine spent three weeks dur- 
ing June at Fort Worth, Tex., and other points of 
interest in the South. August J. Skolaski and family 
visited relatives in northern Minnesota. Wait until you 
hear August’s fish stories! 


> * a” 


0. M. “Doc” Wilson, traveler for Mittag and Volger, 


_Inc., and Mrs. Wilson celebrated their twenty-fifth 


wedding anniversary on August 6, and received the 
congratulations of their many friends. Our best wishes 
for a speedy recovery go to their seven-year-old son, 
who fell out of a tree, broke his left arm and injured 
his neck and shoulder. At this writing he is recuper- 
ating nicely. 
. = * 

The H. Ed Cooper family is to be congratulated in 
finding a new home that just meets the requirements. 
1946 
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i First Release in a a 
' Series of Sensational 
New Models : 
: i 
Early Orders 
i 
Urged i 
. 1 
. " 
LH P " —_ , 
’ i y ™~ ; 
' Engineered Le ; 
i NOT JUST BUILT | Model 22-A \ * i 
i 
. | 
euweweweseseeseeses ssw eeweeweswesweesw ees es 2s ee 
All the comfort characteristics ... all the seating science... number of new improvements for which Cramer craftsmen are 
which have for years identified The Cramer Posture Chairs famous. But this is only a beginning. Stock up on these fast 
are contained in these new post-war models. Yes ... “all this selling models immediately. They are the comfort creation of 
and beauty, too”... plus an interesting and “readily salable” the century. Remember, too,... other new models will follow. 









New Models in the Making! a 


CRAMER PATENT LIST 


2,054,557 2,286,468 2,400,630 
2,191,848 2,308,358 120,215 
2,192,070 2,312,030 120,375 
2,195,241 2,342,921 123,106 


2,233,694 2,356,507 123,259 


1205 CHARLOTTE STREET * KANSAS CITY 6, MO. 


Other Patents Pending 


CHAIR COMPANY 





CREATORS OF AIR FLOW COMFORT IN EXECUTIVE, SECRETARIAL, GENERAL OFFICE & FACTORY CHAIRS 
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| DISTINCTIVE... 
and in the Modern style 


This new creation bears the inimitable stamp of one of the country’s 





foremost designers. To describe the simple beauty of line the eye 
records is a challenge to descriptive verbiage. By itself on a showroom 
floor it is at once the center of interest to your visitors. In an executive 
office, in natural surroundings, it is constant testimony to the good 


taste of the user. 


This new desk is hand-rubbed lacquer finished to bring out the 
magnificence of genuine American walnut. It is custom built through- 


out by artisans proud of their craftsmanship. 













| New England Wood y 


y 512 East 137th Street New York 54, I 
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Their new address is 1095 Dutton Ave., San Leandro, 
Calif., where their daughter, Jean, who has been 
attending Carleton College, Northfield, Minn., will 
soon join them. «s He 


Fritz Cross of the Fritz Cross Company, St. Cloud, 
Minn., is truly a trout fisherman. For the last 57 
years, he has gone trout fishing, during the season, 
at least once a week without a miss. Talking about 
fishing, Earl Chute confirms the news that Miss 
W. Plantenberg rang the bell with a catch of nine- 
pound northern pike. More good news from Fritz 
Cross Company: they plan to remodel the entire 
ground floor of their building into a stationery store. 

And we note that Cecil Hoffman of Fritz Cross 
Company has returned from 528 combat days. Home 
must agree with him, as he is rapidly gaining back 
his normal size. He is still looking for suits to replace 
that service garb. osm 


Eunice Natz of Sioux Falls, S. Dak., who was with 
Brown & Saenger for a number of years before joining 
the Midwest Press, and who left the latter firm to 
become Mrs. Zerfas, is enjoying the company of her 
two children in the family circle. 

— 


J. K. STEVENSON APPOINTED BY SHEAFFER 


Jack K. Stevenson has been appointed assistant 
sales manager of the wholesale division at the W. A. 





JACK K. STEVENSON 


Sheaffer Pen Company, Fort Madison, Iowa, Rex Conn, 
wholesale manager, recently announced. 

Mr. Stevenson, an alumnus and star basketball 
player of Indiana University, formerly was retail sales 


ih 
|/ i 
| 





representative for the W. A. Sheaffer Pen Company | 


in Tennessee, 
Since his return from World War II service, in which 


Alabama, Kentucky, and Arkansas. | 


he held the rank of major in the Army Air Forces, | 
he has been assistant manager of the western retail | 


district. Dae ertS Sn 


CALIFORNIA FIRM PLAYS UP COMPASSES 


“We were fortunate in being able to secure from the 
Army surplus a stock of excellent compasses,” said G. 


K. Sprague, manager of Stockwell & Binney, Riverside, | 


Calif. “Accordingly, we secured a list of Boy and Girl 
Scouts in this district and to each we sent a note sug- 
gesting the purchase of one of these handy little in- 
struments. We likewise used a newspaper ad, saying, 
“Boy Scouts, Girl Scouts, Horseback Riders, Hikers, 
Campers and All Lovers of the Great Outdoors—See 
our Taylor compasses which we are offering at these 
attractive rates. Fits on the wrist like a watch. Scout- 
masters:—Ideal for awards. Fathers and Mothers:—A 
fine birthday present. Schools, Clubs, Civic and Fra- 
ternal Organizations:—A fine prize.” 

“We arranged a special window, showing cutouts of 
Boy and Girl Scouts, campers (around a camp fire), 
and horseback riders. A copy of the ad was pasted on 
the window, and narrow ribbons ran to each of the 
group, in front of each being placed a number of the 
compasses.” —WBS. 
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COLUMBIA 
STEEL EQUIPMENT COMPANY 


Manufacturers of Office Equipment 
LINCOLN-LIBERTY BUILDING 


PHILADELPHIA 7 PENNSYLVANIA 
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Today's BEST SELLER } 


for All Fountain Pens gu 
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+ 


CuTarN PEN St 


Confusion of colors is impossible with 
Sanford’s PENIT. Sales people or con- 
sumers can now make immediate selection 
of ten brilliant, harmonized colors. 

From the two-ounce bottle to the gallon 
the color of the carton, label and cap in- 
dicates the color of the ink. These color- 
ful cartons bring brightness and life to 
your ink display. 

PENIT works perfectly in any make of 
fountain pen. Fine quality chamois pen 
wipers are packed with all four-ounce 
bottles and quarts. 

Standardize on PENIT for at least 70% 
of your ink business. Make it the ink your 
salesmen sell. In turn you avoid com- 
plaints; you obtain automatic repeats; you 
give the consumer the finest ink that 
money can buy. Best of all you increase 
your profits. 

Remember list prices on Sanford’s 
PENIT are retail prices. They are not 
deceptive. 

Write for catalog and prices on the 
cleanest fountain pen ink made. 


SANFORD 


INK COMPANY 
Chicago 7 


New York 12 
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OFFICE PLANNING AND LAYOUT 
(Continued from page 17) 


chart, a personnel and equipment questionnaire, and 
structural and mechanical surveys of the space to be 
used are essential materials. 

Through study of the organization and work flow 
charts, personnel and equipment questionnaires, one 
becomes familiar with the functional aspects of the 
office, and through study of the building outlines, 


| Structural and mechanical drawings one becomes fa- 
| miliar with the physical conditions of the space to be 


used: 


a) The organization chart shows the channels of 


responsibility and relationships of authority of the 
| various departments of the office. 


b) The flow of work chart traces the flow of the 
operations of the various actions of the organization. 
c) The personnel and equipment questionnaires are 
used to gain the detailed information from department 


| heads as to required personnel to carry out the actions 
of a department, the numbers of male and female 
| workers, departmental contacts, private offices and 


special equipment requirements. 

d) The space and layout survey base sketch shows 
the office layout as it exists, indicating equipment, 
names of individuals, machines, telephones, partitions 
and extent of department areas and locations. 

e) The structural and mechanical survey shows the 


type of building construction, floor loading informa- 
tion, electric, plumbing and heating details, toilets, 


| stairs, 


| column spacings, 
| centers and office service facilities can be planned 
| to satisfy present and future expansion for the office 
| layout, 


elevators and partitions. 
f) Often in a new building to be constructed, 
ceiling heights, window mullion 


in keeping with known planning standards. 


Creating the Office Layout 


After gaining full understanding of organization, 
flow of work, personnel, space, and equipment condi- 
tions, one is prepared to check or plan a new office 
layout. 

The first step is the schematic layout, a line draw- 
ing showing the space plotted with the areas required 
for the various departments, giving particular con- 
sideration to location of departments in the office 
space for work flow relationships. 

The second step is the equipment planning of areas 


| within the schematic layout. This is done in confer- 
ence with the department heads. The space adminis- 
| trator, at this point, attempts to co-ordinate the plan- 
| ning of units to follow standards for the whole office. 


The detailed office layout might be carried out with 
cardboard templates, models, or through sketches to 
final blueprint form. 

After the office layout plan is completed, the third 
dimension is then considered, and walls, windows, ceil- 
ings, lighting, sound control, ventilation, air condition- 
ing, and atmosphere are planned. 

1) Atmosphere through color. Typical color groups 
include: 

a) 
b) 
Cc) 


Gray walls and rust floors and trim. 
Buff walls and brown floors and trim. 
Green walls and brown floors and trim. 
2) Lighting: 

a) Direct, indirect, semi-indirect and fluorescent 
electric fixtures are considered. 

b) Since 1930, we have seen office lighting stand- 
ards increase from seven foot-candles to 90 foot- 
candles. 
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RETAILS -Every Architect, Artist, Engineer, 
FOR Draftsman and Designer wants ‘em, 


a needs ‘em—is delighted to slap down 
$1 for a set! 


Have your palms been tingling, Mr. Dealer? That’s because they 
have a premonition of A. W. Faber’s sensational assortment of The 
WINNER thin lead colored pencils. Beautifully packaged in a new 
easel box, process-printed in 4 colors, The WINNER is a joy to behold, 
a pleasure to display. Insoluble in water (prevents finger marks on 
drawings), it sharpens easily and contains crayon that’s just about 
as strong as the lead in a black lead pencil. In the new package 
which gives fingertip convenience on every drawing board, the de- 
mand is so great that you may have to dole ‘em out to your favorite 
customers. The main thing is GET YOUR ORDER IN NOW—then 
pray that the national labor problem eases up so we can produce 
all the pencils your customers want. DO IT NOW! List Price: $14 
per dozen boxes. 
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yy Rie. 
A-B-Cs of 
MARAING DEVICES 


CROWN LINE DATERS—A quality 
product embodying every design and band 
arrangement to meet every dating require- 
ment. 


“Known Throughout the World” 











Can be supplied 
in all languages 


for 
DOMESTIC AND 
EXPORT TRADE 


Pibiiitten’s 
Best 
CROWN 
DaTERS 





Well-constructed metal frames — heavily 
nickel-plated, with sturdy bridges and 
axles. Knurled aluminum rolls grip the 
band firmly, making for easy adjustment. 
Bands are deeply moulded, giving clear- 


cut impressions. 


R.A.STEWART 


& COMPANY, INC. 
80 DUANE ST. « NEW YORK 7, N. Y. 
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3) Sound Control: Whether to install ceiling slab 
or hung ceiling acoustical tile as relates to ceiling 
heights, thus concealing overhead pipes and beam con- 
ditions, in addition to absorption co-efficients. 

4) Ventilation: Supply and return ducts, fans and 
grilles are located for proper clearances that they do 
not interfere with the office layout. 

5) Air Conditioning: Units or central plant opera- 
tion advantages and disadvantageous are discussed. 

6) Partitions: Wood, glass, metal, plaster of ceil- 
ings, dwarf or rail heights and types are decided upon. 

7) Floor Covering: Linoleum, asphalt tile, cork, rub- 
ber, carpet, rugs are selected. 

8) Telephones, inter-office communication and buz- 
zer systems are planned. 

9) Underfloor duct systems are designed to carry 
high and low tension wires under floors and provide 
flexibility of electrical and telephone layout. 

After deciding upon the various office facilities and 


, construction details, working drawings and specifica- 
_ tions are prepared to carry out the work of securing 


competitive bids for awarding of the various con- 
tracts. Then there is the supervision work for prepar- 


| ation of the offices and the moving of equipment and 
_ related facilities to complete the office layout. 


A recent survey disclosed that office workers in 
Rockefeller Center are paid less than in other office 


| buildings in New York City. The desire for more pleas- 
| ant working conditions attracts office personnel more 


than do salaries alone. 
Top management today is prompted to better appre- 


| ciate these improvements for the office worker as cures 
| for the unionization and turnover of personnel, in ad- 


dition to the speeding up of office operations. If the 
comptroller is successful in carrying out an office mod- 
ernization during these times, he should appreciate 
that since it is a ten to 15 year operation, it could be 
a one-time job through his keeping it abreast of de- 
velopments in office layouts and physical comforts, 
just as he does his organization, procedures, personnel 
and control office operations. 

You cannot have good organization and procedures 
and expect good personnel results by working people 
in poor space with poor equipment and layout, under 
poor physical conditions. The end result under this 
arrangement is much under 100 per cent efficiency. 


_ o-oo 


ENGEL JOINS ST. LOUIS TYPEWRITER COMPANY 
Raymond C. Engel has resigned from the Vivid 


| division of the L. C. Smith & Corona Typewriters, 
| Inc., effective June 1, to go with the St. Louis Type- 
| writer Company, St. Louis, Mo., as manager of the 
| duplicating department. The St. Louis firm handles 


the Marr Duplicator Company, Inc., and the Columbia 
Ribbon and Carbon Company duplicating supplies. 

Mr. Engel started with Copy Papers in St. Louis in 
1940 as branch manager before transferring to Chi- 
cago as assistant sales manager. He resigned from 
Copy Papers in 1945 to join the L. C. Smith & Corona 
Typewriters, Inc., Vivid division. 


————_e 0 —____ 


OFFICE MACHINES COMPANY OPENS IN TULSA 


Victor G. Burton and Harold C. Noe recently an- 
nounced the opening of Office Machines Company at 
636 W. llth St., Tulsa, Okla. Both men have been 
in sales and service capacities with nationally-known 
office machine companies for a number of years. 

The new firm will handle all lines of office machines 
including typewriters, adding, calculating and book-— 
keeping machines. Besides selling and servicing office 
machines, they will also carry a stock of office supplies. — 
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FEATURE ACE 


Merchants the world over know, from ex- 
perience, that it pays to feature merchandise 
for which a ready consumer demand has 
been created. Turn-over is quicker, invest- 
ment is reduced to a minimum. And, quality 
merchandise leaves a lasting impression on 
the consumer’s mind which brings him back 
for other products which the store handles. 


Ace has always built but one kind of stap- 
ling equipment . . the best. Users are well 
aware of this fact. Every machine and every 
staple is produced with a degree of skill 
and watch-like precision unapproached in 
the history of our industry. This fine work- 
manship, plus the best materials obtainable, 
give to Ace Staplers those smooth, efficient, 
reliable operating qualities so greatly 
appreciated by all who use them. FOR 
GREATER PROFITS . . FEATURE ACE! 


SOLD THROUGH DEALERS EXCLUSIVELY 





WORLDS 
GINEST. 


<“ar- 


ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE + CHICAGO 13 


S 2878 ssa 
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America owes a debt to it's edu- 
cators. It is they who mold and 
train our future citizens. Their 
pride in teaching is great .. . 
their standards are high . . . their 
patience and understanding are 
unlimited. From the teacher in 
the little red school house to the 
professor in the great university, 
these people all share the same 











EVANSVILLE 7, 





DESIGNED FOR AMERICA’S EDUCATORS 


needs—efficient working tools. 
Foremost among these is the desk 
on which they center their efforts. 
As versatile as these educators are 
in their approach to teaching, 
IMPERIAL DESKS are equally ver- 


satile in their usefulness. Wher- 


ever important work is being done, 
you'll find IMPERIAL DESKS well 


represented. 
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WOODSTOCK 


TYPEWRITER 





WOODSTOCK TYPEWRITER COMPANY 
WOODSTOCK ILLINOIS : 
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TWO-GETHER 
ENVELOPES 








m, A Lette for | 
r eae E> 


And the 
Justrite 


TWO -GETHER 








ENVELOPE 


also carries your 
sales. message Sparel 
samples together, 


The Justrite Two-Gether Envelope serves as your Personal 
Representative where mail matter is concerned—for it not 
only conveys your sales letters, letters of quotation, etc., but 
the Two-Gether also delivers at the same time the all- 
important catalog, samples or other enclosures necessary 
to carry out the complete sales plan. 


Two-Gether envelopes are made of durable Kraft 
stock. The First Class envelope is securely attached 
to the larger envelope and can be sealed as any 
first class mail. The Catalog envelope is available 
with either a gummed flap, clasp fastener or string 
and button as desired. 


Attractively printed to your copy, the Two-Gether comes in 
a range of sizes from 7x10 to 11%x14%. Also available 
plain where so desired. Flap of First Class Envelope is 
printed in bold reverse type showing that a message is 


enclosed 


Write for samples and complete prices 
today. Special sizes made to order. For 
any Specialty Envelope problem, consult 
Justrite first. 
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ENVELOPE = COMPANY 
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IMPORTANCE OF RECORD KEEPING 
(Continued from page 15) 
therein is information on supervisors and other “white- 
collar” employees. 

The importance of keeping and/or maintaining 
accurate and complete records is of vital importance 
to those employers already covered, and, in anticipa- 
tion of wider coverage for the industry, the following 
information is called to your attention: 

Failure to keep such records is an offense punishable 
by criminal penalties. Further, they may afford the 
basis for defense against employees’ wage suits for 
alleged back wages due. 

As most managements know, Section 1l(a) of the 
Fair Labor Standards Act of 1938 authorizes the 


| Administrator and his duly designated representatives 


to investigate and gather data regarding wages, hours 
and other working conditions and practices of employ- 


| ment in any industry subject to this law. 


While no particular order or form of records is pre- 


| scribed, every employer shall, however, keep and main- 


tain information and data on employees in his employ. 
Section 516.2 covers employees subject to minimum 
wage and 40-hour-week overtime under Sections 6 and 


| 7 of the regulation. The following items shall be main- 
| tained and preserved: 


1. Name in full. 
Home address. 
Date of birth if under 19. 
Occupation in which employed. 
Time of day and name of the day on which 
the employee’s work week begins. 
6. Regular hourly rate of pay and/or basis on 
which wages are paid. 
7. Hours worked each work day and total hours 
worked each work week. 
8. Total daily or weekly straight-time earnings 
or wages. 
9. Total weekly overtime excess compensation. 

10. Total additions to or deductions from wages 

paid each pay period. 

11. Total wages paid each pay period. 

12. Date of payment and the pay period covered 

by payment. 

Section 615.3 covers employees under certain union 
agreements who are to be paid for overtime over 12 
hours a day or 56 hours a week as provided in Sec- 
tion 7(b) (1) of 7(b) (2). The following items are re- 


Or oo by 


| quired pursuant to and as a result of collective bar- 
| gaining by representatives of employees certified as 


bona fide by the National Labor Relations Board, which 


| provides that no employee shall be employed more 


than 1,000 hours during any period of 26 consecutive 

weeks or more than 2,000 hours (2,080 after October 29, 

1941) during any period of 52 consecutive weeks: 
1. Name in full. 

. Home address. 

. Date of birth if under 19. 

. Occupation in which employed. 

Time of day and name of the day on which 

the employee’s work week starts. 

6. Regular hourly rate of pay and basis on which 
wages are paid. 

7. Hours worked each work day and total hours 
worked each work week. 

8. Total daily or weekly straight-time earnings 
or wages. 

9; Daily or weekly overtime excess compensation. 

10. Total additions to or deductions from wages 
paid each pay period. 

Section 561.7 covers employees engaged in bona fide 
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Here’s Your Complete New Genco Catalog 


For All Typewriter Carbon and Ribbon Needs 








yy, suogieD poured Wy 





orice 
guPPLits 
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CLIP 
COUPON 


Indexed to put the Information You Need ae 
RIGHT AT YOUR FINGERTIPS 









Conveniently indexed for quick easy reference, ri 
Amco’s catalog is complete and comprehensive. A } AMERICAN CARBON PAPER co. 
flip of your finger puts the information you want Dept. OA, Ennis, Texas. ‘ 


before you. Included are size, descriptive informa- 
tion, price lists and complete data on all kinds of 
carbon paper and inked ribbons. Loose leaf con- 
struction allows replacement and addition of pages. 
For ready aid in filling your typewriter carbon and 
ribbon needs, let Amco’s catalog help you. Send gi °°°°"-""*** 
for your copy—it’s FREE. 


_ Géntlemen: Please send me my free ce copy of th 
Catalog. 


© TYPEWRITER CARBON ® PENCIL CARBON 
* HECTOGRAPH CARBON ® ONE TIME CARBONS 


* CONVERTER’S SPECIAL CARBON ® INKED RIBBONS Z 
PILL oi 
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PROTECTION 
Must Be Built In 


Meilink Safes have proven time and 
again in actual fires, there are no sub- 
stitutes for the massive Thermo-Cel 
wall insulation and the steel super- 
structure used in Meilink construc- 


tion. 


Thousands of Meilink Safes are pro- 
tecting valuable contents in all parts 
of the world. 


Strength—Quality and Utility 
make Meilink Safes 


a preferred line to sell 








LZ. AAT4 A. 


MEILINK STEEL SAFE Qe. 


CHICAGO TOLEDO On!Io NEW YORK 
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executive, administrative, professional, local retail and 
outside sales workers as referred to in Section 13(a) (1). 
The following items shall be kept: 
1. Name in full. 
. Home address. 
Date of birth if under 19. 
. Occupation in which employed. 
. Time of day and name of the day on which 
the employee’s work week begins. 
. Basis on which wages are paid. 
. Total wages paid each pay period. 
8. Date of payment and pay period covered by 


payment. 


Preservation of Records 
Section 516.4 covers the length of time records shall 


cn wm co Do 


-1 


| be preserved: (1) Pay roll records from the last date 
| of entry, all those pay roll or other records containing 


the employee information and data required under any 
of the applicable sections 516.2 through 516.3, and (2) 


| certificates, union agreements and notices, from the 
| last effective date, all those certificates, union agree- 
| ments and amendments or additions thereto, and 


notices listed or named in these same applicable sec- 
tions. Each employer shall keep the records herein 
required safe and accessible at the place or places of 
employment, or at one or more established central 
recordkeeping offices where such records are custo- 
marily kept. Such records shall be made available 
within 72 hours following notice from the official agent, 
and ali such records shall be open at any time to 
inspection and transcript by official agents. 

Section 516.18 covers petitions for exceptions in 
keeping records in other manner than herein required, 
and, upon review of the Administrator, shall find that 
authority prayed for; if granted, it shall not hamper 
or interfere with the enforcement of the provisions of 
the Fair Labor Standards Act of 1938. However, no 
employer is relieved of any obligation to comply with 
all the requirements of these regulations applicable as 
a result of a petition. 

The determination of whether an employer is or is 
not under the necessity of keeping and preserving 
records and submitting reports as required in these 
regulations depends upon (1) his coming within the 
definition of employer set forth in Section 3(d) of the 
regulation and (2) his being subject to any provision 
of the regulation or of any wage order issued there- 
under. It is always safe to consult the local Wage- 
Hour office for specific instruction regarding the fore- 
going. 

Method of Maintaining Data Optional 

The employer is free to choose the form for main- 
taining these data which best fits his own require- 
ments. Neither Part 516 (Requirements for Keeping 
Records) nor the statute require that time clocks be 
used, or specify the manner in which the employer 
has to keep a record of the number of hours worked 
by his employees. Time clocks, where used, will be an 
appropriate basis for recording hours worked only 
when they accurately reflect the period worked by the 
employee for the employer. Whether or not time clocks 
accurately reflect the period worked by the employee 
is to be determined by the formula in the Interpreta- 
tive Bulletin Number 13, Revised November, 1940, by 
the Wage-Hour Division. It should be noted that if 
an employer requires the employee to punch a time 
clock and the employee is required to be present for 
a considerable period of time before doing so, such 
time will be considered hours worked. 

A statement by the Commissioner of Internal Reve- 
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0 The Plasti-Key Case The Peyton} 

n A New Idea in 

d, 

it Key Holders 

4 Colors: Ruby, Emerald, <i [i .§ cGi§timScciiiiieiii. 

a Sapphire, Pearl. Trans- List 

h parent, plastic key case 

| holds 5 keys easily. 

7 An item everyone 10c $700 

- will want at a sure- Retail less Regular 

to-sell price. less Regular Trade Discount 

Trade Discount 

e In Handsome Carton & 

ie « 

n — Display Case Every Office Needs One 

= PLASTI-KEY CASE This eye-catching 

: tS eel display carton con- Here's a vast, untouched field, just waiting 

= tains 3 dozen as- for you to cash in on it. Few Office Supply 
sorted colors. Just Dealers carry first aid kits, yet every office 
place it on your needs several. Stock up today and be 

\- counter and let it among the first to ring up these quick 

“ sell Plasti-Key profits. Minimum shipment, 12 kits. Ex- 

g Cases for you. port orders handled promptly. 

e 

oT 

d 
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. Get in on these New Sales Items Today! 

e 

we Send Order to Dept. 80 
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. PETER PEYTON and COMPANY 

330 So. Wells St., Chicago 6, Illinois 
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ONLY the enormous Shaw-Walker dealer franchise embodies a// 
essential profit-producing elements. 


1—Twelve complete lines from this single source of supply. 
Results:—Simplified inventories, less office work, more 
quantity discounts by grouping orders. 


2—The best-known trade-mark in the industry. 


3—The OFFICE GUIDE, a 436-page catalog that helps 
the salesman on every call. 


4—A complete line of Fire-File equipment and other fast- 
selling repeat items available only from the S-W dealer. 


The Shaw-Walker 8,000 item franchise is the trade’s most 


J valuable. It’s worth asking for. 
al RIGHT NOW there are a few cities where we are willing to 
make a change. Yours may be one of them. 


= 





LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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nue, issued July, 1945, regarding Tax Deductions for 
Back Wage Payments, states: “Reconsideration has 
been given to I. T. 3563 (C.B. 1942-3, 115) in the light 
of the decision of the Supreme Court of the United 
States in Dixie Pine Products Co. vs. Commissioner 


(320 U.S. 516, Ct. D. 1598, C. B. 1944, 509) and the de- | 
cision of the Tax Court of the United States in Atlantic | 
Coast Line Railroad Co. vs. Commission (4 T.C., 140, | 


acquiescence, C. B. 194401, 2). I. T. 3563, supra, holds 
in part that amounts paid under the Fair Labor Stand- 
ards Act of 1938 (52 Stat. 1060) as restitution for defi- 
ciencies in wages for prior years should be accrued and 
deducted by employers who report income upon the 


accrual basis for the years in which the services were 


rendered. 


“In view of the foregoing, it is held that where an | 


employer who keeps accounts and makes Federal in- 
come tax returns on the accrual basis denies liability 
for deficiencies in wages for prior years under the 
Fair Labor Standards Act of 1938 (52 Stat. 1060) and 


thereafter pays amounts in satisfaction of the defi- | 


ciencies, such amounts should be accrued and deducted 
for the taxable year in which liability is finally deter- 
mined. I.T. 3563, supra, is modified to accord this 
conclusion for the benefit of employers.” 


The above is cited for the benefit of employers who | 


might be subject to employee wage suits for alleged 
back wages. It should be noted that no employee or 
ex-employee has to consult the Wage-Hour Division 
before filing a suit. In view of this existing condition, 
it is wise to have accurate and complete records, 
simply because if you decide to go into court the 
records will be studied as evidence most carefully. 
This illustrates the vital importance of proper record- 
keeping practices, because records are checked back 
to October 24, 1940, in any event. 

Until recently the preparation of pay rolls was a 
very simple operation. Today, however, the problem 
is far from being simple and is a formidable task, as 
any accountant or financial officer will testify. Under 
all of the foregoing circumstances there is vital need 
for the maintenance of accurate and complete records 
in modern management. This is where the controller 
comes in to assist top management, because he has the 
facts to describe the economic behavior of the com- 
pany. 

Wage rates are an extremely important item in the 
successful operation of a business, inasmuch as wages 
are a major cost and are probably the source of most 
employee unrest. Wage and salary stabilization con- 
trols of the past and present have done much to 
change management’s operations. 


Controls Lifted in August, 1945 


Since August 18, 1945, when the President lifted the 
controls, with the exception of the building construc- 
tion industry, employers have had the green light, 
so to speak. However, I am inclined to believe that 
official agents will again be auditing pay rolls and 
records to uncover violations committed heretofore. 
For example, from October 2, 1942, through August 18, 
1945, many employers were found in violation and 
considerable sums of money were assessed against 
management for non-compliance. 


Considering this situation, the Economic Stabiliza- | 
tion Director provided that “if any wage or salary pay- | 
ment is made in contravention of the Act, the entire | 


amount of such payment shall be disregarded and not 
merely the amount representing an increase in such 
Wage or salary.” 

The old WLB, now the Wage Stabilization Board, 
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529 Scuth Franklin St., 270 Lafayette St., 
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In addition to standard casters and slides for wood furni 
ture, the Bassick line includes sizes and types for all 
metal chairs and furniture. 


é 


Casters for metal chairs must be correct in size and stem- 
type for the particular size of metal tubing and for the 
socket or adapter used. The casters shown above are 
representative standard types. 








Bassick cushion slides, with adapters, are also available 
for all types of metal chairs and furniture. 


The new Bassick booklet No. 136 contains full informa- 
tion on floor protection equipment. By using it to recom- 
mend the correct casters, cushion slides, furniture rests 
and furniture shoes, you'll render a worth-while service 
to your customers. If you haven't your copy, write to 
THE BASSICK COMPANY, Bridgeport 2, Conn. 
Division of Stewart-Warner Corporation. Canadian 
Division: Stewart-Warner-Alemite Corporation, Ltd., 
Belleville, Ont. 
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| through its wage-hour inspectors, has been making 


official inspections to uncover violations, and I under- 
stand that Treasury agents are doing likewise. 
Pursuant to the old General Order of the WLB, 
recordkeeping requirements were mandatory, and, 
while such records did not have to be submitted to 


| the old WLB, they should be on hand for inspection 


of Federal agents. The following information was 
required, and it was obvious that many employers did 
not possess such information. 

It might be worth while, in anticipation of any 
future investigation, to go over your records and install 
this information. This is merely a suggestion: 

1. The rate or range of rates for each job classi- 

fication. 

2. The description of each job ciassification. 

3. A statement of the plan of making adjustments 
within the rate range and between the rates or 
rate range. 

4. The date when the schedule was established. 

5. With respect to each employee who receives an 
adjustment— 

(a) Name of employee. 
(b) Date on which employee was hired. 
(c) For each adjustment given to the employee 
(1) Date of adjustment. 
(2) Job classification prior to and after ad- 
justment. 
(3) Rate of pay prior to and after the 
adjustment. 
(4) Reason for adjustment. 

Audit your-records with regard to stabilization con- 
trols; you can never tell when it might be advantage- 
ous to have the above information. Ard, of course, 
you all know that it is illegal to decrease wages and 


| Salaries without official approval. 


———$<$—— > —___. 


EVERSHARP APPOINTS NEW RESEARCH CHIEF 
H. Hugh Willis, former research executive of the 
Sperry Gyroscope Company, has joined Eversharp, 


| Inc., Chicago, as director of research, engineering and 
| product development, it was announced recently by 
| Martin L. Straus II, president. 


Mr. Willis, who was vice-president and general sales 


| manager of Sperry, will establish and co-ordinate 
| the activities of a centralized engineering research 
| division in the New York area and direct engineering 
| in all Eversharp plants manufacturing pens and pen- 


cils, the “CA” pen, and the Eversharp Schick injector 


| razor and blades, Mr. Straus said. 


Appointment of Mr. Willis as a key executive of 


| the company, according to Mr. Straus, is a move to 
| broaden the base of Eversharp’s product lines and 


to assure continued scientific and research leadership 
in precision manufacture of writing and shaving 


| instruments. 


Mr. Willis will make his headquarters in the New 


York City area. 
— 


CHARLES YOCUM REJOINS SAM YOCUM COMPANY 

Charles Yocum recently returned from the armed 
forces, in which he served as staff sergeant in the 
76th Field Artillery connected with the First Army, and 
has taken his old position as sales manager of Sam 
Yocum Office Equipment Company, 925 S. Hill St., 


| Los Angeles, Calif. 


This concern specializes in record housing equip- 
ment, serving southern California, and sells products 
of the Corry-Jamestown Manufacturing Corporation, 
Victor Safe & Equipment Company, Art Steel Sales 
Corporation, Cole Steel Equipment Company, Inc., and 


| other concerns. The Yocum firm was established in 


1931. 
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Fairfoam 
a contribution of science to - 
luxurious comfort F 
_ @ Prevents fatigue 
| -@ Prevents wear (and shine) 
r on clothing 
_ @ It breathes; it cools 
@ Dust-proof; lint-proof 
@ Moth-proof; vermin-proof a 
'@ Sag-proof 
® Lasts a lifetime cS 
CUSHIONS 1%" CUSHIONS 2” CUSHIONS | 
ie Fairfoam line Fairfoam line Fairfoam Line 
: (slab, latex foam rubber) — slab, latex foam rubber) - (slab, latex foam rubber) ihe 
No. 10S, Steno size, : No. 20 S, Steno size, Pas 
list ‘Ouchi... $4. 50. : eee iss et $5: 50 list each ........ ; ee eae $6.50... 
No. 10 E, Executive size, Cae tl a aa ee No. 20 E, Executive size, “i ge 
list each ...... Be) ie eee 8 A I E, a oo list each ....0... Beecistinencksicl 7.00 
; $ eac cave dee eee ceeeene nes ° 
De Luxe line fg Sg oc De luxe line i 
| (50%: flaked, latex foam rubber All cishione® are. covered ‘with (50% flaked, latex foam rubber — 
Pir and 50% cotton felt) fibre matting fon ne side) Meo and 50% cotton felt) © — 


No. 62, Steno size - No. 45, Steno size, 
i NSE MOON. 0. iss otenent tsar: = we 
‘No. 64, Executive sine, S ‘ No. 46, Executive size, 


list each | UE ap 8 RE Sra & 20 4 a ty eg ea * : list SCH 3. oi. SSeS: cites 5 ba 
‘Above list pic subject to i eral inaca. discounts. 





FA FURNITURE COMPANY 


1197 McCarter Highway * Newark 2, N. J. 
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Under certain conditions failure to concentrate We are not dropping any posture chairs from 


can be costly. Today Harter is faced with manufac- _— our line. We will resume the manufacture of all 
turing conditions which demand concentration. models as soon as our suppliers can furnish us 
For the time being, our production of posture —_ with all of the parts and materials we need. 
chairs will be limited to the E-15C and E-15D Now is the time for all Harter dealers to come 
models. This concentration will enable us to to the aid of their customers. Do them and your- 
ship you more chairs than we could if our efforts _ self a real service by specifying only E-15C and 
were scattered over many different models. E-15D posture chairs until further notice. | 
Oy nAATER | 
; 1 
P ee M | io A 


OFFICE POSTURE CHAIRS | 
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IN OTHER LANDS 
(Continued from page 48) 


liaison between the office appliances industry of 
Great Britain and the kindred association of Canada, 
the Canadian Business Equipment Manufacturers 
Association. It is difficult to find any lasting benefit 
from warfare, but undoubtedly, as far as our associa- 
tion is concerned, we have gained in strength during 
the war period. This new spirit has been fostered 
by a closer bond between the members of the associa- 
tion, and has been of great value on a number of 
occasions, particularly when dealing with His Majesty’s 
government. The war years have also produced better 
liaison and understanding between this and other 
associations in the country. Looking at the position 
even more broadly, one powerful effect of the war 
has been to draw the Empire together, and today, 
particularly, I would like to express to our Canadian 
friends the admiration we feel for the way they have 
rallied to help the mother country in time of need.” 


Mutual Trade Needed For Countries 


In his address, Major Armstrong declared, “The 
chief reason I am here in Britain is with a view to 
assisting in the recovery programs of both Canada 
and Great Britain, and we are here to assist the 
British just as much as we are here to assist Cana- 
dians. I think you will all agree that Canada has a 
very warm spot in its heart for Britain, and I think 
we have demonstrated that.” 

The speaker declared he would like to see the 
British better salesmen, saying, “We all know that 
Britain supplies products of high quality, and we do 
feel in the main you could sell a lot more if they 
were properly presented. We are anxious to see you 
improve your presentation of your products, so that 
we can buy more, and you can have dollars with 
which to buy our products.” 

ti 


LONDON TYPEWRITER MAN TELLS OF WAR DAYS 


Chris A. Dyer, proprietor of Typewriter Maintenance 
Company, 7 Union Court, London E. C. 2, England, in 
a letter to OFFICE APPLIANCES tells of experiences during 
the war days and the blitz, when his firm “had more 
than enough to do repairing and rebuilding machines 
badly damaged, hundreds of typewriters just melted 
by the intense heat into unshapely pieces of metal in- 
termingled with blobs of glass.” 

Mr. Dyer describes days of “Frequent wading through 
Streets of broken glass and masses of masonry, climb- 
ing over debris with toolbag in hand to help someone 
in distress .. . making one’s way into the remains of a 
building, climbing the staircase precariously, never 
knowing if the next step forward would be safe or 
would mean a sudden descent from the fifth to the 
ground floor. As one mechanic said to me when we 
were hunting through the remains of 40 typewriters on 
the sixth floor of a blitzed building, ‘If I’m not here 
when you come back you'll know that I’ve fallen 
through.’ 

“Three times I have been on the top floor repairing 
a typewriter when a fly bomb has passed over, appear- 
ing to be so near that I could touch it. One instinc- 
tively lies down on the floor and waits for the crash. 

“Working all day and often all night, it was amaz- 
ing how we could carry on with so little sleep .. . 
traveling to and from the city during raids, always on 
the alert, traveling in a bus with a fly bomb keeping 
company just above our heads, and the driver per- 
plexed to know if he should stop, or continue his 
journey.” 

Mr. Dyer states that during the blitz he turned an 
upstairs room at home into a workshop. When not 
fire-watching he rebuilt typewriters and welcomes 
this to break the monotony of the raids. 





= THEY ARE DEMAND 





The Dyer firm was responsible for the care of type- | 


writers used by the U. S. Office of War Information, | 


including a large number of machines used by the | 
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FINEST CUSTOM QUALITY 


Regardless of price, MIDCO the Perfectlite 
Portable lamp models are, and will always be, a 
GREAT VALUE. Of course, their greatest value 
lies in their ability to provide the correct amount 
of measured light of the finer fluorescent quality, 
that is recommended for “Comfortable Seeing” 
by the Research Departments of the Lighting 
Industry. 


MIDCO’s dual reflector principle of light control | 
is unique, in that it is an exclusive MIDCO devel- 
opmen nt—different from any other type of light- | 
ing control in common use—and is solely respon- 
sible for the high efficiency output and directional | 
control of the light of the single fluorescent tube. 





| Army in France. Three of the firm’s mechanics served 


during the war, one as a flight engineer with the Royal 
Air Forces in Burma and India, another with the RAF 
ground staff in Nigeria and Italy, and a third’ in the 


| Army in North Africa, Italy, Palestine, and Germany. 
A fourth mechanic worked in a factory for the Admir- 


alty and the woman secretary in the offices of the 


| Ministry of Production. 


Mr. Dyer voices appreciation for receiving OFFICE 


| APPLIANCES each month and declares, “We appreciate 
| all that America has done for us and with us, and trust 


that the spirit of co-operation already forged may 
continue in our business relationships.” 
9 
MORE OFFICE SUPPLIES IN BRITAIN 
A steady improvement in the volume and range of 


office supplies available is reported in Britain. There 


are, of course, some items still in limited supply and 
some which cannot yet be obtained. This is partic- 
ularly the case where importation of American or 
Canadian equipment is concerned, the government 


| showing a definite reluctance to allow the import of 


any equipment if it can be either manufactured in 
Britain or done without. 

Dealers, naturally, are anxious to obtain models 
and supplies of all of the latest labor and time-saving 
devices, irrespective of the source. Governmental 
function is to relate that anxiety to terms of national 
economy and the expenditure of dollars and, from that 
viewpoint, the import of office machinery is not held 
to be an essential factor for general development of 
| British trade. There has been some relaxation in the 
case of office furniture from Canada, under the “token 
| import” plan, whereby a manufacturer with a pre-war 
market in Britain can supply 20 per cent of his prod- 
ucts free of the import licensing system which still 
applies. Price and other controls are involved in the 


| British sale of such goods. 


Standardization on all Underwriter approved | 
| and similar lines. Many essential equipment products, 


electrical parts, and metals best suited for port- 
able lamp design, with attractive and durable | 
finishes, combine to make MIDCO the Perfectlite 
portable lamp the accepted standard of highest 
quality in its field. 





4200 Series 
MIDCO the Perfectlite fluorescent desk lamp 


Descriptive literature on request. 


| 








Products for office and business use having paper as 
their base are still very short. There is an acute short- 
age of paper, and consequently of all office stationery 


records and office aids are only available as, and when, 
| paper allows. A criticism of the inferior quality of 
much of the present output of paper has been noted, 
a matter of which the office supplies makers and re- 
tailers cannot be held responsible. 

Ribbons and carbons are now in fairly plentiful sup- 
ply, although some of these are of inferior quality. 
Steel and wood filing cabinets, steel cupboards and 
safes are again procurable. All types of office furni- 
ture, desks, chairs and so forth can be readily pur- 
chased. 

Adding and calculating machines are back on the 
market, as are rotary dating machines, rubber stamps 
of all types, staplers and duplicate books. Files of all 
makes are also readily available. 

In the typewriter field, production is gradually get- 
ting into its stride, but it is inevitable that, at the out- 
set, quantities will be somewhat limited. In order to 
insure equitable distribution, many firms are adopting 
a quota system.—SATNA. 

<= —_—_ 


BRITISH DEBATE NEW BASIS FOR IMPORTS 

Some British interests are reported far from happy 
at the decision of the British and American Govern- 
ment departments to permit the resumption of im- 
ports of American products on a 20 per cent of 1937-39 
basis, especially in view of the severe problems facing 
manufacturers in England. The re-entry will be en- 


| thusiastically welcomed, on the other hand, by mer- 


MIDWEST NATURLITE COMPANY 


228 West Kinzie St. 
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chants, importers, agents, and by consumers who have, 
in many instances, been clamoring for a greater vol- 
ume of goods, special equipment, and machines from 
abroad. 

The list, which includes metal furniture, other than 
domestic furniture, appears to open the door wide to 


Chicago 10, Illinois | imports of office equipment of various types. While 
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Barkers rr street 
Fe em, TEeanen® see Mer 
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attention’ © ei ving 
n rec an the ° ° 
Gentlemen! much sarerested “interested.” This letter is reproduced 
ww e, . . 
we were VOT vere partie’ ys, the tim une for two reasons. First, we 
pulletin- on evarts, = try ine since uate , b l b : h 
od egreph wot ave peed the, an sdednes can’t help but enjoy the 


fruit of the great effort we 
have made (sometimes 
hopelessly, we thought) 
during the last few years 
to help our dealers over the 
rough spots as best we 
could. Second, it touches 
on a subject pertinent at 
this time.* 


*There is no question about it—the demand for 
Liberty Record Storage Boxes is greater than ever 
before. Ironically, raw materials—particularly where 
paper or paper-board are concerned—are just as 
stringent as ever. Therefore it behooves you to 
anticipate your requirements many months in ad- 
vance, and to ask your customers to do likewise. 
Place your orders now, even though you may not 
need the Liberty Boxes for six months. We will do 
everything we can, within the limitations imposed A D 
upon us, to see that you get your requirements. Of STA N D R 
one thing you may be absolutely certain—you will 
get your rightful share of all the Liberty Boxes we 
are able to produce. 


STOCK SIZES 





; BANKERS BOX COMPANY 


REG. U.S. PAT. OFF America’s Specialists in Record Storage Filing Equipment 


ERO] e-UCi ae -1eD @ 3.) Established 1918 


536 S CLARK ST. e CHICAGO 5S, ILLINOTES 
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“Signature” point of 14 
karat gold. Metered ink 
flow through the Capillary 
Feed prevents flooding or 
leaking. 


The Commentator match- 
ing pencil offers brilliant 
beauty and dependable, 
day after day performance. 


The Set Complete with gift box 


The Alexander pen is al- 
ways ready to write. Vac- 

U-Glide silvertone metal — 
cap contains airtite seal — 
to insure instant starting. — 




















Alexander also offers the 
No. 100 $1 pencil. The 
world’s: most practical 
mechanical pencil — de- 
signed especially for the 
use of thin lead. 












formance .. . 


writing pleasure. 


A pencil of distinguished 
performance and gleaming beauty. 
Durable, mirror-like Rodium plating. 
Especially designed to give you writ- 
ing pleasure with thin lead. 
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Twin Beauties for enduring 
















Beautiful style design . . . 
Beuutifully engineered per- 














WRITE for complete in- 
formation and descriptive 


literature. 
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this will be welcomed by distributors, if not by manu- 
facturers, it does not meet the need for specialized 
office equipment, which must still be imported only 
under special authority, which is not always, or easily, 
granted. So far as the retail trade is concerned, there 
is less objection, and even some satisfaction, in that 
the entry of American products will give them more 
goods to sell. From the public viewpoint, the avail- 
ability of goods of excellent quality, and in greater 
quantity, is something welcomed. 

Already, in certain fields, there have been official 
protests to the Board of Trade against the decision to 
resume imports at this time. It is difficult to visualize 
the Board of Trade being moved by these protests, 
however, in view of the determination to cultivate | 
American good will by granting such concessions. 

If the protests are ignored, immediate absorption is 
expected of these goods in a market which is, in many 
instances, desperately anxious to see a large volume 
of such products made available-—SATNA. 


a 





BRITISH STATIONERS IN ANNUAL MEET; 
J. W. HAMILTON-JONES RE-ELECTED HEAD 
The annual conference of the Stationers Association 
of Great Britain and Ireland was held at the Con- 
naught Rooms, London, on July 2 and 3 under the 
chairmanship of W. A. G. Morgan, William Collins & 
Company, Ltd., vice-president of the association. The 
chairman extended a special welcome to those present 
who had returned from the war Services. 
H. W. Holt, the general secretary, referred to the 
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Nip? Fr 
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The A B C of the quality 

conscious merchant .. . 











J. W. HAMILTON-JONES 


demise of LORBO and pointed out that no licenses /\ 
were now required for new business, other than in 
the food trade. He also discussed the subjects of the 
purchase tax and the sectional reports of the Sta- 
tionery Trade Investigation Committee. 
Members stood in silence as a tribute to the memory “LY 


of G. Delgado, former president of the association. 
In his annual report, Richard Lydall, chairman of 


the executive board, referred to the new sectional 

committees—manufacturing, wholesale, and retail— a 

and told how he and the general secretary had visited 

the provincial branches, where they had found evi- 

dence of life and energy. for a complete line of fast selling, profitable 


drawing, ruling, and computing devices. Top 


General Secretary Addresses Grou ; 
. ° value and exclusive C-Thru developments have 


H. W. Holt, general secretary, said of price controls: zap created consistent consumer demand. . . 
The stationery trade has not been worried by price Toke advanioce of C-Thes's unaeeeal 
controls. Only one or two Maximum Price Controls deli h a 
were in force. Other traders, particularly in the “ sagt, i tres ty 





clothing business, were subject to a good deal of fix- 
ing retailers’ margins. He had received a letter from 
one member who had wanted the association to ap- | 
proach the Central Price Control for the stationery 
trade to be controlled in the same way as were the 
travel, fancy goods and toy traders. He thought that 
needed careful consideration, inasmuch as in the | 
travel and fancy goods trade there were no maximum 

prices for manufacturer or wholesaler, and for toys 


Write for Free C-Thru Catalog 
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“ANDY 
UNITS 





OF STEEL’ 


To Be Sold From Chicago 


The Cardinal Distributing Company is a new 
organization formed to serve as sole distributor 
of Anderson-Hickey products. This is in prepara- 
tion for the period which we hope will not be too 
distant when steel and labor will be more plenti- 
ful and a suitable production schedule can be 


resumed. 


The location on the West Side of Chicago is one 
of convenience for hundreds of dealers who 
come to Chicago on business missions. It will 
make possible more favorable relations with 
those who sell "Andy units of steel" at retail and 
facilitate the services which the new company 


will be prepared to render. 


An improved line of steel equipment will be 
offered as soon as production can be attained. 
In the meantime every effort will be exerted to 
create that output which will enable us again to 
take care of the filing equipment requirements 
of our many loyal dealers. Then we shall have the 
satisfaction of soliciting your orders and offering 


tops in dealer cooperation. 


James H. Hickey, Manager 


CARDINAL DISTRIBUTING CO. 


Sole distributor for Anderson-Hickey Co. 
Fan. 5631 W. Madison Street ” 
Chicago 44, Illinois 
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there were no fixed prices, the wholesalers and retail- 
ers being controlled on a percentage basis. 

“The point is: do we as a trade want further con- 
trols?” he asked. “It must rest with you. The only 
maximum order we have is in respect to pencils and 
pens. Do we want to go to the Central Price Commit- 
tee and ask to be controlled?” 

Discussing supplies, Mr. Holt said: 

“We have made continual representations to the 
P. C. for an increase in paper supplies for all purposes, 
but for the present period we shall only receive the 
same as last year. There is an increased demand for 
stationery by commercial firms—and that demand 
| should be supplied.” Referring to requests by news- 
| papers for more newsprint, Mr. Holt said, “Let them 
| devote less space to photos of bathing belles and more 
' to news. Paper for more news should not be given 
higher priority over that for manufacturing station- 
ery, which is required by commercial firms that are 
coming back into production.” 


Hear J. W. Hamilton-Jones 


In his address to the association, J. W. Hamilton- 
Jones, Eversharp, Ltd., reiterated, “As an association 
we should nail the flag of free enterprise to our main- 
mast.” Discussing conditions in England, he said: 

“There are difficulties today about labor, materials, 
machines; controls are worse than they were before, 
and this applies particularly to foodstuffs, clothing 
and houses. Discontent is rife because people are not 
properly fed and have to spend long hours in queues 
to obtain their rations. There is a lot of money to be 
spent and very little to spend it on. 

“Some of my friends contemplate a 30-hour week 
and higher rates of pay than at present. When labor 
becomes redundant and there is unemployment in the 
land, although that may suit the artisan, the man 
who keeps a shop cannot do his job in 30 hours a week 
if he is to continue to perform his function of serving 
the public.” 

Mr. Hamilton-Jones told of a recent trip to the 
United States, saying, “Equipment there generally is 
in short supply. There is a great shortage of what are 
called ‘capital’ goods, by which is meant radios, motor 
cars, washing machines, refrigerators and household 
goods generally. Alongside this, of course, there is a 
spate of money which one of my friends described as 
‘confetti money,’ which I thought was a graphic dem- 
onstration of the way in which Americans spend their 
money on whatever there is in the shops.” 

Regarding the stationery trade in England, the 
speaker asserted, “It seems that the period of short 
supplies will continue for some time to come, but I 
hope there will be a gradual improvement. One thing 
I want to warn our retail members about is to watch 
their own stock positions carefully, once goods show 
signs of becoming plentiful.” 

In conclusion, his message to the members of the 
association was: 

“Tf, as I believe, you are against regimentation, if 
you are tired of controls, if you view with alarm the 
present tendency to make all citizens civil servants 
without rights or privileges, then I think you should 
say so, and keep on saying so. And particularly you 
should let the authorities know that we as a trade 
have no intention of becoming an accessory to our 
own effacement.” 

Mr. Hamilton-Jones was unanimously elected presi- 
dent of the association for another year. 

—q—- oe —_—— 


REMINGTON RAND CLUB STAGES OUTING 


The Remington Rand Club of Buffalo, N. Y., held 
| its seventeenth annual outing and picnic at Crystal 
| Beach August 1. A program of games was conducted, 
| with Ralph Putnam as master of ceremonies. Harry 
Ee Muse was general chairman, assisted by J. L. 
| Strong, J. J. Shanahan, F. H. Montgomery, Arthur 
| Young and Joseph Wilkinson.—GET 
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BEST SELLERS IN ARTISTS' SUPPLIES 


COLORFUL PACKAGED ITEMS 
—for holiday and year ‘round sales 


SPEEDBALL LETTERING 
OUTFIT NO. 1 


contains: 

25 Assorted Speedball Pens in four 
styles, seven sizes; 2 jars Speedball 
Inks, Speedball Penholder, 80 page 
lavishly illustrated book on lettering 
and poster art, practice papers all in 
colorful self-selling display box. 

$2.50 complete 


(Packed 6 to the carton) 


SPEEDBALL LETTERING 
OUTFIT NO. 2 


contains: 

9 Assorted Speedball Pens, jar of 

Speedball Ink, Speedball Penholder, 

Instruction book on Pen Lettering, in 

colorful self-selling display box. 
$1.00 complete 


(Packed 12 to a carton) 














SPEEDBALL CARTOON 
OUTFIT NO. 6 


Contains ink, assortment 
of pens and a fine instruc- 
tion book on cartooning. 
Flashy cartoon cover on 
box makes this one a fast 
seller. 


$1.00 complete 


(Packed 6 to the carton) 










ARTONE CLAY 
MODELING OUTFIT NO. 2 


A complete unit for elementary 
modeling. Contains three wire 
armatures (1 figure, 1 animal, 1 
head and bust), three modeling 
tools, eight half-pound bars of 
permanently plastic clay. Has 
complete illustrated instruction 
book on clay modeling. Colorful 
display box 114" x 14”. 


$3.00 complete 


(Packed 12 to a carton) 





1G. CLAY 


Par 
)  acacam 


NOTE: All sets shown above sold in multiples of 
carton quantities only. 

















INCREASED DRAWING PENCIL SALES 
with this complete Promotion Display 


Let this one-half gross display of popular 10c Microtomic 
“Van Dyke” Drawing Pencils go to work for you today. 
Compact and attractively designed this SILENT SALESMAN 
sells by keeping in full view an assortment of the fastest selling 
degrees for quick, over-the-counter sale. 


BRINGS YOU $7.20 


You get these 
FREE! 


1. An eye catching 
counter display. 

2. An Eberhard 
Faber direct mailing 
in YOUR NAME 
with sample pencil 
to a list of drawing 
pencil users chosen 
by you. 

3. Descriptive cir- 
culars for consumer 
use. 

4. Point of sale tie- 
in with national 
advertising. 

5. Additional sales 
promotion helps. 





Are you on our mailing list to receive our 
monthly dealer news? 


DEALERS! 
Write today for 
Wholesale Discounts 
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FIRMS MUST PRESERVE RECORDS FOR OPA 

Manufacturers, wholesalers, retailers, and all other 
persons required under price control regulations to 
have kept records, must preserve them until July 1, 
1947, the Office of Price Administration has announced. 
The action, Supplementary Order 167, effective as of 
June 30, 1946, was taken in order to enable OPA to 
carry on the powers and duties directed to it under 
the Executive Order 9745 signed by President Truman 
on June 30, 1946. The executive order authorized OPA 
to continue all the functions, powers and duties vested 
in it by the Emergency Price Control Act of 1942, as 
amended, and the Stabilization Act of 1942, as amend- 
ed, which did not terminate by expiration of those acts 
on June 30, 1946. 

OPA pointed out that Section 1 (b) of the Emer- 
gency Price Control Act of 1942, as amended, provided 
that all regulations, orders, price schedules and re- 
quirements shall be treated as remaining in force for 
the purpose of sustaining any proper suit, action or 
prosecution with respect to offenses committed or 
rights or liabilities incurred on or before June 30, 1946. 
The action assures OPA that all records, books, ac- 
counts, invoices, sales lists, sales slips, order, vouchers, 
contracts, receipts, bills of lading, correspondence, 
memoranda or other papers required to be kept under 
price control will be preserved in keeping with the con- 
tinuation of its enforcement duties for violations com- 
mitted before June 30, 1946. 


o 


WOOD DESK AND CHAIR PRICES INCREASED 

On August 1, OPA announced increases in manufac- 
turers’ prices on wood desks and chairs. The increase 
on desks is 11 per cent and on chairs seven per cent. 
Dealers are permitted to raise prices only up to the 
amount of the dollar increase in cost to them. Their 
adjustment is not on a percentage basis. 


o 


SUPER-SENIORITY FOR VETERANS? 

The United States Supreme Court has ruled recently 
that World War II veterans do not have claims to jobs 
superior to those of non-veterans. This is contrary to 
the steadfast position taken from the outset of the 
enactment of the re-employment law by the Selective 
Service System. It has insisted that for a period of 
one year from the date of re-employment veterans had, 
as a right conferred upon them by Congress, an abso- 
lute right to their jobs, regardless of seniority held by 
non-veterans. However, employers should not be too 
hasty in jumping to conclusions. 

Gist of the supreme court decision is this: Veteran 
seniority involves not only the time the veteran 
worked for the employer before entering the service, 
but his time in the armed forces, as well. That is, 
military service is treated as though the veteran were 
on leave of absence. His seniority continues to accrue 
for the period of his military service, but it does not 
increase beyond this point, or become absolute. 

Example: A veteran worked for four years in the 
establishment before entering service, and he served 
for three years in the armed forces. His total seniority 
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A Brand New Chalk 
& Eraser Set, 24 
Sticks of Alpha 

Dustless Chalk, 1 
Weber Noiseless 
Dustless Eraser 





The Popular 
Style “T” 
Portable Wall 
Blackboard 








Yes, here's the right combination—a good black- 
board and a practical, useable chalk and eraser 
set handsomely packaged in a black and red- 
orange container. A lot of people want and 
need just such a combination—in the home, 
office, shop, store, hotel, lecture room, railway 
and bus terminal. The market is there! 


If you are a dealer, write for your FREE copy of 
Commercial Catalog No. 55. It will tell you about 
the complete Weber Costello line of BLACK- 
BOARDS, BULLETIN BOARDS, CHALK, ERASERS, 
ART MATERIALS, MAPS and GLOBES. Address 
Dept. OA-86. 


WEBER COSTELLO Company 


Manufacturers Dept. OA-86 Chicago Heights, Illinois 
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USE— 
COPYBRITE TYPE AND PLATEN CLEANER 


Its penetrating ability actually frees the solid accumulation of dried 
ink, lint and ribbon fabric which clog the type characters in nor- 
mal machine use. 

It is imperative that type be clean when “cutting” a stencil, and 
COPYBRITE TYPE AND PLATEN CLEANER renders this MUST" 
a mere 40-second routine operation. 

Freshens and imparts new life to Platens and Duplicator Impres- 
sion Rolls. 

Vigorous brushing and splattering is unnecessary with COPYBRITE 
TYPE AND PLATEN CLEANER. 


The action is “IN” the fluid. 





COPYBRITE USE 
T nd Platen Cleaner 
is” tndianamenhe for COPYBRITE 
proper maintenance of 
TYPEWRITERS TYPEWRITER 
1 
ADDING and BILLING ae 6 eons 
MACHINES STENCILS 
MULTIGRAPHS STENCIL INK 
CHECK WRITERS 
RUBBER STAMPS CORRECTION FLUID 
and Similar Office ALCO UNITS 
tea ALCO FLUID 
Seiten on steed «© GELATIN ROLLS 
acid. Will not harm enamel, HECTO CARBON 
re COPYINX HAND 
NON-INFLAMMABLE CLEANER 
Will not burn or explode. 








COPY PAPERS Inc. 


700 WEST LAKE ST....CHICAGO 6, ILL. 


‘Do GE Right urth Copy brite g 


OFFICES IN ALL PRINCIPAL CITIES 
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is seven years. He can “bump” non-veterans with less 
than seven years’ seniority, but he cannot displace 
non-veterans with more than seven years’ seniority. 

Meantime, many employers have been guided by 
Selective Service interpretations, and face possible lia- 
bility because of the Supreme Court decision. They 
are concerned lest other Selective Service rules and 
regulations now in effect may be ruled against by the 
highest court. 

Recognizing the unfair position that employers find 
themselves in, where they may be damned if they do, 
and damned if they don’t, a bill (HR 6035) has been 
introduced in Congress. This measure is intended to 
relieve such employers of liability where they have 
acted in good faith, and have depended upon rulings 
and interpretations of Selective Service, or courts or 
arbitrators in respect to re-employment of veterans, 
and where such rules and interpretations have been 
later amended, reversed or rescinded.—HJA 


et 


STORE TELEPHONE IS A BUSINESS ASSET 

Competition is coming back. And with competition 
is coming the necessity for awareness of every factor 
helping to build and hold business for the office 
equipment store. Certainly one of the most impor- 
tant parts of any modern retail institution is going 
to be the firm’s telephone and the way it is used 
will determine its effectiveness as a business-getter 
and a business-winner. When the customer calls there 
are a number of pointers every person in the store 
who answers the telephone should have firmly in 
mind. These are: 

Answer promptly—It’s good manners. The caller 
may be one of the store’s best customers, and the 
longer he has to wait for the call to be answered 
the unhappier he is going to become. 

Speak distinctly—When callers ask one to repeat 
something attention should be given this point. A 
mouthful of cigar, chewing gum or pencil doesn’t 
help, either. " 

Identify yourself immediately—The caller will want 
to know first to whom he’s talking and it save a lot 
of mistakes on wrong numbers. 

Keep information handy—Being able to answer a 
prospective customer’s questions immediately about 
price or data assures that customer that we know 
our business. 

Don’t bang down the receiver quickly—Let the other 
fellow hang up first. A customer may change his 
mind at the last moment after all—RAL. 
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INSERTS HELP EATON PAPER SALES 

The Eaton Paper Corporation, Pittsfield, Mass., is 
including in nearly every box of Eaton’s Fine Letter 
Paper a printed insert, in order to do a special selling 
job. These inserts, according to the manufacturers, 
are designed to secure reorders from persons who have 
purchased open stock papers, to make staple or open 
stock sales to persons who have purchased Eaton’s 
seasonal or high fashion papers, and to create greater 
consumer appreciation for Eaton products. 

The reorder card placed in all boxes of Eaton’s 
open stock papers is designed to be mailed to the 
store where the original purchase was made. 

The informative inserts include Eaton’s special 
offers and descriptions of the papers’ characteristics or 


watermarks. 
>> o__—_ 


NEW MEMBER IBM QUARTER CENTURY CLUB 

Miss Teresa H. F. Fries of West Endicott, N. Y., has 
become a member of the International _Business Ma- 
chines Quarter Century Club. She has completed her 
twenty-fifth year with the corporation and is now in 
charge of mail distribution in Endicott. She joined 
IBM in 1920 as a purchasing department clerk. She is 
the sixth woman from the Endicott plant to become 
a member of the club.—GET. 
1946 
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Yours... for Quick Turnover 


® The full color lithographed display you see above is only part of the 
1946 promotional plan that is giving Waterman’s Ink a faster 

turnover than ever before. 

@ Notice the theme “the Ink that goes up to 3 times as far on one filling” 
It’s the same theme that’s being promoted in full color ads in the 
Saturday Evening Post, Collier’s, Look, Esquire—and Sunday newspapers 
from coast to coast. 

e And it’s the same theme your customers will hear over and over again 
this Fall on GANG BUSTERS—the most popular half hour radio program 

on the American Broadcasting network. 

® With school and fall business just ahead, it’s good business to get your 
orders in now for Waterman’s Ink. You'll need plenty of Blue Black, 
plenty of Washable Blue. In fact, you’ll need plenty of all 8 colors 

—to retail at just 10¢, 

L. E. Waterman Co., 344 Hudson Street, New York 13, N. Y. 


Waterman's 
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FOUNT-0O-INK 


INSTANT ACTION 


THEY SELL 
THEY PLEASE 


THEY REPEAT 





Fount-O-Ink is a full 
line. They are suited to 
every writing need and 


every human prefer- 





ence. They open doors 
to new business and 


build volume through 







customer satisfaction. 


Capillary pen 
Actually fills itself! 
Automatic ink supply. 

No Messy 
Well filling ever! 


GREGORY FOUNT-0-INK CO. 


3501-11 EAGLE ROCK BOULEVARD 
LOS ANGELES 41, CALIFORNIA 











HOUSE OF WREN MOVES TO PERMANENT HOME 
(Continued from page 28) 


for display is kept neatly arranged and properly 


tabulated in all departments. 
The second floor is beautifully laid out with both 


_ individual furniture pieces and suites, with shrewd 


attention to detail, for the office planning department 
is here and an able consultant is always available. 
Wren’s specialize in office surveys, planning and 
equipment. 

Wall-to-wall broadloom carpeting covers the entire 
second floor as it does in Mr. Wren’s private office. 
It is very effective as a background for the nice empha- 
sis on details for the office or in the home, and for 
either man or woman. Appropriately, Wren’s have 
imported inlaid desks, cases, chairs, and so forth, as 
well as metal or wood units on display, any of which 
can be harmonized in combination with almost any 
choice of furnishings. 

One of the most popular current furniture demands 
is for the new sledge-based furniture. It has developed 
into one of the greatest demands in recent years. 
The ease in moving it is in no way hampered by 
the flush-to-floor, back-set ledge that leaves ample 


| toe-space all around. Mr. Wren chose this type desk 


for his own private office where he has gone in for 
severity of line without sacrifice of comfort. 


Office Planning Service Featured 


From the smallest office unit to the entire suite or 
building, Wren’s are able to assist in arrangement 
and equipping for business, for they measure, plan 
and estimate, going into every phase of the customer’s 
need from floor plan to the last word in supplies. 

Pictures are used cleverly, serving a dual purpose 
as they are placed so that they catch the eye of the 
customer and at the same time give the effect of 
store decoration. Further, they bring out the impor- 
tance of well-chosen wall decorations for the place of 
business as well as the home. 

Wren’s also have their own laundry. That is, they 
have a complete department for washing office ma- 
chines, adjacent to their repair department. This 
and the furniture refinishing department are on the 
third floor, which is reached by a freight elevator and 
enclosed stairways. The third floor is also used for 
bulky storage. 

Since they were anxious to get into their new 
home, this floor is not arranged permanently as yet. 
The plan is to carry through the _ streamlined 
efficiency that obtains in all other divisions. 

J. L. Wren started in the office supply business with 
his uncle, D. W. Collins, of the Western Bank and 
Office Supply Company, back in 1939. His first venture 
was a small section in the First National Bank 
Building at First and Robinson. From there he 
moved to the ground floor space in the Medical Arts 
Building at the corner of First and Broadway. Later 
he expanded his business and moved across the 
street to 111 W. First St., in 1944, and now is in 
his own building at 207 N.W. Second St., where there 
is every evidence that business will flourish. He is 
all set to meet expansion with a corps of 40 efficient 
salespeople to take care of the trade. 

<onipnciiblcigpiiincas 


ANNOUNCE SALE OF GROSS-FEIBEL COMPANY 

Sale of the Gross-Feibel Company, manufacturers 
of safes, vaults and safety boxes, one of the oldest es- 
tablished foundries in Hillsboro, Ohio, was recently 
announced. The new owners include Walter W. Petry, 
Cincinnati, Ohio, president and general manager; 
Virgil Bullen, Harrison, Ohio, treasurer and plant su- 
perintendent; and Amos G. Smith, Hillsboro, vice- 
president and secretary. Chief stockholder in the for- 
mer company, C. B. Gross will be retained in an ad- 
visory capacity. The plant was founded in 1908 and is 
known throughout the United States and other coun- 
tries for its products—AK. 
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GREAT LAKES TRAVELERS CLUB NOTES 

At the regular Friday luncheon meeting of the Great 
Lakes Travelers Club held in the Sherman Hotel, 
Chicago, on July 12, Glen Chambers, Weis Manufac- 
turing Company, was welcomed back to activity. Glen 
broke some bones in his left ankle some weeks ago and 
is still under doctor’s care. In another four weeks he 
should be restored to full function. 

Another welcome visitor was Karl E. Castle, Walcott- 
Taylor Company, Washington, D. C. Karl is still a 
member of GLTC, even though his business connection 
has taken him out of the territory. 

Golf dates announced at the meeting were the sec- 
ond GLTC tourney scheduled for Olympia Fields on 
August 21, and the Northwest Travelers Club events 
at Milwaukee on August 23 and St. Paul on August 19. 


.* @: 2 


Burgess, Sanford Ink Company, and Jim Adelman, 
Standard Business Machines Company, were accepted 
into membership. 

It was reported that Carl Kaufman, Speed Products 


town, Iowa, awaiting an operation on his eyes. 

The meeting closed with reports on various golf 
tournaments and plans for the coming National Sta- 
tioners Association convention. 

co o—_ 


EVERSHARP, INC., APPOINTS A. C. HOWARD 
Alfred C. Howard, former general manager of Fair- 
| banks, Morse and Company, Beloit, Wis., has been 
: named vice-president in charge of manufacturing of 
Eversharp, Inc., it was announced recently by Martin 
L. Straus II, president. 

At the same time, Straus announced the appoint- 
ments of Edwin P. Hart, Chicago, as controller of the 
company, and John W. Dean, Jr., of Akron, O., as 


N. Y., plant. 
Mr. Howard, who has been associated with Fairbanks, 


of Eversharp’s rapidly expanding manufacturing oper- 
ations at four plants. 

Mr. Hart joined Eversharp as controller after two 
years as a Staff specialist with Frazer and Torbet, 


two years as comptroller’s special representative in 
the Oil Well Supply Company, subsidiary of United 
States Steel Corporation, and later as a negotiator for 
the Price Adjustment Board, Great Lakes Division, 
Corps of Engineers. 

Mr. Dean, prior to his appointment as manager of 
the Eversharp plant in New York, was associated for 
18 years with the Firestone Steel Products Company 
and the Firestone Aircraft Company at Akron, Ohio. 
During this employment he directed manufacture of 
automobile parts, subassemblies and fabricated C-46 
aircraft units. 
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J. L. MAY NOW SHIPPING CALENDAR PADS 
The J. L. May Company, 111 W. 19th St., New York 
11, N. Y., recently informed the trade that they are 
now shipping 1947 calendar pads. The sizes of these 
pads range from 144 x 1 to 20 x 15 inches, printed in 
black ink, or black and red inks, on white stock. 
The May calendar pad line also includes many 
fancy pads, printed from reverse plates in color on 
india tint stock, as well as several numbers in Spanish 
on white stock. 
“<a 


OTTAWA TYPEWRITER FIRM TO NEW HOME 

The Federal Typewriter Company, Ltd., recently 
moved to a new and attractive location at 134 Queen 
St., Ottawa, Canada, announced Edward R. McNeill 
president. Grand opening of the firm, which was 
established in 1898, was held on July 22. 
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At the regular monthly business meeting of GLTC 
held in the Sherman Hotel, Friday, July 26, Norbert | 


Company, was in the Deaconess Hospital, Marshall- 


manager of the company’s new Long Island City, | 


Morse and Company for 30 years, will assume charge | 


4 Chicago accounting firm. Prior to that he had served | 






GENTLE AS A KITTEN 


for fountain pens... 
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A LION for sales! 


Big four-color advertisements in lead- 
ing national magazines and week-end 
»apers are booming sales for Carter’s 
pay 2 
Fountain Pen Ink! 
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Carter’s Ink is quick drying, non- 
corrosive —safe for every pen. Comes 
in 9 brilliant shades for every use. 

Feature the 15¢ Oval bottles for 
bigger sales! And be sure to carry 


Washable Blue: 
for children, hospitals, etc. 





Carter’s Cube Bottles—America’s 
* Ss é ( bj s! 
Hunting Red: most popular 10¢ ink 
for contrast and ledgers For office use: Carter's Fountain Pen 


Inks in gallons, quarts, pints, 25¢ exeeu- 
tive size! 













Forest Green: 
it’s easy on the eyes 









Beaver Brown: Raven Black: 
handsome, distinguished another fine washable ink' 
















American Blue: 


best-seller everywhere 
. # 


Tulip Purple: 


adds to personal letters 


Carters 4biad Ink 


starts tést-dbies test-hefes pers last 
THE CARTER'S INK COMPANY, BOSTON, MASS. 
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Samer Pex 


Midnight Blue-Black: 
all purpose favorite 









Midnight Black: 
shown in popular 10¢ size 

























BANDES OFFICE ACCESSORIES 


for over 40 years 


When considering your source of supply on office 
accessories, price is important; Lut even of greater sig- 
nificance is the firm behind the product. For over 40 
years Bandes has been meeting competition with quality, 
service and dependability. On your next office accessory 
order consider the price, yes, but remember that Bandes 
offers “time-tested” products that build sales volume 
through rapid turnover and repeat business. 





BANDES 


“SUPERTEX” FLOOR MATS 


Here’s an office necessity that is offered with a per- 
petual guarantee against defects, wear, discoloration, ete. 
Compare this with the usual lack of guarantee on ordi- 
nary floor mats and you can see that this Bandes 
“Super-tex” selling point is hard to Leat, especially when 
the price is so reasonable. 

Protects rugs and carpets—Prevents damage from cigar 
and cigarette ashes and sparks—Gives longer life to all 
floor coverings—Chairs move easily over its smooth 
surface. 

Bandes “Super-tex” Floor Mats are availa’ le in large 
quantities for immediate shipment in three colors, to 
match walnut, mahogany and green. Sizes: 36 x 48”, 
48 x 48”, 48 x 54”. 


JULIUS BANDES & €0., INC. 


126 W. 22nd Street New York 
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NEW EQUIPMENT, DEVICES AND SUPPLIES 
(Continued from page 40) 
Sompany, 652 N. Robertson Blvd., Los Angeles, Calif. 
The manufacturers claim that the device actually 
perforates the paper, preventing erasures, fill-ins, or 
alterations. This is accomplished by a small case- 
hardened steel roller fitted into the end of the highly- 





oolished aluminum barrel. The check is placed on a 
dlotter and the Chek-Protek is rolled over the written 
imounts. 

The device, perfected by James Reid of the Reid 
Manufacturing Company, retails for $1.00. 


= 
ROYAL SUPPLY SALES UP 18 PER CENT 


Sales of Roytype carbon papers and ribbons for the 
first half of 1946 show an increase of 18 per cent 
over the sale period of last year, it was recently 
announced by James F. Vreeland, Roytype sales man- 
ager, Royal Typewriter Company, Inc. 

To handle the rapidly-expanding sales, many addi- 
tional carbon paper-coating machines have been 
placed in operation in Royal’s new Hartford, Conn., 
plant, and a night shift has been added. 

Mr. Vreeland also stated that the Roytype divi- 
sion has more than 175 salesmen devoting their entire 
itime to the merchandising of supply products. Carbon 
papers, ribbons and allied suppies are distributed also 
ithrough 1,000 dealers in the United States and 
‘foreign countries. 
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CARTHAGE TYPEWRITER SHOP IS REOPENED 


L. D. Robertson, typewriter firm operator of 

Carthage, Mo., who had closed his shop in 1942 to 
‘2ngage in similar work at Camp Crowder, Mo., for 
ithe Army, has reopened a shop at 200 Grant St., 
‘in Carthage. 
During his years at Camp Crowder, Mr. Robertson 
iwas in charge of the shop at that post, responsible 
ifor the maintenance and repair of all typewriters, 
jadding machines, dictating machines and other 
isimilar office equipment, not only for Camp Crowder 
tself, but of a district including a number of Army 
camps. 


ee 


BLIND TYPIST PROVES HER EFFICIENCY 


A vocation as a typist is recommended to the blind 
by pretty 34-year-old Marjorie Mayse, blind employee 
at Winter General Hospital, Topeka, Kans. Hospital 
officials recently announced that she was one of the 
most efficient typists at the institution. 

Miss Mayse came to Topeka from Ashland, Kans., 
and studied typing at a business school. After finish- 
ing her training, she said it was difficult for her to 
obtain a job. Employers were doubtful about hiring a 
ioblind typist, she explained. 
| However, when she proved by conscientious work 
shat she really could do the job, she was finally hired. 
| “A conscientious worker can land a job by proof 
jof his work,” she pointed out.—GMH. 
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@ FOCUSES LIGHT ON THE WORK— 
AWAY FROM WORKER'S EYES 


@ DEEP WELL REFLECTOR —directs 
light more accurately 


we @ SNAP-OUT TUBE CONNECTION 


i @ CLEAR WHITE REFLECTOR—baked 
“s enamel finish 


y © @ IMPACT RESISTANT PLASTIC 
] CONSTRUCTION 
I —--~ @ STURDILY BUILT FOR YEARS OF 
i EFFICIENT LIGHTING 
Designed Specifically for use with your Elliott-Fisher 
OFFICE 


MACHINE 

The Tru-Lite Office Machine 
Light embodies al! of the fea- 
tures of the Tru-Lite Desk Light 
except that it has a bracket that 
attaches Wirectly to the ma- 
chine—travels back and forth 
with the head of the machine— 
keeps the light constantly on 
the work. Itis available in richly 
finished gray to biend with 
other office appointments. 


Price f.0.b. 
Chicago 
($1.00 add’! $7] 19 
West of Rockies) 
Bulb and D.C. Rectifier extra. 
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STEP UP WORKER’S OUTPUT 
AND LESSEN FATIGUE WITH TRU-LITE 


Single Tube Lighting With Two Tube Efficiency—The new Tru-Lite 
gives you all the advantages—the streamlined beauty and light weight 
possible only in a single tube fixture—plus the intensity of light produced 
by the ordinary two tube fixture. This is made possible by Tru-Lite’s 
exclusive deep well reflector design that directs rather than spreads the 
light, making use of 40% more of the available light intensity than the 
ordinary fixture. 
Completely Flexible—The Tru-Lite is hinged at FOUR separate 
places to insure complete flexibility. No matter where the work is 
placed on the desk, the Tru-Lite can be positioned to throw light directly 
on the work. 

Two Handsome Colors to Harmonize with Any Office. 

The Tru-Lite is available in satin finish pearl gray with matching gray 
shade, or in mahogany brown with matching shade. 


‘21 


STANDARD BUSINESS MACHINES 
542 S. Dearborn Street » Chicago, Illinois 












Immediate Delivery 
Price f.o.b. Chicago ($1.00 add'l West of Rockies) 


Bulb and D. C. Rectifier extra. Shipping Weight 
Approx. 8 Ibs. 





Gentlemen: 
Please ship us at once the following TRU-LITE LAMPS 


[] True-Lite Lamps for General Office Use 


[] Pearl Gray 
[] Mahogany Brown 


NAME 
FIRM cancel 


ADDRESS —— 


Wisi te tr eosin’ ea ad li lee ee aun ain saw in cn ene ens ath ninape dip es 















+—— STANDARD OFFICE MACHINE HEIGHT 
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SELL WELLS 
SELL WISELY 
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No. 601 


: | $ 15309 ex. vist 


F.O.B. Factory 


SPECIFICATIONS 


7 Size: 18” x 32” 


Height: 26” 
Size of Legs: 
11%” Square 
Top: %4” Thick 
Made of Hard Alder 
Wood 


Packed 4 to carton 
K. D., Shipp. Wet. 
80 Ibs. 


15,000 Units Only 
6,000 Walnut Finish 
9,000 Golden Oak Finish 
First Come - First Served 


Meet us at the 
N.S.A. Convention 


Booths 


J3-J4 


A cordial welcome 
to ALL 









.. #5 HARDWOOD fhroughout 


A bull’s eye—that’s how perfectly Wells No. 601 hardwood 
table meets the requirements of the industry. And the orders 
pouring in prove it. Wells No. 601 is not just an ordinary 
table—it’s a unit built especially for the job—a perfect work- 
ing companion for typewriter or office machine. Sturdily 
built—handsomely finished—here is a “natural” with which 
to boost sales. 

There are 15,000 tables available—6,000 Walnut finish— 
9,000 Golden Oak finish. So ... send your order in today 

remember the supply is limited to 15,000 tables. First 


come . . . first served. 


Only 15,000 of these Tables Available 
WE ARE SHIPPING NOW! 


725-33 SOUTH 
LASALLE STREET 
CHICAGO 5, ILL 
TEL. HAR 1100 


COM PANY 
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WILLIAM H. TAYLOR 

William H. Taylor, well known to the industry, suf- 
fered a heart attack at his home, 400 Riverside Dr., 
New York, N. Y., on July 4 and died the following day. 

Born October 4, 1886, Mr. Taylor had a long career 
in the office machine field, both at home and abroad. 
After operating his own office machine business in 
Baltimore, Md., for many years, he joined the General 
Typewriter Company, New York City, as export man- 
ager. Later he was connected with the United Type- 
writer Company, and became associated with the 
Regal Typewriter Company, Inc., both of New York 
City, continuing until 1935 as export manager. From 
January, 1935, to April, 1942, he was connected with 
the Remington Rand Company in the capacity of 
wholesale portable typewriter representative. 

Surviving is an only son, W. T. Taylor. 
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EDWARD C. JENNER 

Edward C. Jenner, 71, who many years ago served an 
appenticeship with Tucker & Hanford, lithographers 
and forerunner of the stationery firm of Lowman & 
Hanford Company, Seattle, Wash., died recently in a 
Seattle hospital after a long illness. 

After four years with Tucker & Hanford, Mr. Jenner 
joined the art department of the Post-Intelligencer at 
Seattle and later established his own art agency. Re- 
tirement came several years ago. 

Surviving are the widow, Bertha; a daughter, Mrs. 
James A. Leckenby of Mt. Vernon, Wash.; a son, Rob- 
inson C. Jenner, Seattle; three brothers, two sisters 
and six grandchildren.—CML. 


- k i 


JACOB CHRISTIE FISCHER 

Jacob Christie Fischer, 67, Kansas representative of 
the Adams Brothers Salesbook Company, Topeka, 
Kans., died of pneumonia on July 18 at the Lawrence 
Memorial hospital, Lawrence, Kans. 

Mr. Fischer was born on a farm near Perry, Kans., 
and had been a resident of Baldwin for 48 years. 
He attended Baker university at Baldwin for three 
years. 

Surviving are the widow, Mrs. Maude Fischer; three 
daughters, Mrs. J. M. Montgomery, Kansas City, Kans.; 
Miss Merele Fischer, Red Cross field worker in the 
Philippines; and Mrs. Jean King, Houston, Tex.—_GMH. 
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FRED A. ROMMEL 

Fred A. Rommel, 63, stationer in Wilmington, Del., 
died at his home there July 26 of a heart attack. 

Born in Wilmington, Mr. Rommel was educated 
in that city’s public schools. He was a son of the 
late John A. Rommel, who for many years operated 
a cigar store at 105 West Eighth St., Wilmington, 
later converted into the Rommel’s Inc., stationery 
store which Mr. Rommel operated for 18 years. 

Mr. Rommel was a member of the Wilmington 
Chamber of Commerce and formerly was active in 
the Knights of Columbus. 

Surviving are the widow, Mrs. Ellen Beaver Rommel; 
and fours sisters, Mrs. Raymond B. Moore, Mrs. J. H. 
Dougherty, Mrs. E. J. Brick, all of Wilmington, and 
Mrs. William J. Thudium of Haverford, Pa.—BJ. 
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SELL BOOK STORE AT BELLEVILLE, KAN. 

The Cameron Book Store of Belleville, Kans., which 
has been owned and operated by Mrs. R. Cameron for 
26 years, was sold recently to Miss Meda Lowe and 
Miss Florence Lowe, who took possession July 22. The 
new concern, after redecorating and remodeling of 
the store building, will operate as the Book and 
Novelty Shop.—GMH. 
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Consistently 
Smooth Motion, 






“with 


The patented “Equi-Balanced” 
action in our revolving, 
tilting chair controls 

means smoother, 

easier motion ... Modern in 
design, the controls are 
all-steel constructed 

to give enduring 


comfort and ease. 


COLLIER-KEYWORTH CO. 


GARDNER, MASSACHUSETTS 
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Good Business Thinking 


Starts 


at the Office Desk! 








The contribution of women to business would occupy 


an important chapter in the history of 20th century 


commerce. Needless to say, management realizes that | - 


efficiency is the sum total of the right person for the job 
plus the right tools with which to work. JASPER DESKS 
have always been popular with the ladies as well as men. 
We've always believed that well-adjusted desk workers 
contribute toward greater office efficiency. So long as 
business women receive a psychological lift from working 
at JASPER DESKS, we'll continue 
bending every effort towards living up 


to their expectations. 


JASPER, INDIANA 
MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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| TYPEWRITER SUPPLIES INDUSTRY GIVEN SALUTE 


The radio station KYW Valley Forge Caravan, spon- 
sored by the Adam Scheidt Brewing Company, Norris- 
town, Pa., with Donn Bennett as master of ceremonies, 
recently gave the following salute to the typewriter 


| supplies industry: 


“Three very outstanding hosts, the world’s foremost 
in their field, are honored around the Caravan stage 


| with this 127th tribute. We refer to Remington Rand, 





Inc., J. C. Graff, manager of Remtico supplies division; 
Royal Typewriter Company, Inc., W. S. Daniels, man- 
ager; and Keelox Manufacturing Company, represen- 
ted by R. V. Bowman. Today, there are no products 
more universally in use in use in business offices than 
inked ribbons and carbon paper. Without both of these 
products, typewriters and other business machines 
would be useless and much of our business and com- 
mercial life would slow down and halt. It is easily 
seen that the quality of typewritten work is dependent 
upon the ribbon, and the quality of the carbon copies 
upon the selection of a good carbon paper. The world’s 
largest producers of typewriter supplies inform us 
that laboratories are maintained today under the 
supervision of skilled chemists who are constantly at 
work improving the existing products and discovering 
new combinations of raw materials which were un- 
heard of when the industry was in its infancy and 
carbon was nothing more than lampblack and lard. 


“Cyrus Parkman Dakin was the first man in the 
United States to produce and sell carbon paper. He 
claimed the original invention in 1823. Carbon paper 
was then listed as ‘manifold writers’ and little was 
sold. Lebbeus H. Rogers first saw the possibilities of 
carbon paper as an implement in business and is also 
credited with the pioneering work in the production 
of ribbon. He obtained the first government order for 
$1,500 worth of manifold books which consisted of 
letter sheets interleaved with carbon paper for dupli- 
cate copies. 


“From this humble beginning, the typewriter sup- 
plies industry has advanced to a major position in 
American business. Through the war years, the type- 
writer supplies industry performed outstandingly in 
fulfilling requirements for their usual as well as special 
articles for government and industry. The manufac- 
ture of business machine ribbons requires skillful 
workmanship and ‘know-how.’ To meet the demands 
of the most meticulous user has always been the goal 
of the industry that we happily honor tonight. As all 
American business will attest, they have succeeded 
admirably.” 


WEDD I. 


Orville R. Snapp, assistant editor of OFFICE APPLI- 
ANCES and long an adherent to the freedom of bach- 
elorhood, fought a long but, finally, losing fight to 
maintain his single status. On July 18 he was married 


| in Chicago to Miss Barbara Catto, formerly of Mon- 


| treal. 





Mr. Snapp has been opposed to a loan to 
England but reasoned that the accounts would be 
somewhat evened up if he attached himself to one 
of His Majesty’s former subjects. A vacation trip, by 
air, to Canada in August is in the nature of a some- 
what belated honeymoon. 


Earl Collins, well known as a sales representative 
of Rockwell-Barnes Company and also as secretary 
of the Great Lakes Travelers Club, was married to 
Betty Sheldon on June 22. The ceremony was per- 
formed in Lansing, Ill. Miss Sheldon was formerly a 
resident of Eau Claire, Wis. 


Miss Lillian Freeman, secretary to Edw. C. Rohrs, 
Chicago manager for Eaton Paper Corporation, was 
married to Dudley Farrell on Saturday, August 3. Mr. 
and Mrs. Farrell are spending their honeymoon in 
Canada at Banff and Lake Louise. 
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You're looking 
at three more 


prime prospects 


(...for your 
profit - protecting 
Victor Portable! ) 


THE DRUGGIST loses money on 
folks who always come to browse 
instead of buy. Yet that bitter pill 
is a lot easier to swallow than an 
unpalatable concoction of incor- 
rect inventory figures, dubious 
sales totals, and erring expense 
records. In all these business ill- 
nesses you are qualified to admin- 
ister treatment with... why sure! 
.a Victor Portable. 


THE AIRLINE EXECUTIVE who buys 
adding machines has both feet on 
the ground in demanding fast and 
accurate figures. Last-minute flight- 
plan changes can alter an air- 
plane’s flying stability. And an 
over-ocean Clipper can’t just pull 
off the road to have its load re- 
arranged. Doing that job before 
take-off, doing it quickly and right, 
is a specialty with your Victor 
Portable. 


THE MILLINER naturally hates to 
see her business going to the dogs, 
as inthis Victor ad running nation- 
ally now. But chances are she’s 
losing a lot more profit by pinning 
her figure-work faith on a pencil. 
Prove to her that the smart way 
to handle the financial end of 
fashion is with a heads-up Victor 
Portable. It'll be a feather in your 
hat...and money in the bank! 












OFFICE APPLIANCES, August, 1946 











More serious monetary misfortune comes from guesswork addition—is 


easy to alleviate with an accurate Victor Portable Adding Machine. 
Fast relief from package-goods-inventory pain. The right prescription 


1 THROWN FOR A LOSS in the “library”? At times, what druggist isn’t! 


for curing accounting sluggishness in all departments. 





as every airline executive knows. But you’re RIGHT in considering the 
little machine that beelines baggage and cargo weights . . . that whips 
out engine-overhaul-hours figures . . . that handles airway paperwork 
with down-to-earth accuracy. That’s—you guessed it! A Victor Port- 


able, of course! 








HOLD ON TO YOUR HATS! But what milliner 
can—always? You can get a good grip on inven- 
tory, stock control, lay-away records, and buying 
clubs with a Victor Portabie. If you’re in business 
of any kind, a 10-Key or Full-Keyboard Victor 
Portable will keep your finger on it! Your Victor 
dealer is in the Classified. Phone him for a money- 
saving demonstration, now. Victor Adding Ma- 
chine Co., 3900 N. Rockwell St., Ci hicago 18, Illinois. 





2 WEIGH SOME THINGS CAREFULLY — and you'll still go wrong. . . 





VICTORE 


ADDING MACHINES 
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No. 14L Letter Size 
No. 14C Legal Size 
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MACEY 
FRANCHISE 
It's a wise business man who plans today for tomorrow. Sowing the Is 
right seeds—making valuable contacts with responsible suppliers today 
—assures you substantial profits in the years ahead. Planning ahead is BUSINESS 
business insurance—sound protection for your business future. That's INSURANCE 
why we sincerely believe the Macey dealer franchise is the best possible 
safeguard for your company's tomorrow. For future profits and pres- FOR YOUR 
tige—''For Business Sake—Sell MACEY." FUTURE 
THE MACEY COMPANY 
EXECUTIVE OFFICES AND FACTORIES 
GRAND RAPIDS, MICHIGAN 
Desks—Tables—Chairs—Filing Equipment—Filing Supplies—Storage Cupboards—Wardrobes 
Library Shelving—Commercial Shelving—High Line Equipment—Safes—Sectional Bookcases 
“Pioneers for Fifty ; Five Years” 
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Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


Supply firms in the Los Angeles area are adding 
so many new accounts that overexpansion naturally 
is given some thought. There are, of course, a great 
many young men returning from the service, who 
previous to going into the armed forces had had 
considerable experience in selling office appliances, 
and are now anxious to establish homes and get 


into permanent, settled-down businesses. The sad | 
example of veterans selling apples after the other | 
world war is an example the young veteran of this | 


war has no desire to emulate. 


However, one good omen in southern California | 


is the rapid increase in both population and in major 
industries. The state has jumped to third place in the 
union in population and the Los Angeles metropolitan 
area to third place also among metropolitan areas in 
the country, being outranked only by New York and 
Chicago. That means, of course, an ever-increasing 


clientele, and it seems all firms now starting will be | 


needed. 
ok * ok 

Robert V. Miller, general manager of the Los 
Angeles News Company, a branch of the American 
News Company of New York City, is beginning his 
thirty-eighth year with the company. He started 
working at the age of 17 and has never been em- 
ployed by any other firm. His first job was in the 
periodical department of the Indiana News Company 
in Indianapolis, Ind. He was later transferred to the 
Los Angeles office, then was manager of the Salt 
Lake City, Utah, branch for nine years and was in 
the Seattle office for 16 years prior to again coming 
to Los Angeles. 

Mr. Miller is planning a two-weeks’ fishing trip in 
the high Sierras the latter part of August. He says 
he doesn’t expect to catch the big fish he used to 
catch when he lived in Seattle, Wash., but that he will 
enjoy the outing just the same. 

* ok * 

W. R. Lindsey of the West Coast Stationery and 
Printing Company, 1144 S. Broadway, is recovering 
nicely from his recent illness. 

* * ok 

Charles W. Brentner, manager of The Brown Shop, 
190 E. Colorado St., Pasadena, and Mrs. Brentner 
spent a three-weeks’ vacation in July at their cottage 
at Big Bear Lake. 

* * * 

Mr. and Mrs. Ebenzer Wallace, Sr., have recently 
returned ffom a three-weeks’ vacation spent at Cata- 
lina and Balboa Islands. This is the first vacation 
they have enjoyed since before the beginning of 
the war. 


* * * 





Ernest Von Rhine, proprietor of Von Office Machines, | 


326 W. Seventh St., states that the demand for book- 
keeping machines is the biggest he has never known 
both from old and newly-established firms. 

* 7 + 


Kurt Vasen, branch manager of the Victor Adding 
Machine Company, 720 S. Flower St., Los Angeles, 
and regional manager of the 11 western states, and 
A. F. Bakewell, general sales manager of the Victor 
Company, during June visited all the company’s 
West Coast branches. Branch meetings and dealers’ 
and distributors’ meetings were held jointly by Mr. 
Bakewell and Mr. Vasen in Los Angeles, San Francisco, 
and Seattle. These meetings were held for the purpose 
of discussing the satisfactory progress that has been 
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POSTURE 
CHA/IRS 





Su Cha 


FOR A MAN 






If there's anything a man likes in his 
office it's a comfortable chair. He 
finds real comfort in a Sturgis Exec- 
utive Chair, built with the we// known 
Sturgis Posture Feature to assure good 
posture with all-over relaxation. 
Well-padded form fitting back rests 
. amply proportioned, cushioned 


seats ... modern steel construction 
. smart styling ... elegance... 
can’t tip over ... baked-on enamel 


finish .. . these are the reasons for 
Sturgis Preference. 














STURGIS STEEL POSTURE CHAIRS 


Designed and Built 





by Specialists 
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yh SPRINGS 
FROM THE INSIDE 
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SO PUT DURABILITY FILING SUPPLIES ON THE 
“INSIDE’’ FOR UTMOST FILING EFFICIENCY ! 








Patent No. 
2248355 and D 128118 


Seldom seen but constantly on the 
job . . . that's the reputation of 
the modern inner tube found in- 
side every automobile tire. So 
. it's not difficult to say "the 
performance of the car—yes, the 
very safety of the motorist de- 
pends upon the "inside" of the 
tires. Inner tubes and filing sup- 
plies have one conspicuous thing 
in common... they both function 
on the "inside." For example, the 
trade knows from experience that 
the right filing supplies bring to 
the file cabinet the ability and 
—= capacity to render filing efficiency. 
ory tt og That's why so many dealers put 
DURABILITY FILING SUPPLIES 

5 on the "inside" . . . it's the short 
cut to utmost filing efficiency. 
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VERTICAL 
FILE GUIDES 


CHICAGO 7 Ith 


EFFERSON STREET 
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| made by the Victor Adding Machine Company in the 
completion of their reconversion program. Plans and 





programs pertaining to activities and operations for 
the balance of 1946 were also presented. The meet- 
ings were all very well attended and the reaction of 
all groups was extremely favorable. 

Another purpose of the joint trip was to personally 
look over the recommendations made by the market- 
ing division from the standpoint of expanding the 
organization both numerically and geographically. 

* + + 

G. G. Ralls, manager of Royal Typewriter Company, 
Inc., 1031 S. Broadway, reports that plans have been 
completed for the expansion of the company’s storage 
facilities. Another 2,000 square feet will be added. 

J. W. (Johnnie) Glasgow has joined the Los Angeles 
office force as wholesale portable representative. He 
was transferred from the Kansas City, Mo., office 
where he held the same position. 

a * * 

R. C. Anderson, proprietor of the Business Appliance 
Company, 509 S. Spring St., reports that Robert Fish, 
who some time ago had the misfortune to fall and 
break his leg, hes now been able to discard his 
crutches and is back at work. 

Welby Johnson, typewriter mechanic for the Busi- 
ness Appliance Company, was married on June 25 
to Miss Helen Larson at her home in San Pedro, Calif, 
Mr. Johnson, who prior to entering the service was 
with this company, served during the whole period 
of the war, the greater part of the time being spent 
in the South Pacific. 

” ~ ~ 

The Office Supply Company, 5734 S. Broadway, 
has added to its list of merchandise the Lyons Metal 
Products Company’s line of steel shelving and steel 
filing cabinets and also taken on the agency for 
Gregory Fount-O-Ink products. John Powell and 
M. Elliot Nelson, the proprietors, who established their 
business only eight months ago, say they are very 
pleased with the progress already made. 

* * * 

Don Rosen, owner of the Hygrade Office Machine 
Company, 1634 N. Cahuenga Blvd., Hollywood, states 
that with the completion of the installation of a 
new Magnus Aja-dip cleaning machine, one day’s 
service on machines is now possible. The firm is now 
able to handle a much greater volume of business 
than formerly. 

+ *” * 

A. C. Hauser, proprietor of the Columbia Salesbook 
Company, 315 S. Spring St., left on August 1 for New 
York City where he visited the C. E. Sheppard 
Company, which he represents. Mr. Hauser has opened 
over 15 new accounts recently in the Los Angeles 
area. While this is encouraging, he hopes there will 
be no overexpansion of business. 

* * * 

Wesley Landsberg has joined the Reliable Printing 
Company, 104 Winston St., Los Angeles, where he 
is putting in a stationery department. Mr. Landsberg 
was formerly with California Stationers at 105 W. 
Fourth St. 

The General Office Furniture Company, 1049 S. 
Los Angeles St., is establishing a new permanent 
showroom at 909 W. 7th St. The opening date is 
set for early in August, according to A. L. Segal, 
proprietor of the company. Sidney Schlafer will be in 
charge of the new showroom. The company will also 
have an exhibit at the Industrial Exposition to be 
held August 23 to September 2 at the Pan-American 
building. New types of eastern merchandise will be 
displayed, including some leather furniture. New steel 
equipment, including Lyon’s steel lockers and cabinets 
and school equipment, will be featured at both places. 

* + + 

Douglas Holman, proprietor of the Los Angeles Desk 
Company, 944 S. Spring St., and Mrs. Holman have 
returned from their five-weeks’ vacation, mentioned 

=<“ 
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The concealed 
safe unit is 
an Invincible 
EXCLUSIVE! 








THERE'S a new “lift” to file sales and profits. Value- 


wise office appliance dealers won't have to be 


told of the greater potential market for an “exclu- 
sive” feature file like Invincible’s. The picture tells 
the story. The concealed safe unit is a great mar- 
ket opener. It is outstanding for executive office 
and for home use. File Headquarters reports it as 
“something different’’—with a proved profit flare. 


INVINCIBLE METAL FURNITURE COMPANY 


MANITOWOC, WISCONSIN 


VIN BLE 
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By GIBBONS 





GE 40 Brief Bag 


@ Imported Pigskin 

@ Standard Size 

@ Three Compartments 

@ Post Handle 

@ Tab Fastener with Lock 


@ Lined 





® Imported Pigskin Cover, 
Gusset and Handle. 


@ All Pockets and Lining of 
Smooth Top Grain Saddle 
Finish Leather. 
@ 16. Disappearing 
Handles. 
@ Edges of Pockets 
Especially Bound. 

\ 


GB 70 \ 


Qs illustrated 











$3250 


EACH 


THOMAS IH. GIBBONS & CO) 
Mansfecturers of 63 oe Re 


509 S. FRANKLIN STREET CHICAGO - 7 - ILLINOIS 
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last month, which took them to Chicago, Cleveland, 
Evansville, Atlanta, High Point, N. C., Bethel, Conn., 
and New York, where they visited factories, and 
Lethbridge and Winnipeg, Canada, where they visited 
relatives. While in Canada, Mr. Holman did some 
fishing in a Waterton Lake, Alberta, with a 2212-pound 
trout as the prize catch. Mr. Holman had the trout 
quick-frozen and brought back to Los Angeles to show 
the boys. Proof is usually needed in such cases. 

Mr. Holman found business conditions in Canada 
much the same as in the States. 

* of 

M. E. Willeford, of Tulare, Calif., 

his stationery store known as Willeford’s. The new 


recen‘ly sold | 


proprietors have changed the name to The Letter | 


Shop. 


* * * 


W. M. Anderson, who is in charge of the southern | 


California territory for the Elliot Addressing Machine 
Company with headquarters at 1200 S. Hill St.; states 
that his son, W. A. Anderson, who is also employed 


by the Elliott Addressing Machine Company, has been | 
promoted from the Grand Rapids office to the Detroit | 


office and is now in charge of the entire Michigan 
territory. Mr. Anderson, Sr., formerly held this same 
position and after 20 years in Detroit was transferred 
to Los Angeles. 
—_—__—e—ete— 
NIAGARA ISSUES STREAMLINED PACKAGE 

The entire family of Niagara “Matched Process” 
duplicating supplies is being packaged in a blue and 
white steamlined design with new silver and blue 
labels to match, recently announced L. Edward Scriven, 
general manager of Niagara Duplicating Company, 
San Francisco, Calif. 


An effective trade-mark is incorporated into the | 


design, which comprises a blue circle on a white 


AULAGAR 
Aonrectio® 
L Fiuo 4 





STREAMLINED NIAGARA DUPLICATOR PACKAGE 


background with lines entering it from the top and | 


bottom, the product being designated in the center. 
The contrast between the white top and the blue at 
the bottom is declared by the Niagara company to be 
so effective that it gives the impression of a two- 
color package when but one color is actually used. 

Niagara stencils, inks, stencils correction fluid, 
stencil cement, styli, ink displacing hand cream and 
type cleaning fluid are included in the restyled package 
program. 

———)a- 

ROSCOE TOWNSEND APPOINTED BY OHMER 

Roscoe Townsend, operating Roscoe Townsend Com- 
pany, 950 S. Grand Ave., Los Angeles 15, Calif., has been 


' appointed as distributor for the Ohmer Corporation 
_ cash registers in Los Angeles. He formerly covered the | 
| Alaska territory for 12 years and served as agent for | 
' Underwood typewriters, Sundstrand adding machines, | 


' Marchant calculating machines and Ohmer cash regis- 
' ters. Just recently he disposed of his business in Alaska 











to Fred J. Snyder, who formerly had a typewriter firm 
in Burbank, Calif. 
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AICO 
VISUAL PRESENTATION 


BINDERS 


@ GLAMORIZE any Sales Story 
@ PROTECT Photos INV/ISIBLY 


@ MAKE Valuable Sales Material 
LAST INDEFINITELY 


AICO FLEX-O-COIL Binders for Visual 


have rich-looking maroon simulated leather covers and 


Presentations 


contain non-inflammable, transparent Lumarith protective 
envelopes. Give a lustrous sheen to testimonial letters, 
advertising layouts or proofs, photographs, sales prospec- 
tives, sample swatches. Protect them against soiling. 


Sales material is easily and quickly inserted in the 
envelopes so that salesmen can properly organize their 
sales story, and present it in logical sequence. Liner 
sheets are provided for mounting. 


AVAILABLE IN TWO SHEET SIZES 


11x9-inch envelope size with 8 and 15 pockets 
14x114-inch envelope size with 8 pockets 
Additional pockets may be inserted 


Distributed in Eastern States by 
Aigner Index Company, 97 Reade St., New York 13 








AICO-GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS 

CELLULOSE SPECIALTIES 
PROTECTIVE HOLDERS 


$Y. Aigner Company 


503 S. JEFFERSON ST., CHICAGO 7, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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NATIONAL EXECUTIVE DESK 
No. 6612S 66” x 36” 


The manufacture of NATIONAL 
DESKS is being temporarily dis- 
continued while a new plant and 
manufacturing facilities are being 


prepared. 


It is our sincere hope that we will 
again be able to serve our many 


loyal customers in the near future. 


NATIONAL DESK COMPANY 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





Gene Mitchell, Correspondent 





Many Midwest Travelers remember Miss Jattie 
Wilkinson, formerly store manager and buyer at 
Missourian Printing & Stationery Company, Cape 
Girardeau, Mo., who later joined the Horder, Inc., 
organization in Chicago. Jattie recently returned to 
the work she loves, manager of her own business, 
Wilkinson’s, Kewanee, Ill., where we send her every 


| good wish for immediate success. Her brother, A. D. 








| Wilkinson joined her as a partner in the business. 


NATIONAL 


* * * 


St. Louis welcomes to her midst A. E. Glucksman, 
the new manager of Oxford Filing Supply Company’s 
local branch. 

*” ao * 

Newell Augar, president of Wallace Pencil Company, 
and Izzy Voda, of his sales department, spent a couple 
of weeks during July visiting their western dealers 
and friends in California. 

* * * 

A long and interesting career came to an end on 
May 31 with the death of Charles H. Curtis, president 
of H. C. Liepsner & Company of Kansas City, Mo. 
Charlie retired from active business some 18 months 
before his death. Our deepest sympathies go to the 
family and business associates. 

* + * 

The Midwest Travelers are again holding a regular 
monthly luncheon meeting in Kansas City at the 
President Hotel on the third Saturday of each month, 
and invite all visiting travelers and dealers to join 
them. Keep this in mind so you may attend when in 
the city. 

+ * * 

Heartiest congratulations and every good wish to 
the new first vice-president of the Northwest Travel- 
ers Club, that most deserving, fine gentleman, William 
E. (Uncle Wille) Smith of Ace Fastener fame, as well 
as congratulations to the club on their good fortune 
in having Bill bestowed upon them. We know he will 
do as superb a job for the Northwest as he did for 
the Great Lakes Travelers Club when he served them 
as president. 

* * * 

Word comes that the hotels and convention bureaus 
are already pressing organizations for convention dates 
for 1947 because so many have set their dates and 
making their plans for next year. The officers of the 
8th Region have been approached and are asking for 
suggestions from the members for a preference of a 
convention city. Roy Moreland, Schooley Printing & 
Stationery Company, Kansas City, Mo., will appre- 
ciate word from the dealers of the regions about 
Oklahoma City, Okla., Excelsior Springs, Mo., Omaha, 
Nebr., and Kansas City. Won’t each of you give him 
your assistance by stating your preference? Drop 
Roy a note NOW either inviting the convention to 
your town or suggesting your preference. 

* * + 

Our congratulations to Mr. and Mrs. Joseph Sphar 
on the recent arrival of that little fellow, James K. 
Sphar, who Joe plans to put to work as his junior 
salesman in the Western Lithograph organization in 
Wichita, Kans. James will be about four months 
old by the time this is broadcast. 

* ” a 

Gene X. Stoltz, the Indiana desk and chair magnate, 
spent a week of July at the Furniture Mart, Chicago, 
greeting friends and customers. During the same time, 
Mr. and Mrs. E. A. Holscher of St. Louis motored to 
Grand Rapids, Mich., Chicago and nearby points on 
business, while Mr. and Mrs. Walter Ruedy of S. G. 
Adams Company toured to western Kansas for a 


| two-weeks’ visit with their daughter and son-in-law. 


* * * 
The sad news of the passing on June 25 of Frank 
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LIQUID 
‘ DUPLICATOR 


Cony- nite Liquid Duplicators have definite advantages which 
contribute to better long-life operation. 


The Copy-rite 
Eliminates 


Stencils 
Gelatin 
Ink 
Ribbons 
Type 


Fewer moving parts, less wear out, minimum: maintenance—air-lock gravity 
feed, guarantees even flow of liquid—simple roller moistening method, 
eliminates streaking or smudging—only one turn of the handle for each copy 
—new drum clamp holds master in perfect alignment—fluid supply always 





visible—timed paper stop, assures accurate registration—fool-proof auto- 


matic paper feed. 


WRITE TODAY for extra profitable DEALER PLAN 


J DUPLICATOR & SUPPLY CO.'23<S27:2"2." 
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Wielandy, vice-president of Blackwell-Wielandy Com- 
pany, St. Louis, came as a shock to his many friends. 
Our deepest sympathies to his family and the Black- 
well-Wielandy organization. 

* * * 

Major Jack Baney, well known to most travelers 
and dealers of the 8th Region, plans to reopen his 
Business Equipment Company, in Pratt, Kans., early 
in August. Jack closed his business at Pratt in 1942 
and joined Uncle Sam’s boys and served his country 


well.in the Quartermaster Corps. 
= * * 


The Stationers Association of Greater St. Louis will 
hold it’s annual stag outing on August 9 at the Wabash 
Club in Ferguson, Mo. Horseshoes, swimming, cards 
and a chicken dinner will be on the program for the 
afternoon and evening. 

OK + * 

In St. Louis early in July we heard that Chet Smith 
of Codo Manufacturing Corporation, Austin Waterbury 
of The Carter’s Ink Company, Lionel Colomb of Weis 
Manufacturing Company, Matt Dimit of Wilson Jones 
Co., Harold Reineke, manufacturers’ representative, 
and surely a few others made the rounds of the local 
dealers and enjoyed the summer resort weather. 

* * * 

Miss Vivian Fairow, the genial director of pur- 
chases of Geo. E. Baird & Son, Kansas City, was 
reported sojourning at the Lake Taneycomo home 
of Mr. and Mrs. Carl Schutz, deep in the Ozarks of 
southern Missouri. Carl represents Eagle Pencil Com- 
pany in the Midwest. 

* * aK 

Barrett K. Mitchell of Comfort Printing & Stationery 
Company, St. Louis, and his father, your correspondent, 
spent a week of July at Sugar Tree Club in the Mis- 
souri Ozarks, where both did some fancy fishing, 
swimming and eating. 

* a7 * 

Fred Hoyt, fountain pen manager at S. G. Adams 
Company, St. Louis, returned early in July from a 
two-weeks’ vacation having fun and getting sunburned. 

* * + 


Mr. and Mrs. William Fisse of Blackwell-Wielandy 
Company, St. Louis, recently announced the coming 
marriage of their very attractive daughter. Bill will 
don his white tie and tails to give her away early 
in August. 

* * * 

Mr. and Mrs. Hugh Alexander of Skinner & 
Kennedy Stationery Company, St. Louis, witnessed the 
wedding of their daughter the later part of June. 


a Saat 


Mr. and Mrs. Francis K. Adams of S. G. Adams 
Company, St. Louis, will spend the greater part of 
August fishing in Lake of the Woods, Canada, where 
they go each year for a back-to-nature vacation. 

* * + 

James Row, son of D. O. Row, office furniture 
manager for Buxton & Skinner Printing & Stationery 
Company, St. Louis, Mo., recently returned to civilian 
life after over two years with Uncle Sam and is 
representing LaSalle Products Company, calling on the 
retail trade in Missouri and Kansas. 

* cd * 

Charlie Hick, Art Metal Construction Company, 
registered in at St. Louis early in July and announced 
that business is fine. Charlie will make a western 
swing early in August, through Kansas, Colorado, and 
Nebraska. His son and heir accompanied him to 
St. Louis. 

* cs * 

Claude F. Myers, Jr., owner of Myers Office Furni- 
ture Company, Kansas City, recently traveled east for 
visits with several of his various factory accounts and 
States he enjoyed a very successful trip. 

Among August vacationers are Bill Bond and 
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POPULARITY 


Based on 


PERFORMANCE! 


The public will always salute a stellar per- 
formance whether it's provided by Ted 
Williams on the baseball diamond or by 
Van Dyke in the office. Baseball fans know 
Williams will put on a good show—likewise, 
the business world knows VAN DYKE 
FLUORESCENT will always put on an out- 
standing “show of light.’ Because popu- 
larity is based on performance, Van Dyke 
Desk Lamps will continue to occupy the 
position of leadership. Look to Van Dyke 
for all that's new in Fluorescent. 


A NEW VAN DYKE 
“ADJUSTA-LITE” MODEL 










ALL METAL 
No. 1222 SINGLE TUBE 


Patented Arm—-Offers any 
Height Adjustment. 


Patented Flexible arm permits 
easy adjustment to any height de- 
sired. Finished in Morocco Brown. 








No. 300 


ALL METAL 
STUDENT MODEL 


The new No. 300 Van Dyke 
—an all metal fluorescent 
desk lamp for “The Stu- 
dent." This unit brings 
quality fluorescent within 
reach of millions. One 18" 
15-Watt Tube. 
Cast iron base. 
Finished in Mo- 
rocco brown. 
Weight 10 Ibs. 


VAN DYKE INDUSTRIES 


Chicago, IIlinois 


21st and Rockwell Sts. 
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Yes, Sir! 
CORRECT POSTURE 
is ESSENTIAL 


FROM TOP EXECUTIVE to junior clerk, 
any one who spends time behind an office 
desk needs scientifically correct seating for 
healthful posture and true working comfort. 
The secret of this working ease lies in the 
right kind of chair action. 


SENG CHAIR ACTION CONTROLS are de- 
signed by specialists to provide the highest 
degree of physical relaxation while working, 
at the same time maintaining healthful, cor- 
rect posture. SENG Back-Tilt Adjustment is 
simple and easy, and stays in place without 
further adjustment. 


DEMAND the SENG 
Chair Action Control on 
every office chair you 
purchase. You will find 
SENG to be standard 
on quality lines of office 
furniture. 


THE COMPANY 


1450 N. DAYTON ST., CHICAGO 22, ILLINOIS 
Owners and Manufacturers of Bolens Office Chair Controls 
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Leonard Wilcox of Roberts Printing & Stationery 
Company, Hutchinson, Kans. Bill and his family will 
hike northward in their hunt for fertile fishing spots 
while Leonard will take his family to the mountain 


streams of Colorado. 
9 —__ 


BECKWITH APPOINTS ROYAL REPRESENTATIVES 


Wesley H. Beckwith, sales manager of portable divi- 
sion, Royal Typewriter Company, Inc., recently an- 
nounced the appointment of three portable district 
representatives to cover the territories of southern 
California, Indianapolis, Ind., and Kansas City-St. 
Louis, Mo. 

John Glasgow, who was Royal’s portable district 


representative for Kansas City and St. Louis, has 


Sopp MRRNRRE oto, Am ome 
5 Stase e 4 
aes eae 





GEORGE W. KELLEY 


been advanced to the southern California post. With 
Los Angeles as his headquarters, he will cover the 
Arizona territory as well as southern California. 
Portable representative for Indianapolis, covering 
the territory from that city to Memphis, Tenn., is 
now George W. Kelley, who comes to Royal after 


JOHN GLASGOW 





R. E. PAULSON 


serving as a captain in the Army. Before the war he 
was active in the commercial photography and pub- 
licity business, and also served in an administrative 
capacity for a large shipbuilding firm. 

Succeeding Mr. Glasgow as portable district repre- 
sentative for Kansas City and St. Louis is R. E. 
Paulson, an ex-Army major who served in the Pacific. 
Before entering the service, he was associated with 
Moore Business Forms, Inc., for five years. His territory 
comes under the supervision of J. L. McDonough, 
midwest portable manager, who directs operations be- 
tween the Mississippi River and the Rocky Mountains. 

; a 

INCORPORATE OFFICE SUPPLY FIRM IN OHIO 

The Valley Office Supply Company, Dayton, Ohio, a 
new firm, was recently incorporated at the Secretary 
of State’s office with 300 shares of no par value com- 
mon stock. The incorporators are Charles K. Pickell, 
George Betterbush, and Robert Dawson.—AK. 


OFFICE APPLIANCES, August, 1946 

















OF 


he 
b- 
ve 


e- 


ic. 
th 
ry 
rh, 
e- 
ns. 


ry 
m- 
ell, 


146 





FACT NO. 1 FOR GREATER FILING EFFICIENCY 


NEW, IMPROVED Browne-Morse 


EXTENSION SLIDE 


Below: An end view of 
the new extension slide 
showing the rib forma- 
tion which further rein 
forces the slide and re- 
duces friction to the 
very minimum. 





Greater filing efficiency — always a feature of Browne- 
Morse Steel Files — is never more evident than in the 
new and improved files which today offer greater 
values than any other file on the market. 


Free, easy drawer action is a major reason why Browne-Morse 
Files lighten the filing job. Drawers slide smoothly on newly 
designed extension slides equipped with eight heavy duty 
rollers and two floating rollers per drawer. This ingenious 
combination of rollers insures smooth drawer action, free from 
binding. The solid one-piece construction slide supports the 
heaviest load with ease. 


These are just a few of the many ieatures which make Browne- 
Morse Files the “Buy” for any business office. Back of their 
construction lies over 38 years of experience in manufacturing 
better steel filing equipment, desks and filing supplies. Write 
now for full facts. 


Architects of Efficiency 


ee : . s 
for America’s Office Browne-Morse 














FILE FACTS 
Get the quick facts on 
Browne-Morse Steel Files — 
ro Ww n t ae O rse write for Bulletin 5000. Lists features 
and specifications plus a complete table 
of sizes. 
MUSKEGON MICHIGAN 
| FOR OVER 37 YEARS, MANUFACTURERS OF HIGH QUALITY FILES, DESKS, 
t. ' CHAIRS, FILING SUPPLIES, SAFES, SPECIAL COUNTERS, CABINETS AND OFFICE FORMS 
— 2 scailllidacads iii. is aii " iii ‘ matinee dt. : * tls 
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a modern printshop in 





The way it loads, the way it feeds, the way it operates . . . Model "E” 
will give you a new conception of excellence in your stencil reproducing 
department! Simply Suaiicases in performance as in streamlined 
appearance. Investigate! 


MARR DUPLICATOR CO., Inc. 
53 Park Place, 


GWU oitice 


AnH STENCIL PRINTING PRESS 





New York City, 7 
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_— CANADIAN NEWS NOTES STARTLING NEW WAY IT0 


S. J. Luddington, Correspondent 





R. Kember was recently appointed sales representa- “SOUNDPROOF’’ YOUR 
TYPEWRITERS !! —————7 


tive for the L. E. Waterman Company in British | 
Columbia and Alberta. Mr. Kember was previously | 
representative for the company in western Ontario. 
His office will be moved from Hamilton, Ont., to 
Vancouver, B. C., in succeeding C. W. Monk, who 
covered British Columbia and Alberta for Waterman 

and other firms for the past 16 years. Mr. Monk 
s resigned after purchasing a retail business in 

Victoria, B. C. 

* 7 . 

The Stationers Association of Hamilton, Ont., | 
recently held their meeting at the Y. M. C. A. in 
Kitchener, Ont., where they were guests of the Guild 
members in that city. A large attendance of stationers, 
their wives and salespeople were present from the 
adjacent cities of Galt, Hamilton, Kitchener, London, 
Stratford, St. Catharines and Toronto. 

Guests were welcomed by Sidney Wright of Ontario 
Office Outfitters, after which L. W. Jones, chairman | #2:2:222 
of the Hamilton group, took charge of a short busi- 
ness session. Fred Smart, secretary-manager, Station- 
ers Guild of Canada, gave a brief résumé of high- 
lights of the annual meeting of the Guild. 

J. J. Evans of S. J. Reginald Saunders Company, 
Toronto, who was engaged in the stationery business 
in Shanghai, China, told of many customs of the 
trade peculiar to that country. While there, the city 
was captured by the Japanese and he was confined | 
in. an interment camp for a long period. 





The Prices Board of the Dominion government, 
Ottawa, recently issued a warning to manufacturers 
and wholesalers that they must earmark a reasonable 
proportion of their 20 per cent “free” goods to 
returned servicemen’ establishing themselves. in 
business. 

The board explained that in September, 1945, the | 
equitable distribution policy was modified by releasing 
this 20 per cent current supply of certain scarce | 
goods from the provision restricting sales to basic 
period customers. The step has been taken, the 
board states, to provide ex-servicemen with a source 
of supply for commodities which were in _ short | 
supply. The board claims that many firms are not | 
making a reasonable proportion of the 20 per cent | 
“free” goods available to ex-service personnel, but 
are instead diverting it to favored customers. 

When the board has reason to believe that a 
wholesaler is not providing a reasonable proportion 
of his “free” goods to ex-service personnel, a state- 
ment will be required from that firm showing a 
breakdown of its distribution and the proportions 
which have gone to ex-servicemen. | 

+ - * | 
















ASK YOUR 
TYPEWRITER 
DEALER 


Not just an 
ordinary felt pad, 
but a mechanical im- 


The E. B. Eddy Company, Ltd., Hull, Que., recently | 
purchased the paper mills, timber limits and other | 
assets of the J. R. Booth Company, Ltd., Ottawa, | 
Ont. Controlling interest in both companies has been | provement for every stan- 
held for a number of years by Garfield Weston of | dard make typewriter... 
Caulfield, B. C., but in future will be under a single | . ‘ 

four small screws are all that is required 


board of governors. 
Purchase of the Booth properties extends the Eddy | to fasten typewriters securely to desks or stands, 


timber limits to over 5,800 square miles, producing | when you fasten it the “Silent Sentry’’ way. Yet 
an annual yield of 160,000 cords of wood. Production | your mechanic — without removing a screw—can 
of the combined mills is estimated at approximately | turn the machine on its back, and without removing 
138,000 tons of finished products yearly, including the base. clean and repair inside the machine! 
39,000 tons of newsprint. in 

gi Re Write today for full illustrated details. \@> Me 


Certain territories still available. | somnee 


BUSINESS MACHINE PRODUCTS. inc 


William C. Kitchen, nephew of P. B. Cross, Halifax, 
N. S., office supply dealer, and Miss Frances E. Wil- 
liams, Saint John, N. B., were married recently. Mr. 
Kitchen is associated with the firm of Seaman-Cross, 
Stationers of Halifax. 








96 LIBERTY STREET @ WOrth 2-1823 @ NEW YORK 6 NY 
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| Well Designed. and 
Wholly Dependable 











No. 451 





New Indiana Chair Co. office chairs are built to serve and to 
satisfy and they have borne out the maker's intent in years of use. 
Made in upholstered designs as well as all wood. There is good 
basis for hope of increased production soon. Watch for our 
announcements. 





New Indiana Chair Co. 


JASPER, INDIANA 





MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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Lt. Col. Vernon Scott, D. S. O., was recently ap- 
pointed acting manager of Barber-Ellis, wholesale and 
manufacturing stationers, Vancouver, B. C. 

* * * 

Meredith Simmons & Company, Ltd., paste and glue 
manufacturers, 5565 Cote St. Paul Rd., Montreal, 
Que., recently awarded the general contract for con- 
struction of factory and offices, to cost more than 
$200,000, at de la Rememberance St. and 21st Ave. 
Lachine, Que. The buildings are to be of steel and 
frame construction, one and two stories in height. 

aK * * 

Canadian Nashua Paper Company, 25 Aylmer St., 
Peterborough, Ont., is having a modern factory 
erected, consisting of the latest type of office and 
factory structure, which it is expected will cost at 
least $500,000 without the necessary machinery and 


equipment. 
MATT MASSOT ENTERS THE RETAIL FIELD 

Matt Massot, for 25 years identified with the Browne- 
Morse Company, Muskegon, Mich., and in later years 
serving as assistant sales manager in charge of adver- 
tising and the filing supply division, is now entering 
the retail field, serving as president of Office Supplies, 
Inc., also of Muskegon. 

With Browne-Morse Company for a quarter of a 
century, Mr. Massot made many friends in the indus- 
try, who will not forget the sincere and pleasant greet- 














MATT MASSOT 


ing given them when they called in reference to the 
advertising and sales of that old-established company. 
He had been identified with Browne-Morse Company 
first in various departments of the plant, then travel- 
ing the states of Michigan, Ohio, Indiana, western New 
York and western Pennsylvania, before becoming 
assistant sales manager. 

In May of 1936, Mr. Massot, Henry Ten Hoor and 
William J. Browne incorporated Office Supplies, Inc., 
to take over the business of the Muskegon branch of 
Tisch-Hine Company, which branch had been under 
the management of Mr. Ten Hoor. The new organiza- 
tion grew steadily into a position of leadership, their 
trade radius extending for 200 miles around Mus- 
kegon. The company is exclusive distributors for such 
nationally-known lines as Browne-Morse Company, 
Leopold Desk Company, Gunn Furniture Company, B. 
L. Marble Chair Company, Boorum & Pease Company, 
Stationers Loose Leaf Company, Wallace Pencil Com- 
pany, Columbia Ribbon & Carbon Company, and others. 
It was to share in the management of this progressive 
business that Mr. Massot took over active management 
as president. Henry Ten Hoor is treasurer-manager. 
W. J. Browne disposed of his interest in the company, 
located at 885-887 Terrace St., about a year ago. 

—————77—=—__ 

ROGERS COMPANY TAKES A NEW LOCATION 

Rogers Company, manufacturing printers and sta- 
tioners, formerly Rogers Printing Company of 408 N. 
Lamar, Dallas, Tex., recently announced removal of 
offices and plant to the newly-remodeled building at 
1909-11 Canton, Dallas 1, Tex. 
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JACKSON 
DESKS 


PLAY A LEADING ROLE 
ON THE AMERICAN 
BUSINESS SCENE ! 


A vast army of men and women throughout the 
nation are desk workers. In big industrial cities 
. in rural hamlets . . . in skyscraper office 
buildings . . . in factories, schools and hospitals 
. in businesses throughout the breadth of 
the land, individuals earn their living working at 


desks. Is it any wonder therefore that we take 
such pride in the function that JACKSON 





DESKS perform? JACKSON DESKS possess 
that quality of versatility which makes them in- 
dispensable to the most humble clerical worker 
as well as the highest company executive. 
JACKSON DESKS play a significant role in 
the realm of business . . . they will continue to 


merit high praise in business offices everywhere. 


JASPER OFFICE FURNITURE CO. 


JASPER, 


INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


REPRESENTATIVES 
James H. Davison, Route 1, Box 120, Los Gatos, Cal. 
Marion V. Follin, 220 Fairbanks Road, Riverside, Ill. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
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Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 

Radiph A. Bender, 813 Bona Allen Bidg., Atianta, Ga. 
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HAT’s the story of Flagship’s popularity and suc- 
cess everywhere! 
Exclusive features — modern packaging, the silver 
colored metallic back, beautiful appearance, clean 
handling — make it a natural for a crisp, convincing 
demonstration. 
Superior performance in the user’s own office attracts 
and holds the buyer’s interest. 
And Flagship’s true economy — longer wear, better 
work — insure repeat sales, make it a business builder 


for today and tomorrow. 





Flagship is the outstanding development in carbon 
paper today. The result of long research and experi- 
mentation, finer inks, better imported tissues plus 
experienced manufacturing know-how are combined 
to produce a carbon paper which has no equal. It’s 


a sure-fire money maker for you. 


Give Flagship the Performance Test in your terri- 
tory. If you’re interested in building more sales, 
greater volume, larger profits, Flagship is the answer! 


Write for free samples and full details today! 





HERE’S WHY 


NON CURL Flagship is not affected by 
weather conditions—moisture, dryness, 
heat or cold. The exclusive metallic 
back, better tissues and finer inks make 
it lie flat, always ready for instant use. 





tough pigments, plus actual metallic 
plating and treatment of the back, in- 
sure a carbon which resists stenciling 


methods. 


RINGS THE SALES BELL 


CLEANER TO HANDLE Flagship is 
easier to collate, is crisp and clean. Fine 
pigments perfectly blended, combined 
treated tissues, bring a 
new ease to manifolding work. 

EASIER TO ERASE Clean erasures with 
LONGER WEAR Imported papers and no telltale smear : 
feature made possible by advanced ink 
formulas and exclusive processing 


with specially 


BETTER LOOKING The attractive nau- 





is another Flagship 





thru and produces excellent copies long 
after ordinary carbon is worn out. 


FINER COPIES Clean, perfect impres- 
sions from first letter to last are insured 
by new and improved ink formulas and 
the most modern manufacturing tech- 
niques. 


AND FOR DISTINCTIVE LETTERS—ALLIED’S ECHO TYPEWRITER RIBBONS. 
THE IDEAL COMPANION TO FLAGSHIP CARBON. 


tical motif in full color on the box and 
the beautiful design of the silver colored 
sheet give Flagship a distinguished ap- 
pearance, 

GREATER ECONOMY Its popular price 
combined with superior performance 
offers every buyer and user top quality 
at lower cost. 





CARBONS & RIBBONS 





ALLIEN 
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165 DUANE STREET 
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ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION 
NEW YORK 13, N. Y. 


Vanufacturers of Quality Carbon Papers and Inked Ribbons for 38 Years 
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TEXAS TYPING CHAMPS USE ROYALS 
The three top school typists in Texas, competing re- 
cently at the state typing contest held in Austin, wrote 





KATHRYN FLEMING 


en 


———- ere 














a/' i att 
. Fit 


MARY MARTHA SIRALLS MARY RUTH CHERRY 





with Royal typewriters. These winners, in order of 
finish, were Katherine Fleming, Mount Pleasant; Mary 
Martha Siralls, Midland; and Mary Ruth Cherry, 
Hearne. Of 40 typewriters used in the contest, 20 were 
Royals. 

pase ere 
STORE OFFERS COMPLETE DISPLAY OF STAPLERS 

Not many stationery stores use complete windows 
consisting of nothing but stapling machines, but Alex 
Staiger, head of Hyatt Stationery and Printing Com- 
pany, New Orleans, La., has found it profitable to 
show such a display at least every three months 
through the year. The window contains from 65 to 
80 staplers of one or more kinds at a time. 

The Hyatt store, which has two prominent display 
windows, has been using this idea for several years, 
usually creating “mass displays” of one popular manu- 
factured stapler. Occasionally several styles are shown 
to give variety to the window, but for the most part 
one specific brand is shown. “Action” is put into 
such displays by filling the floor of the window with 
small strips of paper, neatly stapled together every 
few inches by the machines shown contiguously. 
During March of this year, Mr. Staiger showed 70 
$1.10 desk staplers at once, and sold 55 of them in 
two days.—RAL. 

— ag 

WEYAND HEADS WILKES-BARRE ROTARIANS 

Otto C. Weyand, branch manager of the Monroe 
Calculating Machine Company, Wilkes-Barre, Pa., has 
been installed as president of the Wilkes-Barre Rotary 
Club.—RCS. 
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ANOTHER WABASH 


PRINTED 
NAME GUIDES AND 


: 
NAME FOLDERS 


A GUIDE and set of Chronological Name Folders 
to index each busy account and break down bulky 
accumulations of records into small, workable groups 

. - PLUS A UNIQUE NEW SERVICE! Names will be 
printed economically on Folders and Guides for cus- 
tomer’s complete list. Get the facts on this new time- 
and money-saving Wabash development, today! 
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| 
Immediate Delivery 






Style 550 
Top Size 
14" x 171," 
Height 26" 
Leaves 12" x 14" 


LIST $7.00 


F.O.B. Phila., 
Pa. 







STYLE 550 — 


STYLE 250 
Top Size 14" x 17!/," 
Height 26" 


LIST $5.90 
F.O.B. Phila., Pa. 


“STYLE 250 





STYLE 1250 
Top Size 
17" x 24" 
Height 26" 


LIST $8.00 


F.O.B. Phila., 
Pa. 





STYLE 1250 





STYLE 450 

TWO LEAVES 

Top Size 14" x 17!/." Height 26" 
Leaves 9" x 14" 


LIST $8.00 F.O.B. Phila., Pa. 

















All stands have tops and leaves of 5 ply veneer. 
Finished in green or walnut. Frames and legs are 
made of heavy gauge steel. "U" angle construction 


All stands shipped set up ready for use 
Packed one to a carton 


USUAL DEALER DISCOUNTS 


Metalstand products are sold only 
by Metalstand Co. DIRECT 


METALSTAND COMPANY 


1615 MELON ST., PHILA. 30, PA. 


NEW YORK OFFICE AND SHOWROOM: 
595 BROADWAY, NEW YORK 12, N. Y. 
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MODERN MIRACLE—FOAM RUBBER 
By Richard M. Glassner 


President, Fair Furniture Co., Newark, N. J. 








N THE DIM DAWN of Neolithic man about 10,000 

years ago, this first species of modern man stood, 
cold and hungry, haunted and terrified. He could 
see no hope of appeasing the wild beast which de- 
voured him, of assuaging the floods which drowned 
him, or of staving off the violent forces of nature 
which were every ready to destroy him. Yet he yearned 
for food, for security and for comfort, if not in this 
world, then in the better world to come. 

Hunger has not yet been conquered throughout 
the world. Security is still an ideal. Only in the field 














R. M. GLASSNER 


of comfort have we made tremendous progress, far 
over and beyond our wildest expectation. 
Not the least, but certainly the most recent, im- 


| portant achievement in the field of comfort is the 


miracle of foam rubber. Foam rubber, technically 
known as latex foam rubber, is made from liquid 
latex—natural, synthetic, or in combination. 

Natural latex is the milky juice found inside the 
bark of the rubber tree. Some scientists believe it is a 
reserve food supply stored up by the tree for periods 
when soil conditions are poor. It looks like cream, is 
tasteless and odorless. 

Synthetic latex, as the term implies, is an artificial 
product having substantially the same characteristics 
as the natural. It is by no means ersatz or inferior. 
While there are variances in specification between 
the natural latex and the different kinds of synthetics, 
the difference is in kind, not in quality. 


Latex Whipped Into Foam Y 
Foam rubber is made by whipping latex to a high 
froth in a large power “egg beater.” While there is a 
wide variance in the density of foam rubbers, the 
average volume is increased eight times in the foam- 
ing process. This large increase in volume is made 


| possible by the use of two chemical aids—a foaming 


agent such as liquid soap to accelerate the frothing, 
and a jelling agent such as casein to “fix” the foam 
and prevent recession. The foam is then poured into 
a mold, allowed to set for a few minutes and then 
baked (vulcanized) for about 30 minutes at 200 
degrees Fahrenheit, after which the rubber is washed 
in steam and dried. 

As cushioning material, soft, fluffy, resilient foam 


| rubber has many desirable characteristics. By reason 


of its interconnecting open cell structure, air passes 
through it freely. Just as dead air in sealed cells is 
insulating, so is the free passage of air through 
open cells actually cooling. Upon compression and 
release, as in ordinary use, air is actually “exhaled” 
and “inhaled“ by the rubber, thus producing 4a 
breathing action. Foam rubber is washable and has 
been found moth-proof and vermin-proof. It forms 
no dust nor lint, is tough in texture and in ordinary 
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Send for these 
DEALER HELPS: 


e Stuffers eBlotters 
eNewspaper Mats 
eShowcards and 
ePocket Demonstraters 
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ONE WEEK to make up for the 5 YEARS BEHIND! 
ONE WEEK to get set for THE YEAR AHEAD! 








“Office Week” 






the timeliest Show, the— 


38rn NATIONAL 








WHY? Because “Office Week’ will be the 

* week of opportunity to take stock of 
your business tools and methods and to determine 
whether they meet post-war standards of efficiency 
. .. because the systems, machines and equipment 
developed by business engineers during the past 
five years will be displayed and demonstrated 
for the first time at the National Business Show 
throughout “Office Week”. . . because these de- 
velopments will help to simplify and make more 
economical the handling of work in every depart- 
ment—purchasing, traffic, accounting, production 
and sales. 

“Office Week” will mark the biggest educa- 
tional event in business history: At the Show, a 
series of forums, discussions and addresses will 
be staged by the New York Chapters of the 
National Office Management Association and the 
National Association of Cost Accountants. At these 


EXECUTIVES! PRESIDENTS — VICE- PRESIDENTS —TREASURERS—SALES MANAGERS— 
OFFICE MANAGERS! All who are concerned with PRICES, PROFITS, EMPLOYMENT 
“Office Week” is of prime importance to you! 


meetings you will be able to hear world-famous 
leaders of industry, speaking on subjects of vital 
interest to your business. And at any hour, during 
your inspection of the hundreds of products on 
exhibition, you will be able to confer with special- 
ists in every phase of business administration on 
problems of deepest concern to you. 


Remember: this is the first National Business 
Show in five years. An idea stimulated at the 
Show can change your entire outlook for the 
better. An economy contrived with a method dis- 
covered at the Show can mean the difference be- 
tween profit and loss. The help you will get from 
this timely exposition can go far to put your entire 
business in step for the future. 


Get ready now to attend the National Business 
Show during “Office Week’. Make sure that your 
staff and associates will be there. 


38TH NATIONAL BUSINESS SHOW 


September 30 to October 5, Grand Central Palace, New York 


SEPT. 30 to OCT. 5 


signalizing the biggest Show, 





The National Business Show Company, 30 Vesey Street, New York, N. Y. ° 


FRANK £. TUPPER +» EDWIN O. TUPPER «+ WILLIAM A. TUPPER 
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use should last a lifetime. The one undesirable feature 
is that, if uncovered and exposed to sunlight, it will 
oxidize, become dry, brittle, and eventually crumble. 

Sponge rubber is entirely different from foam rubber. 
It is technically known as chemically blown sponge. 
It is made of dry rubber into which is milled or 
kneaded a volatile salt such as ordinary baking soda, 
after which it is put into molds and allowed to rise 
as does a batter of dough in making bread. It is then 
baked or vulcanized. The cells are closed and irregular 
in size, larger toward the center and smaller toward 
the surface. The skin is non-porous and cannot be 
blown more than 1 to 4. Consequently, it is twice 
as heavy as foam rubber, which is usually blown 1 to 8. 

Oe 


BRENNER DESK USES PLANES FOR SHIPMENTS 


Brenner Desk Company, Newark, N. J., lays claim 
to being the first office equipment firm in New 
Jersey to start air delivery of merchandise to distant 
parts of the country. 

Joseph Brenner, head of the concern, announced 
July 27 that a recent order left Newark Airport 
via Air Freight, Inc., at 5 p.m. and by 9 o’clock the 
next morning the goods had reached the company’s 
customer in Miami, Fla. On the same plane were 
several articles of office equipment for a Brenner 
customer in Puerto Rico, where they were received 
six hours later. 


“Considering the time saved and the satisfaction 


of filling orders a few hours after receipt—regardless 
of distance or bulk—air delivery is no costlier and is 
far safer than any other shipping method,’ Mr. 
Brenner asserted, adding that plane delivery is now 
a regular feature with his concern.—BJ. 

aes euiee 
U. S. TYPEWRITER RIBBON TO NEW LOCATION 


The U. S. Typewriter Ribbon Manufacturing Com- 
pany, formerly located at 1001 Filbert St., Philadelphia, 
Pa., are now settled in new quarters in their own 
building located at 621 Cherry St., near Sixth St., 
Philadelphia. The building, a four-story brick structure 
with a large basement, affords ample room for the 
manufacture of their products. 


The company, having passed the half-century | 


mark, is now in its fifty-first year. Manufactures in- 
clude an extensive line of inked ribbons for type- 
writers and other office machines, also carbon papers, 
featuring such brands as “Dream”, “U.S.”, “American 
Ace’”’, and “Flat Iron”. The products are for sale both 
at home and abroad. 








VP AMERICAS LARGEST 


WEAREVER MERCHANDISER—This colorful card accommo- 
dating 12 pens is now seen on counters, store walls, and 
in display windows. It accompanies orders for Wearever 
Deluxe 831 pens from David Kahn, Inc., North Bergen, N. J. 


OFFICE APPLIANCES, August, 1946 








g. a user of a modern Alma Desk were 
to take the time to enumerate all the busi- 
ness purposes served by his desk, its con- 
venience and utility would literally astound 
him. But he doesn’t even think about it. 
His Alma Desk serves his every purpose so 
well he is oblivious of its existence. It 
serves him day in and day out, year after 


year. He depends on it completely. 


In such a manner does all business depend 
on desks—not only for ideal working sur- 
faces, but for countless other business 


functions. 


Alma Desks have been designed specifically 
for the specific functional duties of desk 
users—designed and made soundly to in- 


sure years of perfect service. 


MEMBER OF WOOD OFFICE FURNITURE INSTITUTE 
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ALMA DESK COMPANY 


HIGH POINT, NORTH CAROLINA 





It pays to demand Darnell 
Dependability. Darnell 
Products reduce the over- 
head that is underfoot by 
reducing floor wear to a 


DARNELL CORP. LTD. 
LONG BEACH 4; CALIFORNIA 
60 WALKER ST., NEW YORK 13, N.Y. 
36 N. CLINTON, CHICAGO 6, ILL. 


DARNELL 
Office Chair 


CASTERS 
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TYPEWRITER SERVICE ADDS NEW CUSTOMERS 

A simple idea which Thomas L. Patterson, head of 
Patterson Appliance, 14502 Ventura Blvd., Los Angeles, 
Calif., has found brings him in 15 to 25 new radio 
repair customers per month is offering typewriter 
service along with radio work. 

The Patterson store, which has a four-man radio 
repair crew and energetically merchandises service 
work on all electric appliances, is adding more me- 
chanics to bring up the staff to ten. “We’re going to 
maintain our radio repair volume and intensify it,” 
Mr. Patterson explained, “inasmuch as we'll also be 
in the sales end of the business, and want just as 
many people as possible coming in. My experience 
has been that the average housewife cannot name 
more than three or four items carried by her local 
appliance dealer, whereas we handle over 100. There- 
fore, radio service is valuable to us as a traffic 
builder alone, above the profit earned.” 

Typewriter and adding machine repairs fit neatly 
into this picture. Mr. Patterson added it early in the 
war, when he noted that hundreds of businessmen 
in small offices and stores along the ten-mile length 
of Ventura Blvd. were having difficulty getting such 
repair work done. “There was no typewriter repair 
shop within five miles,” he smiled, “and I reasoned 
that businessmen troubled by gas shortages and 
breakdown of office machines would appreciate bring- 
ing them only a short distance to us.” 

Accordingly a sign was placed in the window 
advertising typewriter and adding machine repairs. 


| Mr. Patterson went to several large repair shops in 


downtown Los Angeles and found two who would 


| handle the work, the store taking ten .per cent of 
| the amount charged to cover its expenses, which 


were transportation and handling. “We weren’t after 
profit, but customers,” Mr. Patterson pointed out. 
Since late 1941, the radio service shop has taken 


| in three to four typewriters per week, and one or two 


adding machines, which are tagged with the owner’s 
name, a description of its ailments, and the Patterson 
store label. These go in to the service shop downtown 
on regular truck runs on Monday, and are usually 
ready for return the following Saturday, when the 
businessman owner is telephoned to come get it. “We 
make a point of showing each such customer our 
complete radio and appliance service facilities,” Mr. 
Patterson commented, “as well as whatever new radios 


| and refrigerators we can get. Grateful businessmen 
| invariably bring us their repair work thereafter— 
| and since they will all be frequent radio service 


users in the future, handling typewriters and adding 
machines thus supplies us with another source of 
customers we probably could not reach otherwise.” 
—RL. 

——0 = 2 ____ 


SAYS VETS GET SURPLUS SALES RUN-AROUND 

Alleged sale of more than 400 Government-owned 
typewriters to New England business concerns, during 
a two-week period when veterans were told there 
were none available for sale, recently drew sharp 
protests from Philip W. Caporale, commander of 
World War II Post 326, American Legion, at Spring- 
field, Mass. 

In a letter to Rep. Carter G. Manasco, Mr. Caaporale 
listed sales of typewriters to New England concerns 
by the regional office of the War Assets Administra- 
tion between April 16 and April 30, observing that 
veterans from his area could not get typewriters to 
start or maintain a business or profession. 

The typewriter sale, he maintained, is “but one 
example of why the veterans are not getting any- 
thing from surplus.” 

He called for “scrap and repeal’ of all veterans 
“preference” in sales of surplus property, and 
described the preference regulations as a “political 
dud.” 

Veterans, he said, would grumble for a while if 
preference laws were repealed, “but they will not be 
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Your Office STYLED to fit you 


Leqpold es 





COMFORTABLE, EFFICIENT, 
BEAUTIFUL, Long Lasting... 


Since 1876 the Leopold Company has maintained a 
reputation for handcrafting fine woods into articles 
of beauty, distinction and efficiency. 


Leopold dealers offer a complete office planning serv- 
ice... they create individual offices into personalized 
rooms where the busy executive can do his work more 
easily and quickly amid surroundings typical of 
‘gracious living” ... keep your eye on Leopold for 
all that’s new and practical in wood office furniture. 


The Leopold Company 


BURLINGTON, IOWA 
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Mark your catalogs—gear your sales 
efforts—on these numbers on which we 


can assure prompt delivery. 


4-HOUR CLASS 
NO. 4820-A AND 
NO. 6033-A 


2-HOUR CLASS 


NO. 4820-B AND 
NO.*5533-B 





* 


ee 
ee 
% 
ee 
Bee 
Me 


1-HOUR CLASS 
NO. 4820-C AND 
NO. 5533-C No. 5533-C 


Hamilton Line Safes 
that carry the 1-HR 
label. 


No.-4820- 


>. 6033-A 


General Offices 
HAMILTON, 0 


OFFICE APPLIANCES, August, 1946 











half as dissatisfied as they are now from the perpetual 
run-around, lies and promises that never were in- 


tended to be carried out.” 
ee ee 


VICTOR PLANS TO MAKE PRECISION ITEMS 

The New York Journal of Commerce in a recent 
article on “Industry Looks Ahead,” carried the follow- 
ing information on Victor Adding Machine Company’s 
plans to make precision items: 

“Victor Adding Machine Company of Chicago, 
which in the war years manufactured $60,000,000 in 
bombsights for the Army Air Forces, is now producing 
adding machines at near its all-time high record 
established in 1941, it is disclosed by A. C. Buehler, 
president of the company. In that last pre-war year, 
Victor shipped more adding machine units than any 
other company in the business. 

“Mr. Buehler forecasts another new record will be 
set by the end of this year, adding that 1947 should 
see still higher totals. He anticipates several years 
of high production, due nearly as much to the increas- 
ing of adding machines as to the accumulated demand 
built up during the period of war-dictated curtailment 
of production. 

Make Products for Other Firms 


“In addition to its regular line of adding machines 
the company plans to manufacture precision items 
for other companies. It is now engaged in the produc- 
tion of a substantial quantity of Stenotype machines 
for the Stenotype Company, Chicago. 

“The experience in high-precisgpn techniques gained 
during the years of bombsight manufacture has 
placed the company in a good position to produce 
precision articles for manufacturers who find it ad- 
vantageous to utilize outside facilities, Mr. Buehler 
stated. These activities will not be allowed to inter- 
fere with the primary business of adding machine 
production, he emphasized. 

“Victor makes portable and heavy-duty adding ma- 
chines for all types of users, from small offices and 
even homes to the biggest business enterprises. There 
is an increasing demand for higher-priced units that 
are electrically-driven and have extra features, Mr. 
Buehler reported. 

To Follow Past Policies 


“Present models have been improved over the pre- 
war types,” he said, adding that no radical changes 
are contemplated. 
policy of increasing efficiency and utility based on 
nneds and its continuing engineering research,” Mr. 
Buehler declared. More and more adding machines 
are being found an indispensable item of business, he 
said, pointing out that even the one-man office is a 
prospect. He visualizes a lucrative home market for 
light-weight machines, but righ tnow business and 
industry have first call on production. 

“Currently the company is having some difficulty 
with certain kinds of supplies, but in the main major 
problems have been vanquished and production is 
steadily on the upgrade.” 


——————t 9 
ROYAL PURCHASES HARTFORD BUILDING 


In a step aimed at increasing typewriter production 
to meet the high demand, Vice-president C. B. Cook, 





Sr., recently announced that the Royal Typewriter | 
has purchased Building 10 of the | 


Company, Inc., 
former New Departure plant of General Motors, 
located at 1031 New Britain Ave., West Hartford, Conn. 

For training, experimental and development work, 
and expansion of manufacturing facilities, Royal has 
added 70,000 square feet of floor space by the pur- 
chase, according to Mr. Cook. 

The building has concrete floors, freight elevators, 
and consists of a ground floor and three upper stories. 
With two wings, it is 222 feet long. The floors are 
divided into 20-foot bays. 

1946 
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FASTER BILLING FOR 
our (Customers | 
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ig HANO CONTINUOUS 
CARBON FORMS” 


REPEAT PROFIT For Oo 


Your customer saves time and stops 
errors - - - you profit, not once, but 
on the repeat orders as well. 

Hano Lithographed Forms are printed, 
billed and shipped in your name. If 
you are located outside of New York 
City or New England, write today for 
complete details of our 
dealer offer. 

VISIT OUR DISPLAY 
National Stationers’ Exhibit 
Chicago, Sept. 30 to Oct. 3 








PHILIP HANG COMPANY 


INCORPORATED 


HOLYOKE ,MASS. 
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BERNARD 


TRADE MARK REGISTERED 


Over the years BERNARD stationery tools have earned 
the reputation of quality and dependability. Dealers sell 
BERNARD merchandise with confidence...and with profit. 


It’s good business to sell good customers the punches 
and staple removers that always do a good job. 
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Loose leaf Vacuum Punch No. 2600 
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‘Triumph’ Official Eyelet Sunch 
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Order now from your distributor. If he cannot immedi- 
ately supply you, please know we are making every effort 
to meet the enormous demand. 

These are only three of the many famous BERNARD 
stationery tools. Send for complete catalogue which gives 
all numbers, all details. Use coupon below. 


Wm. SCHOLLHORN COMPANY 


“Ouality Tools Since 1870” 


'puesienlarierleniantanioeteniesteteniontesientestenten 


Wm. Schollhorn Company, 
3508 Chapel St., New Haven 9, Conn. 


Sirs: Please send me your catalogue of stationery tools. 
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NEWS NOTES FROM THE MARITIME PROVINCES 





William J. McNulty, Correspondent 





A new supply and service depot of the National 
Cash Register Company has been established at 
Moncton, N. B., within the jurisdiction of Erling S. 
Bergh, manager of the St. John, N. B., branch. Walter 
J. Carson, who had been mechanical inspector out 
of the St. John branch, is manager of the new unit. 
He started as.a service apprentice in 1941, and has 
recently returned from National’s Dayton, Ohio, plant, 
where he took a mechanical training course. 

e 2 a 

Leslie G. H. Forhan, who died recently at Seattle, 
Wash., had been an accountant with the Burroughs 
Adding Machine Company, Seattle branch, for some 
years after returning from overseas service in World 
War I. He was born in Halifax, N. S., 54 years ago, 
and was at Winnipeg, Man., when he joined the 
Canadian army. Surviving are the window, two sons, 


' and one sister, all of Seattle. Interment was at 


Acadia Cemetery, Seattle. 
* * * 


Canadian Importers, Amherst, N. S., have been 
featuring wall safes, ten inches high, 13 inches wide, 


| six inches deep on the inside. Duplicators and adding 


machines are also being given attention. 
* * * 
There are two H. H. Young locations in New Bruns- 
wick province, Fredericton and Perth-Andover. The 
first covers central @nd northeastern New Brunswick, 


| and the second, northwestern New Brunswick, includ- 
| ing the area along the U.S. border. Sold and served at 
| the two bases are office and portable typewriters, 
| adding machines, duplicators, safes, and filing 
| cabinets. 


* + + 
A native of Scotland is.J. Carruthers, recently named 


| acting general manager for Canada of the Addresso- 
| graph-Multigraph of Canada, Ltd., with base at 
| Montreal. He settled in Canada 16 years ago, as an 
| accounting clerk with Addressograph-Multigraph. 


* * *” 


It looks as if Victor Lewis, partner in Lewis & 
Nugent, Moncton, N. B., is really conceding athletic 
antiquity is catching up with him. He has been active 
in golf this season, and went to St. Andrews, N. B., 
to participate in a tournament for the New Brunswick 


| and Prince Edward Island championship. His scores 


for the three trips around the course, were, 87, 103 and 
90. For about 20 years, Lewis, while located at Halifax 
and Moncton, was a leading southpaw baseball hurler. 
It would not be surprising if the J. K. Nugent, who 
also competed at St. Andrews, was Jack Nugent, 
partner of Vic Lewis. The Nugent scores were 98, 


98, 107. 


* * * 


Mr. and Mrs. John D. Chambers of Wolfville, N. S., 
recently celebrated the sixtieth anniversary of their 
marriage. Mr. Chambers is a past mayor and park 
chairman of Wolfville, and one of the charter mem- 
bers of the Wolfville Masonic lodge. He was presented 
a 50-year jewel in 1943. The couple have three daugh- 
ters and one son. Mr. Chambers is a dealer in office 
supplies. ; 

sn dienensiiigtiliiaiait ial, 
THIESSEN OFFICE EQUIPMENT TO NEW LOCATION 

Thiessen Office Equipment, Kewanee, IIl., is mov- 
ing from 117 N. Chestnut St., to a new and larger 
location at.115 N. Chestnut St., on September 1, the 
proprietor, Elmer Thiessen, recently announced. 

The larger quarters were needed for expanding 
business in office machine servicing and sales. Mr. 
Thiessen is dealer for Smith-Corona typewriters, R. C. 
Allen adding machines, Speed-O-Print duplicators, 
Shaw-Walker steel furniture, and Speedrite check 
protectors. 
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PORTABLE DESK FILE 


Here at last is the answer to the busy executive and 


secretary's prayer. 


A work organizer and a pull drawer letter file combined, 
which will keep private papers really private. 


Upper compartment with lift cover for current records 


and visible data. 


Lower filing drawer for other records plus a utility 
drawer set into the base. Made of heavy gauge furni- 
ture steel. Equipped with four swivel casters. Bright 
smooth cadmium finished hardware. Guide rod operates 
in a depressed groove for eyeleted guide operation. 


Ideal for use with swinging folders. 


Finished in Cole Gray and Olive Green. 


SIZES AND PRICES 
No. 854—LETTER SIZE 


Wide High Deep Wide 
24” 


Upper Compartment 13” 107%,” 16 24" 

File Orawer 1244" 1034" 24%,” 15 1034" 24%," 
Utility Dawer 1244" 3%" 24%," 15 “ 243," 
Overall Height 304%," Overall Height 301,” 





ONE DRAWER UNITS 


No. Card Size Capacity Depth Price 
C335 3x5 1500 cards 16” $3.25 
C346 4x6 1500 “” 16” 4.00 
C358 5x8 1500 “” 16” 5.50 
C369 6x9 1500 “ 16” 8.00 

TWO DRAWER UNITS 

No. Card Size Capacity Depth Price 
C3352 3x5 3000 cards 16” $6.00 
C3462 4x6 3000 ” 16” 6.75 
C3582 5x8 3000 “ 16” 9.50 
C3692 6x9 3000 “ 16” 12.75 





No. C1505 
16” x 12” x 73/4" 


$13 50 COLE GRAY CRINKLE FINISH 
e . . a . 
Equipped with combination lock. 


No. 858—LEGAL SIZE 
High Deep 
10%" 





LETTER SIZE 


These prices do not include indexes. 


STEEL CARD CABINETS 


These cabinets are designed for card record system and for use 
on desks or tables. Ideal for offices and libraries. Constructed of 
best grade extra heavy cold rolled furniture steel, electrically 
welded throughout. Rubber legs are provided but can easily be 
removed when the units are stacked. 


Drawers are equipped with bail suspension, to prevent accidental 
withdrawal from cabinet. Also, newly improved positive lock com- 
pressor to keep cards in place. 


Finished in Cole Gray and Olive Green. 


LOCKS—Cabinets equipped with lock and 
key add $1.75 per drawer to prices. below. 


HEAVY STEEL 


SECURITY BOXES 


For the safe keeping of bonds, 
policies, books and other valua- 


bles for home or office. 


Made of finest grade of extra 
heavy furniture steel. Electrical- 


ly welded throughout. 





No. C1303 
13YQ" x 10g" x So” 
GREEN CRINKLE FINISH 
Equipped with disc tumbler lock. 


$11.00 


COLE STEEL EQUIPMENT COo., INC., 349 BROADWAY, NEW YORK 13, N. Y. 
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THERE’S A BUSINESS CAREER AHEAD 


FOR THOUSANDS OF EX-GI 


In colleges and universities throughout the land, 
thousands of ex-G.|.'s are finishing an education 
that was interrupted by the advent of war. 
These fellows are applying themselves as seri- 
ously to their academic tasks as they did to the 
job of winning the war with dispatch. Every one 
of these men is preparing for a useful career. 


Out of their ranks will step the future executives 








INDIANA DESK CO. 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


JASPER, INDIANA 





STUDENTS 


®. 


of America's business institutions and the lead- 


ers of tomorrow's social and economic life. 
Of course, these men will be prospects for 
INDIANA DESKS. As individuals who will have 
learned to appreciate the most modern tools 
with which to work, they'll respond quickly to 
the merit and beauty of INDIANA DESKS, 
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MOSLER VAULTS STAND UP IN ATOMIC BOMBING 

Mosler bank vaults at the site of the atomic bomb 
impact at Hiroshima, Japan, survived the blast and 
the heat despite the fact that the reinforced concrete 
bank building was blasted to rubble. 

Eyewitness accounts and photographs attest that, 
although the outside surfaces of the vault doors were 
seared by the heat and some slight damage occurred 
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SURVIVE ATOM BOMB—Although reinforced concrete was 

blasted at the Teikou Bank in Hiroshima by the atomic 

bomb (top picture) and vaults made by a Japanese firm 

were wrecked, four American-made vaults in the same 

room survived and still continued to function, as illustrated 
by the vault door in bottom picture. 


to the external fixtures, the doors were still in working 
order and the contents of the vaults completely 


intact, according to E. H. Mosler, president of the | 


Mosler Safe Company, Hamilton, Ohio. 

The significance of this fact is indicated by the 
expressions of interest from presidents of leading 
banks in this country in the survival of these Hiros- 
hima vaults. Insurance companies have also expressed 
their concern over the resistance of vaults to atomic 
explosion, Mr. Mosler stated. 

Several months ago, the company received a letter 
from an Army lieutenant inspecting the Hiroshima 
damage. In part, the letter said: “. . . In visiting 
the remains of the city of Hiroshima, I found in 
one of the three structures still standing, four large 
vaults built by the Mosler Safe Company. The vaults 
were entirely intact and except for the exterior being 
burned and rusted there was no damage. Across the 
room from the American-made safes were two vaults 
made by the Takeucho Company located at Tokyo, 
Japan. These were completely destroyed, their doors 
blown off the hinges, and the sides crushed. To me 
this was a very positive demonstration of the super- 
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335 Canal Street 








The 
GUSSCO Trademark 


on filing supplies is your guarantee 
that the merchandise is as good a 
dollar value as you can buy any- 
where at the time. True, paper sup- 
plies have been far from constant 
the past few years, and the end of 
these difficulties is not yet in sight. 
But, through it all, GUSSCO Filing 
Supplies have been sound, salable 
products. And that's the way we 
propose to keep them. 


In our establishment, the dealer is 
the boss. The GUSSCO Line and all 
our facilities are designed to serve 
the dealer. You know we depend 
entirely on you dealers for our dis- 
tribution, for we do not sell direct 


to consumers. 


The GUSSCO Line is a good, sound 
filing supply line to tie your sales 
efforts to. 


GUIDE SYSTEM & SUPPLY CO. 





New York 13, N. Y. 
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BETTER FORMS... 


Notes, Drafts and Receipts 
by GIBSON - NORWALK 
mean 


BETTER PROFITS! 











Your customers will accept GIBSON Forms just 
as readily as the low margin variety and quality makes 
lasting friends © Rag content bond, clear, sharp, 
lithography, sturdy, linen-reinforced bindings with 
gold stamped covers, and, on modest minimums, 
your name and address on every form at no extra 
cost—your best possible assurance of repeat orders. 


C.R. GIBSON & COMPANY 


Lithographers and Publishers 
NORWALK CONNECTICUT 
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iority of American equipment. No other test than 
that of the atomic bomb could have been more severe 
or exacting.” 

Report of another investigator said, “Two Mosler 
bank vaults, one being located at the Teikou Bank in 
Hiroshima and the other located in the Geibi Bank 
in Kure, were in excellent condition and were in 
operation.” The latter city, Kure, was burned with 
conventional incendiaries and the brick Geibi Bank 
Building survived entirely, although surrounding 
wooden buildings were all burned to the ground. 
ROYAL HONORS HARRY RUDNICK, 25-YEAR MAN 

Harry Rudnick, assistant sales manager in charge 
of the Metropolitan portable division, Royal Type- 
writer Company, Inc., was recently presented a com- 
memorative gold watch by Allen A. Ryan, chairman 





HARRY RUDNICK 


of the board of directors, for 25 years of loyal service. 
At the ceremony, attended by a large group from the 
Royal home office, Wesley H. Beckwith, manager of 
the portable division, also presented Mr. Rudnick 
with a gold watch chain on behalf of his portable 
associates. 

Reviewing Mr. Rudnick’s background, Mr. Ryan 
stated that he started in his long career with Royal 
in 1921 as a salesman at Washington, D. C. He 
progressed as branch manager in Minneapolis, Minn., 
and Rochester, N. Y., became assistant sales manager 
and finally assistant sales manager in charge of the 
Metropolitan portable division. 

—_————= —_- 
FIRM FEATURES SANITARY PAPER CUPS 

On a stand just inside the entrance of the North- 
west Office Equipment Company, Seattle, Wash., is 
built up a pyramid of paper cups, as well as two open 
cartons filled with the fountain cups. Standing up- 
right, affixed to a stout rod, is a card headed, in large 
black letters: “The Great Unwashed.” The notice then 
goes on to say, “What is it? It isn’t any group of people 
—the soap companies have taken care of that. It’s 
not the name of a new play or a picture magazine. It’s 
the public drinking cup. Rarely washed, it contributes 
to many diseases. Guard your health by having always 
with you a supply of safe, convenient, disposable drink 
cups.” Popular in price and easy to carry, these little 
cartons, thus brought strikingly to the attention of all 
people entering or leaving the salesroom, enjoyed a 
brisk sale—WBS. 

ie ek 

BRITTAIN B. REED NAMED COMPANY HEAD 

Brittain B. Reed, son of Charles A. Reed, founder of 
the C. A. Reed Company, Williamsport, Pa., has been 
elected president and general manager of the com- 
pany, succeeding to the position held by his father 
for 39 years. The new president joined the company 
after graduation from school and has served in sev- 
eral departments. Recently he has been vice-president 
and assistant general manager. The Reed company 
manufactures crepe paper, paper napkins, plates and 
allied items.—RCS. 


OFFICE APPLIANCES, August, 1946 








q\ildVd 


OF! 








NEW! 


PLASTIC BACK 


CARBON PAPER 


e Easier and More Economical To Use— 
e Longer Lasting— 


Because it doesn’t curl, creep or slip! Per- 
fect results on any kind of typewriter. 


& Sharp Ure ing * Superdurable . 


ON | 


“4 
80 
N & RIBBON MFG. CO. *« SAN FRANCISCO, U-S-A 
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Oniy Rock-a-File with its revolutionary development of side- 
filing, the first basic filing improvement in 53 years, provides the exclusive 
advantages of modern filing. Only Rock-a-File has ‘“‘rocking”’ compart- 
ments, opening sideways, that provide the same filing capacity in up to 
40%, less space than conventional files. Only with Rock-a-File is it pos- 
sible for two or more persons to file at the same time. Only Rock-a-File 
is topple-proof . . . the contents always safely within the cabinet frame- 
work . . . all compartments can remain open and fully accessible. 

Yes, Rock-a-File’s modern principle makes filing easier, faster, 
more efficient—and less tiring, too. All the contents available all the 
time without effort. Compartments rock open and shut effortlessly — 
a touch of the fingers does it! 

Standard letter and legal size models. Attractively finished in lus- 
trous gray to harmonize with any office color scheme. Compartments 
have wide, ample satin-finish aluminum handles with snap-on trans- 
parent label holders. 


ROCKWELL-BARNES COMPANY 


Write for free circular ; Spee : ; 
Specialists to the Stationer since 1903 


35 East Wacker Drive Chicago 1, Ill. 


containing complete information 





* RE U. S. PAT. OFF. PATS. APPLIED FOR 
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BARBER HEADS NEIDICH DIVISION 
Milton C. Barber, Moorestown, N. J., has been 
appointed general manager of Neidich Process Division 
of Underwood Corporation at Burlington, N. J., accord- 
ing to an announcement made on August 1 by Philip 
D. Wagoner, chairman of the parent organization. 














M. C. BARBER 


The Neidich division manufactures ribbons and carbon 
paper. 

Mr. Barber succeeds Edward W. Curtis, Jr., whose 
retirement was announced after many years of service 
with Neidich. Mr. Barber, a native of Highland Park, 
Mich., joined Underwood in 1936 as sales manager 
of the Neidich division and later became assistant 
to Mr. Curtis. 

9 —t 9 
EMPLOYMENT STABILIZATION STUDIED BY AMA 

Regardless of wheather unions are planning to 
demand an annual wage in the next round of collec- 
tive bargaining, stabilized employment is a worthy 
goal for the individual company simply because it is 
good management and of growing importance in the 
nation’s industrial future, according to a study of 
the American Management Association § recently 
made public. 

Written as a guide to the installation of employ- 
ment stabilization techniques by individual companies 
and their individual departments, rather than from 
the viewpoint of the economy as a whole, the AMA 
report reviews experience with the guaranteed wage 
during the past 20 years. It lists and analyzes in 
detail advantages, disadvantages and factors to be 
considered in setting up a guaranteed wage plan 
and describes the procedures by which employment 
and production fluctuation costs can be measured 
against the costs of stabilizing employment in the 
company. 

The AMA report states that employment stabiliza- 
tion deserves attention as a management technique 
because it may assist business to improve utilization 
of resources to the satisfaction of the consumer, labor, 
investors and other segments of the nation’s economy. 
The report points out, however that companies may 
encounter many difficulties in instituting guaranteed 
employment practices and mature _ consideration 
should precede any action. 


Many Firms Can Make Guarantees 


The report, “The Annual Wage and Employment 
Stabilization Techniques,” states that although it is 
obvious industries in which demand is stable or 
expanding can most easily establish wage guarantees, 
and such guarantees can more readily be instituted 
in consumer lines than in heavy industries, the pro- 
portion of companies which can guarantee employ- 
ment—not necessarily on an annual basis, but to 
some degree—is larger than generally supposed. 

The AMA study shows that close examination 
demonstrates most companies could make at least a 
beginning toward the objective of guaranteed em- 
ployment. It points out that one of the stumbling 


OFFICE APPLIANCES, August, 1946 




















THE HOME OF QUALITY PARK ENVELOPES 


* * * 


FACTS ano FANCIES 


By McGillicudy 


| was getting ready to go on my vacation (with 
pay, | hoped) so | reported to the front office. 
“Well,” | said, “| have everything lined up and 
under control so things should go along pretty 
smoothly while I’m gone.” 


“That's more than they do while you‘re 
here,” was the reply. “It will be dif- 
ficult around here without your charm- 
ing personality—but we'll do our best.” 


| ignored the sarcasm. “Naturally,” | said, 
“Quality Park always does its best—and Quality 
Park is always on the job, even during vacation 
season, to provide top service and satisfaction. 
There’s never a vacation from the quality that 
has made Quality Park famous or from the 
effort to see that Quality Park envelopes are 
distributed fairly to dealers, even during 
periods of restricted production. And now, I’m 
on my way. Goodbye.” | left. 


* * * * * 


I sat up in the north woods a week 
worrying about dealers who weren’t 
getting all the Quality Park envelepes 
they wanted (and doing a little fishing 
on the side). Things happened while | 
was away. The Atomic Bomb was tested 
on Bikini. The OPA gasped and died the 
same night. So | cut my trip short and 
dashed for home—!I knew I was needed 
at Quality Park. 


Grip in hand and slightly out of breath | went 
directly to the front office. He looked at me— 


noticing my grip. ‘Well, Mac,” he said, “are 
you planning on taking a trip?” 





Dastiry Pk 





Cz 


* General Office and Factory, Quality Park, St. Paul 4, Minnesota 


* Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 





167 








“OF course | use 


“Right on through the year, from 
one season to the next, I use a 
wide variety of Dennison products. 
Canning Labels, Crepe Paper, 
Transparent Mending Tape, and 
Key Tags are just a few that come 
to mind, but I know there are 
dozens of others.’’ 


Housewives are only one of the many groups of people 
who are regular customers for Dennison Goods. Every- 
day, in home, school, and office, there are hundreds 
of instances where Dennison products can be of help. 
Acquaint your customers with Dennison quality, and 
always remember to stock and display the full line of 
Dennison Goods. It is a sure way to build customer 
satisfaction and real profits for yourself. Don’t forget 
the home market. 
Y, 


y 


Vs 


eS — ” 


Essential Stationery Supplies for HOME, SCHOOL, and OFFICE 
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blocks which many companies fear—seasonal fluctua- 
tion— has been shown by experience to be a type of 
fluctuation which can be successfully reduced or even 
eliminated by the individual company. 

The Association’s research reveals that where the 
annual wage is feasible, it can improve morale, 
increase output by lowering production and labor 
costs per unit, afford greater utilization of plant 
and equipment, reduce labor turnover costs, increase 
versatility and flexibility of employees, and provide 
eligibility for specitl Government benefits which re- 
duce costs. 


Benefits of Plan Are Outlined 


One of the greatest benefits from a widespread 
guaranteed wage, the study states, might be more 
stable economic activity which could benefit the 
individual company, its employees and the nation. 
If people could look forward to a regular income, 
they might reduce savings which accumulate in fear 
of unemployment. Consumption might become more 


| stable, the report says, and businessmen might invest 


more than before if they believed the demand would 
be more constant. 

Information used in the study was obtained from 
representative companies in many varied types of 
industry, companies with existing plans for employ- 
ment stabilization and companies that instituted such 
programs but were forced to drop them, from reports 
of labor unions, Government agencies and trade 


| associations. The report was written by Ernest Dale 


of the American Management Association research 
staff. 

Less than 300 plans have been put into effect which 
include the guaranteed wage for three months or 
more, but the AMA attributes this at least partially 
to lack of familiarity with the potentialities of 
such plans and the management techniques discussed 


in the study. 
——a- oe - 


F. ALEXANDER RESUMES ACTIVE MANAGEMENT 


General management of Alexander Brothers, Ltd., 
Honolulu, Hawaii, has been taken over by Fred P. 
Alexander, president of the corporation. The move 
results in his assuming the duties handled for the past 
several years by W. G. Huston, who has resigned as 
vice-president and general manager, and is no longer 
connected with the firm. 

Alexander Brothers is one of the oldest office ma- 
chines distributors in the Hawaiian Islands, repre- 
senting many of the larger manufacturers in the 


industry. 
SE ite coe 


C. & S. OFFICE SUPPLY OPENS AT VICKSBURG 


The C. & S. Office Supply Company was recently 
opened at Vicksburg, Miss., under the joint ownership 
of A. Commer Strickland and A. W. Cunningham. 
Location of the new firm is in a building at the cor- 
ner of Second North and Clay Sts., formerly occupied 
by Child’s Butane Company. 

Business manager of the firm is Mr. Strickland, who 
was a U. S. Government employee for 15 years, sta- 
tioned at Vicksburg, Jamaica and Dallas. His partner, 
Mr. Cunningham, is still in the employment of the 


Government. 
ig dilipide 


CLARENCE HOPKINS HONORED BY UNDERWOOD 


Clarence Hopkins, Brooklyn, N. Y., sales representa- 
tive of Underwood Corporation, was guest of honor 
at a testimonial dinner given recently by his asso- 
ciates to commemorate his fiftieth anniversary of 
continuous service with Underwood. 

Mr. Hopkins began his career as a typewriter man 
with the Elliott and Hatch Book Typewriter Company 
in June, 1896. His father, Edward A. Hopkins, helped 
to build the original model of the Elliott-Hatch 


machine. 
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We Sincerely Hope— 


to be able to supply all our dealers with a normal 
supply of PRONTO Fibre Board Files in the near 


future. 
However, fibre board still remains available in 
limited amounts only. Under this circumstance, we 


continue our practice of trying to supply all our 
dealers with enough PRONTO FILES to cover basic 


requirements. 


We know your demands are real and we are deeply 


appreciative of your continued patience and under- 


standing. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 














FIBRE BOARD FILES 


PRONTO 
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We are pleased to announce 
that we have moved into 
our own building located 
in the center of Chicago. 


WE BUY 
SELL —- RENT 


(whenever we can) 


OFFICE 
MACHINES 
OF ALL KINDS 





ELMER’S NEW HOME 


ae 
Geo. 5. LURIE 4S 


| REAL ESTATE 


60 HLA SA 
meet! 


Above is illustrated the exterior of our building, 
in which is provided extensive accommodation 
for our headquarters, display rooms and shop fa- 
cilities. Located opposite the courthouse and next 
door to the financial district, it is within easy 
walking distance of Chicago’s great wholesale 
and retail centers. 


At left above—part of our first floor display room, 
suggesting the great variety of office machines we 
have in stock and ready for service. 


At left center—our second floor display room with 
accounting department at the rear. 


At left below—our service department has un- 
excelled facilities for adjustment, repair and re- 
building of all makes and kinds of office machines. 


YOUNG OFFICE MACHINES CO. 


Telephone CENtral 0525 


170 NORTH LA SALLE ST. 


170 


CHICAGO 1, ILL. 
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IRVEN DAVIS JOINS ALLEN ORGANIZATION 

Allen Calulators, Inc., Grand Rapids, Mich., recently 
announced the return of Irven Davis into the adding 
machine industry and into the Allen organization as 
assistant to Kenneth P. Phelps, vice-president and 
also branch manager of the New York, N. Y., district 
office. 

Mr. Davis comes to Allen directly from Manufac- 
turers’ Trust Company of New York City, with which 
he has been associated for more than ten years. Prior 
to that, his association with the adding machine 
industry covered a period of more than 25 years. His 
early training was in the Wales Adding Machine 
Company plant at Wilkes-Barre, Pa., where he learned 
the business from the ground up. When the Allen- 
Wales Adding Machine Company was formed, Mr. 
Davis joined that firm and became its vice-president, 
remaining in that post until 1932. 


9 —me 


NEW PARTNERSHIP FORMED AT AMES, IOWA 

Announcement was made recently of the formation 
of a general partnership by D. L. Iversen, Jack Hazlett, 
and Ray Van Meter, to succeed D. L. Iversen, who has 
been doing business as Reynolds & Iversen at 238 Main 
St., Ames, Iowa. The new store name is Ames Sta- 
tioners, same address. D. L. Iversen entered the busi- 
ness in 1912, Jack Hazlett in 1928, and Ray Van Meter 
in 1931, and all have been associated continually since. 
The change became effective June 1 and all orders, 
including those booked for future delivery to Reynolds 
& Iversen, are to be billed and shipped to Ames Sta- 
tioners, 238 Main St., Ames, Iowa.—MDH. 


San tite cence a 


SANFORD NO LONGER SUPPLIES MORRISET INK 

The Sanford Ink Company, Chicago, recently an- 
nounced that they are no longer supplying No. E2 
two-ounce blue, black ink and colors for the Morriset 
desk wells. The announcement states, “Continued in- 
crease in production schedules on all Sanford’s stock 
items and the fact that the Bert M. Morris Company 
feel they can operate to better advantage by manu- 
facturing their own ink has mutually terminated this 
long-time, happy association. All futyre orders for 
Morriset ink should be referred to the Bert M. Morris 
Company, Los Angeles, Calif.” 





BUZZA-CARDOZO INAUGURATES NEW AIR’ FREIGHT 
SERVICE.—Dealers on the East Coast will receive Buzza- 
Cardozo greeting cards faster than ever before, now that 
the Los Angeles company has instituted a new air freight 
delivery service. Similar service to other parts of the nation 
will be extended as soon as possible. Pictured at the 
inaugural ceremony held recently in Los Angeles are Tom 
Breneman of the famous “Breakfast in Hollywood” radio 
program; Jan Ormsby, American Airlines stewardess; George 
E. Buzza, president of Buzza-Cardozo, and Ralph N. Cardozo, 
chairman of the company’s board of directors. 
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MARKING DEVICES 


OF EVERY DESCRIPTION 


— 








Line Daters and Numberers, Die 

Plate Daters, Self-Inking Stamps, 

Time Stamps, Stamp Pads and Inks, 

Notary Seals, Stamp Racks, Stencils, 

Rubber Type Sets, Sign Markers, 

Brass and Fibre Checks, Corrugated 
Box Dies, Badges, etc. 


PLACE YOUR NAME ON OUR MAILING 
LIST FOR LATEST CATALOGUES. 


CONSOLIDATED STAMP MFG. Co., INC. 


MAIN OFFICE AND EXPORT DEPT. 
15 DEY STREET, NEW YORK 7, N. Y. 
FACTORIES IN 


SPRING VALLEY, N.Y. . NORWOOD, N.J. . BRISTOL, CONN. 
CHICAGO, ILL. . PHILADELPHIA, PA. . NEW YORK, N. Y. 
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as the transaction occurs 


LAN 
Ulatiographic 


CASH REG 


GISTE 





A quick, complete record of all transactions is 
provided by The Indiana Autographic Cash Reg- 
ister. Stores, filling stations, beauty shops, branch 
offices and other types of business find it a big 
time saver. 


Continuous ruled paper designed for each busi- 
ness makes a simple entry possible at the time 
of the sale, money received on account, or pay- 
ment of bills. Only a few minutes needed to tabu- 
late totals at the end of the day, for quick posting 
into the ledger. 


Long and tedious ens J of a Cash book and 
Journal is eliminated—no time spent in assembling 
items or hunting for forgotten transactions. 


WRITE US FOR THE FULL STORY 
Sell Indiana for Profits and Good Will 


DRAWER CO. 
' A A. 


SHELBYVILLE, INDIANA 
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COMMERCIAL CONTROLS MARKETS IN CANADA 

Commercial Controls Canada, Ltd., organized under 
a Dominion Charter granted on May 10, 1946, has be- 
gun the marketing of its office control systems and 
machines in Canada, according to information re- 
leased by Charles R. Ogsbury, president of the com- 
pany. Other officers are Harold R. Russell, vice-presi- 
dent, and Albert F. Milton, secretary and treasurer. 
Alan F. Telfer, general manager of the Canadian Ex- 
porters Association, and L. Peter Baenziger have been 
named directors. 

Registered headquarters of the corporation have 
been opened at 73 Adelaide Street West, Toronto 1, 
with Mr. Baenziger as manager and Wilbur E. Braed- 
ner in charge of customer service relations. 

The company will handle complete mailroom equip- 











L. P. BAENZIGER 


ment, including omni-denomination metered mail sys- 
tems, as well as Endorsograph check endorsing ma- 
chines and Ticketograph pay and production control 
systems. It has acquired all existing Canadian con- 
tracts on the Ticketograph from International Busi- 
ness Machines, Ltd. Much development work is pro- 
jected to adapt the entire Commercial. Controls line 
to standard Canadian methods and systems. 

The company will distribute its products through 


| field offices located at strategic points throughout the 


Dominion. Carefully-trained personnel will be in 
charge of all sales and customer service operations in 


| each office. Such representation has already been ar- 


ranged in Montreal by the appointment of J. J. Wilson 


| of R. J. MacLeod and Company, Ltd., 407 McGill St., as 


company agent, and in Ottawa by similar appointment 
of J. H. Watts of Office Appliances, Ltd., 199 Queen St. 


———“—= 
ARTICLE IN FORTUNE DESCRIBES SOUNDSCRIBER 

The department “Shorts and Faces” in the August 
number of Fortune magazine tells of the role being 
played by SoundScriber in the dictating machine mar- 
ket. Says the article in part: 

“One of the most popular recent additions to the 
list of executive time- and energy-savers is the multi- 
purpose machine produced by the SoundScriber Cor- 
poration of New Haven, Conn. The SoundScriber not 
only records dictation, personal interviews, and con- 
ferences, but also lends itself nicely to voice study, 
language training ,and on-the-spot field reports. The 
SoundScriber is portable (21 pounds), records elec- 
tronically on thin plastic disks that can be filed easily 
or sent through the mail, and—by means of a lapel 
microphone—permits executives, while dictating, to 
use both hands and pace the floor within the radius of 
20 feet. Another extremely attractive feature is the 
fact that the device can record telephone conversa- 
tions. During the war, this led many embattled dollar- 
a-year men—caught in Washington’s inter-agency 
strife—to call their SoundScribers ‘necksavers.’ ” 

Telling of the sales by other companies in the re- 
cording-instrument field, the Fortune article declares, 

“ ‘necksavers’ are currently enticing nearly $4 mil- 
lion annually from the pockets of U. S. executives.” 
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HOLD A CONVENTION! 


IN Your 
STATIONERY STORE 


EVERY DAY... 
Mexander 


No. 100 pencil is the drawing card! A $1 
mechanical pencil that has the "write" feeling. 
Specifically designed to give perfect per- 
formance with thin lead . . . extra large, 
adjustable "Big Inch" eraser and many 
other high quality features make the 
Alexander No. 100 the world's 
most practical pencil. Alexander 


No. 100... a perfect, inex- 


pensive, automatic pencil. 



















Albuut! 








Low price-—high quality features, 
make the Alexander No. 100 
EASY TO SELL 
Check these sales points: 
Designed for perfect performance with thin 
lead. 
“Big Inch” eraser, easy to adjust or replace. 
Precision-fit tip gives thin lead extra sup- 
port and strength. 
Spring-steel, gold-plated clip. 
All-metal, Alumilite barrel for strength 
and long life. 
Mechanism built for performance and dura- 
bility. 
For only $1 


Other Alexander Products 








Pen and matching pencil. The only 
moderately priced pen with a 





Vac-U-Glide silvertone metal cap. 


14 karat gold signature point. 
The set $8.75 (no luxury tax). 





Available in three colors— 
black, blue, dubonnet mounted 
on attractive full color counter 








display card. 





Write for price list and complete information 
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A distinctive "gift" pencil lux- 
uriously plated with Rodium, 
(more precious than Platinum). 
The pencil of distinction. $5 (plus 
tax). 
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Meer CHAIR CO. OFFICE CHAIRS 


T here 
Is a 
Great 
Future 
In store 


for 


America 





Have faith that service and sharing will once again 
speed the wheels of industry—that labor, management 
and capital will unite to supply all demands—to raise 
production to the needful volume for all domestic pur- 
poses and a large market abroad. 

Jasper Chair Co. office chairs are providing a life time 
of comfortable seating for thousands of business offices 
and a substantial demand can be built upon their 
reputation and high standard of performance, which 
will result in additional business for office equipment 
dealers. 

No once can tell you just when this situation will come 
into being, nor when all your present office chair 
requirements can be filled—but it's common knowl- 
edge that a few believing, determined Americans put 
this country on the road to greatness. Like faith and 
determination will be brought to bear and will be 
effective now. 


Jasper Chair Co. 


JASPER, INDIANA 








REPRESENTATIVES: James S. Fowls, (Southern) S. H. MacDonald, (West) 
Geo. A. Litchfield, Sales Mgr. 327 Sunset Drive, North 405 Orpheum Bldg. 
St. Petersburg, Florida Seattle, Wash. 
Fred Deutsch (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
3525 Southwestern Blvd. 6708 Glenwood Ave., Chicago 26 383 Madison Ave. 
MEMBER WOOD OFFICE FURNITURE INSTITUTE Dallas 5, Texas (Phone ROGers Park 3644) New York, N. Y. 
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RATIO OF FIRE LOSSES LOW IN WARTIME 

Organized fire prevention work by co-operation of 
civilian fire protection engineers and the armed serv- 
ices during the war materially held down fire losses 
in military establishments and war plants, according 
to a booklet entitled “Fires That Never Happened,” 
just issued by the National Board of Fire Under- 
writers. 

Fire destruction of Army property in this country, 
the booklet points out, was “approximately 50 per 
cent of that expected to be the normal loss of civilian 
property” for equal values. 

“When losses in World Wars I and II are compared 
with total values,” the booklet adds, “the rate of fire 
loss in World War II is 40 per cent less than in 
World War I. Experience and preparedness in the fire 
insurance business helped save hundreds of millions 
of dollars in property for use against the nation’s 
enemies.” 

Gave Many Hours of Service 


Fire insurance engineers and inspectors devoted 
several thousands of man-hours to the armed services 
in every state except one, six South American coun- 
tries, Hawaii, Porto Rico, Alaska and the Aleutians, 
and Europe. Their assistance was contributed by the 
fire insurance business under $l-a-year contracts of 
the National Board with the armed services. Several 
civilian fire protection engineers were loaned to the 
services for duration of the war and emergency. Their 
salaries were paid by the insurance business. 

The booklet is dedicated ‘to the men of the boards, 
bureaus and companies of the fire insurance business 
whose anonymous, unspectacular work safeguarded 
Army installations, naval shore establishments, water- 
front properties, war industries and the life lines 
of the armed forces of the United States and Allies 
at war.” 

Immediately after war started in Europe in 1939, 
the National Board of Fire Underwriters placed all 
its engineering, inspection and other services and 
facilities at disposal of the Government, just it had 
in World War I. 

The offer was accepted in September, 1940. En- 
gineers from: the National Board organized and 
manned advisory fire protection bureaus for the War 
and Navy Departments and the Coast Guard under 
the Board’s $l-a-year contracts with each service. 

A year before Pearl Harbor, fire insurance engineers 
surveyed Army and Navy shore establishments in 
Hawaii and recommended fire protection measures 
which were carried out. 


Many Confidential Investigations 


Members of the National Board’s arson department 
made more than 1,000 confidential investigations for 
the Office of Strategic Services. 

Fire insurance engineers aided the Office of Civilian 
Defense in preparing manuals and mapping defense 
of American cities against possible enemy air raids. 

The armed services utilized the services of the 
civilian fire protection engineers in countless 
other ways—in instructing classes of Army and Navy 
officers, studying the effects of experimental bombs 
as well as the results of actual bombing, and in 
consultations with bomber commands. Some of them 
made low-level flights over bombed areas to make 
expert observations. 

One engineer traveled 110,242 miles, including 
20,000 by air and 15,575 by jeep. 

All these services, involving the work of hundreds 
of fire prevention engineers, were given without cost 
to the Government, which paid only travel expenses. 

0 ee 5 


OLIVER CAVANDER NAMED BRANCH MANAGER 

Copy Paper, Inc., Chicago, Ill., distributor of paper 
and supplies for duplicating machines, recently an- 
nounced the appointment of Oliver Cavander to the 
position of manager at its Boston, Mass., branch. Mr. 
Cavander, who recently returned from 40 months 
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Plastic MAGNA-READ 

The Unbreakable Reading Glass 
Shadowless Frame i 
Adjustable Metal Handle 


Light Weight LIST 
Liquid Filled 
No Air Bubbles 
Triumph of Science Minimum Shipment 
Individually Boxed 1 Doz. 


We are National Distributors 


All Steel 
Waste 
Baskets 


Models for 
Offices, Hotels 
and Homes 


$2.65 


LIST 


Superior Magnification 


Immediate Delivery 


22 ON UB Wo 







A rainbow of beautiful colors in gleaming baked enamel. 
They sell on sight! All these features—rolled edges, battle- 
ship construction, heavy gauge steel, no sharp projections, 
rubber feet. Has eye appeal and price appeal to please 
all, as well as a size for each purpose. 

Important. When ordering, state colors desired. Baskets are 

packed 6 of a color to a carton. 

No. 9-A, 14!/." high, 12" square at top. Weight, carton 
of 6, 25#. Colors, Walnut, Office Green, Cherry Red and 
White. A large basket for all purposes. 

No. 10-A, 13" high, I!" square at top. Weight, carton of 
6, 21%. Colors—Walnut, Office Green, Cherry Red, 
White, Rose, Maize and Grey. A medium size basket for 
secretary, hotel, home. 

No. 11-A, I1'/" high, 10" square at top. Weight, carton 
of 6, 184. Colors—Same as No. 10-A. For hotel room 
and home use. 

No. 11-B, Same as No. I|1-A, but with large decals—Swan, 
Humpty-Dumpty, Horse's Head, Dishes. For home use. 


Special Consideration to Quantity Buyers 


Franklin Metal Products Co. 


2127 S. Wabash Ave., Chicago 16, III. 
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IMMEDIATE 
DELIVERY 


for 
DOMESTIC & EXPORT 


TRADE e 
REBUILT 
DICTAPHONES 


EDIPHONES 


QUALITY REBUILTS 
SINCE 1923 





CHOOSE YOUR MODEL 


The one you want, from a stock of approximately 
1000 machines; all models available. Modern ef- 
ficiency and voice clarity are assured when you 
purchase our guaranteed rebuilts. 


CLEARTONE 
CYLINDERS 


Our economical, lined, smooth textured product of 
long years of experiment and research, is the ideal 
cylinder for dictating perfection. Complete satis- 
faction guaranteed with every order. 


Write Us Today 
Regarding Your Needs 


AMERICAN 


DICTATING MACHINE CO., Ine. 
235 FIFTH AVE., NEW YORK 16, N. Y. 
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overseas with the U. S. Army and who was formerly 

associated with Storrs & Bement Company, counts 

a total of 17 years devoted to the paper industry. 
es ee 


REINKE BUSINESS EXPANDING 

Harold P. Reinke & Associates, formerly of Elmwood 
Park, Ill., announce the removal to 179 West Wash- 
ington Street, Chicago—telephone Dearborn 4409. The 
new location puts them within a few blocks of many 
of their Chicago customers. 

This organization covers 12 states ranging from 
Ohio to Kansas, Nebraska and the Dakotas. In order 


























VINCENT OWEN 


HAROLD REINKE 


to cover the territory more thoroughly, Vincent P. 
Owen has been added to the staff. Mr. Owen is a 
young man who spent two years in the United States 
Army in the European area. Mr. Owen is the third 
traveler, the other besides Harold Reinke being his 
father, Paul J. Reinke. 


—_—_——_.6- 9 


REMINGTON RAND UNITS TO NEW QUARTERS 

Remington Rand, Inc., recently announced the 
removal of its Boston, Mass., business equipment sales 
and service offices from 118 Federal St., where it 
has been situated for many years, to new and larger 
quarter at 857 Commonwealth Ave. 

Participating in the move to the new location are 
the company’s commercial typewriter division, Pierre 
Marvin, sales manager; systems division, R. B. Glines, 
sales manager; adding-bookkeeping-calculating ma- 
chines division, R. L. Bulger, sales manager; tabulating 
machine division, W. C. Gorenflo, sales manager; type- 
writer supplies division, B. P. Fink, Jr., sales manager; 
and duplicating supplies division, H. B. Brown, sales 
manager. 

———71 = —__——. 
UNIVERSAL PEN APPOINTS DISTRIBUTOR 

RCA International, a division of Radio Corporation 
of America, 745 Fifth Ave., New York, N. Y., was 
recently appointed world distributor for all products 
of the Universal Pen and Pencil Company outside 
of the United States. Announcement of the agree- 
ment with Hy Morris, president of Universal, was 
made by William A. Wolf, manager of special product 
department of RCA International. The arrange- 
ment provides that no other pen or pencil selling up 
to $5.00 will be distributed by RCA International 
through its far-flung branches. 

ee ee 


CHARLES A. KIRK IS PROMOTED BY IBM 

Charles A. Kirk, executive vice-president of Inter- 
national Business Machines, recently announced the 
promotion of Harold E. Pitkin to office manager in 
Endicott, N. Y. He has been serving as manager of 
stationery stores at Endicott since his release from 
the Navy. 

The duties of his new position will entail analysis 
of methods and procedures used in all offices of the 
Endicott organization. He has been with IBM since 
1935.—GET. 
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WARSHAW 











ynastn | COLORED LABELS 
COLORS Dealers across the nation are buying and 
. selling WARSHAW colored labels. 
BUFF They are reliable and uniform. Smooth, even 
GREEN gumming and perfect perforation are as- 
PINK sured because they are made on fully 
CANARY automatic machinery. 
MANILA 
BLUE Orders and re-orders are coming in daily 
WHITE to supply the ever-increasing demand. 
Order today—Re-order tomorrow. 












THE WARSHAW MFG. CO., INC. 
1 MAIN STREET, BROOKLYN 1, N. Y. 


GUIDES INDEX CARDS FOLDERS 
PROTEX STICKONS MENDING TAPE GUMMED INDEX TABS 


= Anikeccyay PRODUCTS 


GENERATE PRIDE ON THE JOB 








STAINS REMOVED IN 
30 SECONDS! 


Stains acquired through hours of duplicat 
ing work are completely—but gently—re- 
moved in 30 seconds with AUTOCOPY Cleans 
ing Cream. 


LONG SERVICE LIFE 


AUTOCOPY Gelatin Rolls are carefully 
compounded to insure longest efficient use 
under varying climatic conditions and are 
available for ALL makes of duplicators. Try 
them and learn the difference AUTOCOPY 
Rolls can make in the quality of your dup- 
licating work! 











OTHER fo PRODUCTS 


CARBON PAPER 
MASTER SETS 
RIBBONS 
WRITE FOR 
LITERATURE 
AND PRICES 


462 WEST SUPERIOR STREET 
CHICAGO 10, ILLINOIS 
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LE CADDY 


EASY TO FILE—EASY TO SELL! For sure, 
quick profits put one of these popular caddies in 
your window . . . show it on the floor. Everyone 


, wants one! An 














amazingly effi- 
cient file, the 
Caddy is rec- 
ommended for 
sorting papers, 
correspond- 
ence, invoices, 
etc. 
All steel, fin- 
ished in olive 
green, equip- 
ped with cas- 
Yters. 13!," 
wide, 18" deep, 27" 
high. Shipped 2 to car- 
ton, knockdown. Easily 


assembled. 

25 sturdy, red fibre SEND FOR CIRCULAR 
falders with steel tops Nationally Advertised | $4 450 
slide along the side rails. Fold- 19% higher West of Rockies 

ers remain upright whether AMBERG FILE & INDEX CO 
empty or packed full. Insertable Filing Specialists Since 1868 
celluloid tabs. 1608 BUANE BLVD. KANKAKEE, ILL 


SWINGING 
FOLDERS 
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AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 
‘Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 

















Write for liberal discounts and sales help on: 


.Lead Seals 

Seal Presses 

Teller’s Moisteners 
Manual Coin Counters 
Draw String Bags Currency Racks 
Metal Clasp Bags Hr ag Cabinets 
Night opeeery Bags So Trays 

Linen Shipping Tags Coin Trevege Trays 
Downey Change Trays 


Coin Wrappers 
Bill Straps 
Coin Bags 
Currency Bags 








THE C. L. DOWNEY CO. 


HANNIBAL, MO. 
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THE DEALER WHO LEASES 


By LESLIE LINCOLN 





‘Q¥\ HE OFFICE appliance dealer who leases his busi- 
ness premises has several advantages over the man 
who owns. As a rule, the lessee does not have to make 
such a large lump-sum outlay of capital as does the 
buyer. Moreover, leasing permits him to put forth his 
entire energy into his business—and allows someone 
else to take over the responsibilities of landowner. Fin- 
ally, leasing can be done for a short or long term, de- 
pending on the merchant’s desires and judgment. 

Leasing, however, is not for the amateur to trifle 
with—it is a serious affair. Before any office appliance 
dealer signs a lease there are many things he should 
consider. Some of these we have listed below. Study 
them. They will save you money. 

1. No office appliance dealer, no matter how smart 
he is, should sign a lease without competent legal ad- 
vice, unless he, himself, is schooled in law. To do so 
is like playing with an atomic bomb. True, legal ad- 
vice costs money, but a good lawyer can often save 
many times the cost of his services. 

Even though a lawyer versed in real estate practices 
is engaged, the office appliance dealer himself should 
be familiar with certain basic factors concerning 
leases. He should know that a lease, generally speak- 
ing, is an agreement between landlord and tenant—an 
agreement which usually concerns the transfer of pos- 
session of property from the former to the latter. A 
lease usually permits certain use of property by the 
tenant. 


Written Leases Are Safest 


A lease, of course, may be either oral or written, but 
for safety’s sake, it should always be written. Then, 
all important factors will be down in black and white, 
and there will be less chance of difficulties arising after 
the lease is in effect. 

2. Different times and considerations dictate to 
large extent the best length for a lease. The office ap- 
pliance dealer should ask himself these questions: 
“What are business conditions likely to be in my local- 
ity at the time the leaSe is due to expire?” “Will the 
business district have grown toward me or away from 
me?” “Will the business value of the property I am 
leasing tend to increase or decrease through the 
years?” “Will the nature of the buying public in my 
business area probably change radically as to type 
with the passage of time?” Only after these possibili- 
ties and more have been propounded and carefully 
weighed, should a long-term lease be signed. 

Certain things should be considered, too, before a 
merchant signs a short-term lease—the possibility of 
having to move at expiration of the short-term lease, 
the probability of having to pay higher rent than if a 
long-term lease were taken, and the difficulty of soon 
having to negotiate a new lease agreement. 

4. Many a businessman has signed a lease, believing 
he was renting one thing, only to find he had signed 
for something else. Before signing any lease agree- 
ment, the office appliance dealer should make certain 
he is leasing the property he wants—and all of it. 


Lease Clauses Should Be Clear 


5. Does the lease run for one year or ten years? Is 
the amount of rental clearly stated? The time rental 
payments are to be made? Any other concessions con- 
cerning rent payment? A good lawyer will see that all 
these facts appear in the contract. If they are omitted, 
anything can happen! 

6. The lease should clarify tax responsibility. Gen- 
erally, if no mention of taxes is made, the burden 
falls on the landlord, but for safety’s sake, again—the 
tax question should be clearly explained in the lease. 

7. If pertinent, such matters as sale of property 
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COLUMBI 


A handsome writing instrument 
in deluxe plastic case. Propel- 
repel mechanism all wrapped up 
in Fifth Avenue style — gold- 
plated cap, tip and deep pocket 
clip richly contrasting with jet 
barrel. Appeals to expefisive . 
taste—sells at popular price. | 
A standout value at 2 
$225 
RETAIL 























These two pencils are designed, made and 
priced on the principle that the day is here 
when the public expects postwar improve- 
ments; when the dealer must maintain 
volume and profit in a market again com- 
petitive. Order these pencils and see what 
we mean. COLUMBIA PENCIL COMPANY, 
29 West 17th Street, New York 11, N. Y. 
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CARDS 
GUIDES 


We hope the time is not far 
distant when we shall be able 


to resume pre-war service. 


Your understanding and 
cooperation is genuinely 


appreciated. 


















k 
TEEMAC 


PORTABLE 
BOOK FILE 


Holds Books, 
Magazines, Compact 
Correspondence Convenient 


A great market exists for the new *Teemac Portable Book File. 
Here is a strong, simple, efficient book file which is easily and 
quickly adjustable to any number of books within its capacity. 
Pleasing design, self-locking, durable. Simple construction—ends 
stay put, positively will not slide. 
THREE ATTRACTIVE COLORS—file green, mahogany brown, mist 
ray; all steel baked enamel finish, ends crackle finish. Base 12" 
ong and 6" wide. End slides 6" (or 3"') high and 6" wide. Extra 
slides available. Felt guards protect desk or table. Shipping weight 
approximately 2 Ib. Packed six to a carton—six cartons in a case. 
$1.50 each retail—slightly higher west of Rockies. 
Write at once for special dealer discounts. 
*Patent pending. 


TEETERS - MACKEY CO. 


CEDAR RAPIDS, IOWA 
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during the term of the lease, subleasing, and so 
forth, should be agreed upon before either party signs. 
Such a procedure will forestall future difficulties. 

8. The shrewd businessman considers possibility of 
termination of a lease before its normal expiration, and 
sees that an “out” is included in the agreement. It is 
a wise move, for business conditions are unpredictable, 
and no one knows what may happen in the commercial 
world of tomorrow. 

9. A final word of advice: Think before you lease; 
call a lawyer before you sign.—Bart. 


————— =< e 


URGES REGULATION OF TRADE AGREEMENTS 


Co-operative international action to regulate or to 
curb restrictive business and commodity agreements 
in foreign trade is urged by Edward S. Mason of the 
Graduate School of Public Administration, Harvard 
University, in a recent study prepared for the Com- 
mittee for Economic Development. 

Entitled “Controlling World Trade—Cartels and 
Commodity Agreements,” the report addresses itself 
to one of the most entangled problems of future world 
trade, namely, the type of business and governmental 
agreements that shall operate in world trade. Like 
other CED research studies, this report presents the 
findings of the author, who has complete freedom 
to voice his own conclusions. It does not necessarily 
represent the view of the CED trustees, its research 
and policy committee, research advisory board, or 
research staff. 

Prof. Mason finds both cartels and intergovern- 
mental commodity agreements restrictive of trade. 
Believing that increased and expanding world trade 
is essential in solving the primary problem facing all 
nations—high employment and the attainment of 
improved living standards—Mason calls for concerted 
international action to diminish to as great an extent 
as possible the restrictive features of such agreements. 


Can’t End All Undesirable Features 


He warns against the assumption, however, that 
the undesirable features of cartels and international 
commodity agreements will be eliminated merely by 
the nations passing laws. He points out that both 
the cartel and inter-governmental commodity agree- 
ment evolved as partial answers to problems that did 
exist and do exist, including important surpluses of 
raw materials. 

He sees the forthcoming International Conference 
on Trade and Employment as offering a signal oppor- 
tunity to advance the interests of all nations by 
establishing machinery that will expedite and not 
retard rational trading. 

Prof. Mason calls attention to the acute problems 
facing particular nations because of distortions in raw 
materials production resulting from the war. Compli- 
cated by the wartime expansion of synthetics, serious 
surpluses in productive capacity (measured against 
prospective demand) prevail in rubber and nitrates, 
along with excess cotton, wool, aluminum and mag- 
nesium. When food production is restored in the war 
areas, surpluses are likely to reappear in wheat, 
sugar, tea and coffee, and may occur in fats and oils. 

What the war did to nitrogen production is illustra- 
tive of the kind of problem that must be reckoned 
with. The only important export source of natural 
nitrogen is Chile, and nitrogen has long been a 
major factor in Chilean government revenue. In the 
pre-war cartel, some 50 per cent of Chile’s nitrate 
exports came to the United States. Synthetic nitrogen 
production in the United States rose during the war 
to better than 1,300,000 tons. Assuming moderately 
favorable conditions, the Department of Agriculture 
estimates post-war nitrogen fertilizer consumption in 
this country at 750,000 tons (compared with a peak 
consumption of 631,000 tons in 1943). 

Commenting on the recommendation made by 
former Secretary of Agriculture Wickard that a size- 
able portion of the new wartime capacity continue 
in operation, Prof. Mason says: “. . . the United 
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INVESTIGATE 


THE MERITS OF 


ROBERTS 
MODEL 95 


The Quality five action, all 


steel and nickel, Numbering 
Machine. 





% Capacity for ten wheels. 


% Priced competitive to ordinary ma- 
chines of four and. less actions. 


%* UNCONDITIONALLY 


MR. RETAILER: If you have 
not yet ordered, better con- 
GUARANTEED. et. tact your jobber or write us 
’ ' am ‘ at once for details. 
Your large discounts give you a NON i 
real incentive to sel] these units. 
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CUTS for newspaper or Cir- 
culars, Envelope Stuffers and 
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ROBERTS NUMBERING MACHINE CO. VAM PLASTIC PRODUCTS (0 


1525 EAST 53rd STREET...CHICAGO 15 
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Here it is! The Rubber 
Band the trade has 


been waiting for with STEEL BOTTOMS 
40% NATURAL RUBBER added Write for 
full details 
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for liberal samples. 
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MANCHESTER, CcCOWRN.,. 





FEDERAL FIBRE GS :32 


3704-10 Tenth Street ea 








Long [slant Menten An Ma 
OFFICE APPLIANCES, 





August, 1946 








181 


























KEEPING STENOGRAPHERS HAPPY 


FOR 26 YEARS 


Write for Sell Clarotype for clean, 
Your FREE sharp and impressive 
gg looking correspondence. 







It brings repeat sales from 
stenographers every- 
where. Clarotype is 
stocked by jobbers from 
coast to coast. Order from 
your jobber or direct from 














The Clarotype Company, Inc. 261-) Broadway, New York 7 

















DELIVERY 


MOISTENER 


Yow es e The new . . . foster, all-purpose 
READY r ‘Moistener . . . Moistens stamps, 


* labels velopes with hin 
FOR oe hedehle Ger sich 2k tony thea 


every department NEEDS this 
handy heiper .. . GLUE-FAST 
Moistener is FOOLPROOF ... Gives 
you carefree speed ond EFFICIENT 
use for years. Model “C’” illus- 
trated MOISTENS LABELS UP TO 
41, INCHES WIDE. 


OL UE: FAST: 






UE-FAST EQUIPMENT CO. 


1 WHITE STREET, NEW YORK 13, N. Y. 
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“Make Files Talk’ 


SIGNAL vital facts with these automatic remind- 
ers. With a choice of 12 non-chipping enamel 
colors, data of every kind can be segregated, 


Cook's Stainless Steel File Signals are easy to 
attach to the edges of visible records, file cards, 
ledger sheets. Easy to shift—-easy to remove. 
Equip your salesmen with sample cards and carry 


classified, indexed. This brings order out of chaos, 
saves thousands of hours that would otherwise be 
wasted “chasing” information! 


No. 2V the story wherever you go! 





THE H. C. COOK CO., ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION" 





METAL CASH BOXES 


18 gauge fire-resistant steel; paracentric lock, 2 keys; 1042” 
wide, 6” deep, 4” high; approx. shipping wt. 65 lbs. per 
oz.; $5.85 list each; 5-till removable cash tray, $1.00 each. 


Standard No. 2 metal wastebaskets, green or brown; harp 
and stick files; metal bookends (green); metal letter racks; 


Genuine Zipper Ring Binders 11x82, 1” rings with 
boosters; school supplies. 


All Prices F.0.B. Los Angeles. Liberal Dealer Discounts. 


Western Wholesale Stationers, Ltd. 
333 East Third St., Los Angeles 13, Calif. 








(NOT A WARTIME PRODUCT) 
ALSO 


punches; Sav-A-Stamp Postal Scales; Costumers; 


In Stock for Immediate Delivery. 
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States, on the basis of the above estimates, would 
be independent of nitrogen imports under favorable 
economic conditions and under less favorable condi- 
tions might have a surplus for export. It is clearly 
our prerogative to safeguard our own nitrogen posi- 
tion without consulting other countries, but by so 
doing we shall also clearly affect the interests of 
other countries. ...A rational scaling-down of excess 
nitrogen capacity by intergovernmental agreement 
might forestall pressure for cartelization. Since any 


such program would hinge on what was done with | 
Government-owned nitrogen capacity in the United | 


States, this governmental participation is essential to 


any full discussion of the reduction of excess capacity. | 
The United States has both a security and an | 
economic interest in the soundness and solvency of | 


the Chilean as well as of other American economies. 
. . . Chile may lose a substantial part of her nitrates 
market and along with it an important source of 


foreign exchange and government revenue. In that | 


case it might be to our interest to assist Chile to 


develop alternative sources of employment, of foreign | 


exchange and government revenue.” 


In the absence of concerted action, in which con- | 


sumer as well as supplier nations should participate, 
Mr. Mason points out that producers of commodities 
in surplus are certain to turn to pricing agreements, 
buffer stocks, marketing quotas and like measures 
to cope with the present abnormal situation. 

Such measures may in any event be required while 
the various nations are finding alternative employ- 
ment for labor and capital now committed to products 
in surplus. Prof. Mason stresses the need for simulta- 
neous efforts to increase world consumption of these 
products if restrictive measures are not to become 
permanent. 

The United States has its own surpluses, notably 
cotton. Prof. Mason warns that persistence in our 
pre-war policy of subsidizing cotton or other agricul- 
tural exports will seriously weaken our argument 
against unilateral national action in world trade. 
Such practices by the United States are hardly con- 
sonant with our insistence on freer world trade, he 
points out. 


Recommends Policy on Cartels 


For long-term American policy with respect to 
cartels, he recommends the following course: 

“The United States should propose an international 
convention whereby the signatory powers. would agree: 

1. To prevent, by whatever means are appropriate 
to the laws and institutions of the several countries, 
the participation of their nationals in international 
business agreemens that fix prices, limit output or 
exports, allocate markets or otherwise restrain the 
flow of goods in international trade. This convention 
would not apply to the organization of the exporters 
or importers of a single country in export or import 
associations. 

2. To require the registration by their nationals of 
the terms of their participation in international busi- 
ness agreements of an enduring character and of 
such information on ownership of foreign assets or 
foreign affiliate relationships as may be requested 
by an International Business Office to be established. 

3. To establish, as an adjunct of an International 
Commercial Policy Organization, an international 
business office to study, on the basis of information 
supplied by the participating governments, business 
practices that tend to restrict international trade 


and to recommend remedial action to the signatory | 


States. 


4. To exchange on a non-restrictive basis industrial | 
in government-supported re- | 
Search institutions, and patents and processes ac- | 
quired, as a condition of the peace settlement, from | 


techniques developed 


enemy countries.” 
With respect to intergovernmental commodity agree- 


ments, Prof. Mason strongly endorses the develop- | 


ment of international consultative groups, usually 
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ZIPPER CLOSING 
DIARIES and AUTOGRAPH BOOKS 


No. 3206—Size 6x43%4, | 
and 5 year Diary with zipper 
closing. Genuine saddle 
finish leather. Colors, 
Chestnut, Red, and Blue. 
Retail Price, $5.00 ea. 


Diary same as No. 3206 with 
lock and key, | and 5 years. 
Retail, $4.00 ea. 





No. 3207 — Size 6!/ax4\/, 
Autograph Album with zip- 
per closing. Genuine saddle 
finish leather. Colors, Chest- 
nut, Red and Blue. Multi- 
colored pages. Retail Price, 
$4.00 ea. 


Diary same as above without 
lock and key and without zip- 
per. Retail Price, $2.00 ea. 





Autograph Album same as 
No. 3207 without zipper 
closing. Retail, $2.00 ea. 


SEND FOR CIRCULAR 
ON OTHER ITEMS. 


AND DEALERS 
DISCOUNT LIST 
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STANDARD WITH LAWYERS, NOTARIES 
& CORPORATIONS ALL OVER THE WORLD 


Here is the seal that gets you the seal business, 
and no mistake. The only seal of its kind on 
the market, it is patented to give you an exelu- 
sive product, free from competition. This seal 
has rendered the old-fashioned, cumbersome 
lever seal press entirely obsolete. Sell it to the 
customers we bring to your store through 
national - advertising. 
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EXCEPTIONAL 
OPPORTUNITY 


For Qualified Salesmen with 


Top Manufacturer of Carbon Papers, 
Ribbons, Duplicating Supplies, Etc. 


Permanent connection for steady, de- 
pendable salesmen with nationally ad- 
vertised, long established firm. Comprehensive, 
quality line, including new and exclusive products. 
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Guaranteed drawing account, 
expenses paid 
Excellent earnings on commission basis. 


Attractive arrangements, full credit on all busi- 
ness in assigned territory. Openings now available: 


1) Pacific Coast States 
2) Michigan—Ohio 
3) IMinois—Wisconsin 
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Write in confidence, 
stating age, past 
and present con- 
nections, etc., to 


4) Tennessee—West Va. 
5) Mo.—Ark.—Kan.—Okla. 
6) Minnesota, Northwest 


ld Town 


Ribbon & Carbon Co., Inc. 
750 Pacific Street, Brooklyn 17, N. Y. 
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CHROME OFFICE 
SIDE 
CHAIRS 


oO 
TRIPLE PLATED 
CHROME STEEL 
ONE INCH TUBING 
HEAVY WELDED 
CONSTRUCTION 
METAL FLOOR 
GLIDERS 
SEAT 141%” x 151%” 
CURVED BACK 7” x 15” 
Colors 
Red—Spanish Green 
Blue—Spanish Brown 
Shipped 
F.O.B. Factory 
BOSTON, MASS. 


NO. 75 — LIST $14, 
USUAL DEALER DISCOUNTS 
Edison Restaurant & Bar Equipment Corp. 


Manufacturers Representatives 


219 SECOND AVENUE, NEW YORK 3, N. Y. 
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referred to as “study groups” and already set up for 
rubber and for cotton. Their function is not only 
gathering of complete data on production, consump- 
tion, prices and stocks of the commodity in question, 
but also the appraisal of alternative ways of dealing 
with surpluses. 

Prof. Mason’s proposals agree in essential objective 
with the “Proposals for Expansion of World Trade 
and Employment” advanced last December by the 
Department of State and to be considered by 18 
nations at preparatory trade and employment meet- 
ings, now scheduled for October. Mason goes further 
than the State Department proposals in implementing 
anti-cartel objectives, and in offering such measures 
as an international exchange of technology. 


Weighs Cartels With Security 

In examining cartel activities, Prof. Mason weighed 
their relationship to national security. His conclusion 
is that the pre-war participation of American firms in 
international cartels did not hamper United States 
war production to any significant degree, and that 
Germany’s cartels were not a source of aggression, but 
rather a convenient tool. With military power the 
chosen goal of Hitler Germany, the cartelization that 
had long existed in Germany proved a useful ma- 
chine of control. Says Prof. Mason, 

“The real hazard to international security in the 
cartelization of world trade lies in the co-operation of 
governments with business in the exploitation of 
foreign markets. Except in the United States and a 
few other countries, a close connection generally 
exists between foreign trade and foreign policy, and 
the power of the state is extensively relied on... 
not only to protect the domestic market but to secure 

. . aS large a quota as possible in the total business 
of the cartel.” 

The author of the report was chairman of the 
Interdepartmental Committee on Cartels and Private 
Monopolies in 1943-1944, and deputy to the Assistant 
Secretary of State in charge of economic affairs in 
1945. He also served as chief economist of the Office 
of Strategic Services and was one of the American 
representatives on the joint intelligence staff. Now 
professor of economics, he has been a member of the 
Harvard University faculty since 1923. The report has 
been published by the McGraw-Hill Book Company, 


Inc. 
a 


DICTATING MACHINE INDUSTRY GETS SALUTE 

The dictating machine industry was given a special 
radio tribute July 19 on the Valley Forge Caravan 
of radio station KYW, Philadelphia, Pa., a one-hour 
shown which delivers a salute each night to one of 
America’s industries ,under the sponsorship of he 
Adam Scheidt Brewing Company, Norristown, Pa. 

Following is the salute: 

“Hats off to one of the finest labor-and time-saving 
devices devised by man. Dictating machines have 
earned their way many times over, wherever used, 
and there are thousands upon thousands in operation 
today. With the advent of increased research during 
wartime, new developments make it one of civiliza- 
tion’s most modern pieces of equipment. We wish to 
pay tribute to hosts and employees of several out- 
standing firms tonight with this 1238th broadcast— 
S. E. Charles, sales manager, Philadelphia area of 
Ediphone division of Thomas A. Edison, Inc.; C. R. 
Arenschield, Jr., executive assistant of the Dictaphone 
Corporation; and Lincoln Thomas, president and 
James E. Metzgar, district sales manager of Dicta- 
Records, Inc., distributors of SoundScriber. 

“The dictating machine is one of the important 
developments resulting from the invention of the 
phonograph. It is for the dictation of letters, memor- 
anda, books, articles or anything requiring dictation. 
The voice of the person dictating is recorded on a 
wax cylinder or disc which is later reproduced or 
played back on the transcribing machine. A secretary 
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ALL METAL 


OFFICE 
TABLE 


MODERN DESIGN 
UNUSUAL STRENGTH 
CHANNEL LEGS 

RIGID BRACING 
ROUNDED EDGES 
SELF LOCKING WINGS 


Nothing was spared in the construction of this streamline table. 
New production tools and methods makes this table more compact, 
stronger and lighter. The wings have a new type bracket that 
eliminates the danger of accidental falling when in use. GUILD 
craftsmanship assures safety, comfort and beauty of style. 


PART NO. 1005 
IMMEDIATE DELIVERY 
SHIPPED KNOCKED DOWN 
INDIVIDUAL CARTONS 
SHIPPING WEIGHT 14 LBS. 
WORK AREA 34 x 15” 
HEIGHT 2614,” 


(oli Cull Feoducia Gaec. 


U.S.A. 








$15 MADISON AVENUE TOLEDO, OHIO 


Safette 


for Home 


and Office 
$1939 


e Heavy steel case. 





A NEW 
Profit-Maker ! 





Insulated Interior. 
Sturdy Lock Top. 
Two Handles. 
Occupies | sq. ft. 
Crinkle Green. 
A-Z Indexed. 


Can be anchored 
to floor in closet. 


Size 12''x12''x24". 


e Large enough to 
hold all valuables. 


Free Circulars to 
Dealers. 





Order a Sample Now 
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'"\ Peisunest"’ 


Pat. Pend. 


THE COUCH WITH THE 
ADJUSTABLE HEAD REST 


MOUs 
located ai: 
315 WEST 47th STREET 


NEW YORK 19, N. Y. 
Telephone: Circle 6-1150 


LEISURE FURNITURE CORP. 
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WORK LIKE 
/ 


MAGIC, 


QUICKLY ADJUST TO 
ANY HEIGHT—WITH A 
TOUCH OF THE FINGERS 


No screws, bolts or wrenches 
needed to adjust a “Depend- 
able” stool. “Finger-tip” con- 
trol raises or lowers stool to 
any desired height. Adjusts 
within a fraction of an inch! 
Then automatically locks in 
position. Positively will not 
slip. Safe, scientifically de- 
signed 3-leg construction. 
Stands solid as a rock—even 
on an uneven floor. Many 
models. Other office chairs. 


We are now ready to add a 


limited number of good deal- 
ers. Write today! 














MADE BY 


DEPENDABLE MFG. CO. 


Home of America’s Finest Stools 


1908 CALIFORNIA ST. Te et) 
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ASK ADIRONDACK ! 


FOLDING 
CHAIRS 


TABLET ARMCHAIRS 
AND FOLDING TABLES 
Many Styles 


MAKES GOOD 


ee Whenever Nev-R-Kurl car- 

bon paper has been 

epost cannon PATS placed on trial, it has 

gery, never had to plead guilty 

\ =/ New Ri: ke ye of exaggerated claims. 

bo cyppor UATE . Weigh its cost, its exclu- 

eel sive features, its ease of 

fie = handling—and it can be 

readily seen why it is pre- 

ferred by typists, and why 

buvers order it over and 

over again. Nev-R-Kurl is truly a uni- 

versal carbon paper for it can be used 
on any job or machine. 


NEV-R-KURL 


Nev-R-Kurl is plastic backed. Heat and humidity can’t 
curl it. Nev-R-Kurl won't tree, wrinkle or smudge... 
gives up to 50% more copies per sheet. Works equally 
well in billing or bookkeeping machines. 


Ppilljo? em 
of = \Y 


PROCESS CO., INC. 


192 MILL ST.. ROCHESTER 4, NY 


ON FIRST TRIAL 


eae 
¥ w 
fe cups 11s 


Don’t Turn Down 
Chair Inquiries! 


All styles Folding Chairs; 
Tablet Armchairs—ideal for 
classrooms, cafeterias, sales 

meetings, etc. 





IMMEDIATE SHIPMENT 
FROM N. Y. STOCK OR FACTORY 


ADIRONDACK 


CHAIR COMPANY 
Dept. No. 15-1 


1140 BROADWAY 
NEW YORK 1, N. Y. 
Corner 26th Street 
Telephone: Ashland 4-1385 


DUPLISTICKERS 


SPEED UP | 
OFFICE WORK mH be 








PROTYPE 
PH j f ' TYPEWRITER CLEAR-PRHNT 
e CARBON PAPER RIBBON WOOD STAMP ae 
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DUPLICATING th: 
CLIMATE-PROOF 
sw ict aoe to 
als 
Office workers appreciate the con- mé 
venience of using Duplistickers for to 
marking file folders, for addressing 
duplicate mailings, for addressing —_ a 
MADE OF THE FINEST MATERIALS USED IN | heavy duplicate record cards. Chief “ 
THE MANUFACTURE OF DUPLICATING INKS, reason for their preference is that A REAL ECONOMY gor 
LABORATORY TESTED FOR ITS DRYING AND Duplistickers’ gummed, perforated are 
PENETRATI ; ‘ , Ler ; 

a oe letter-size sheets are so easy to fill Duplistickers cost consia- Da 
in on the typewriter. Also, they —_ — per a a 
A TRIAL ORDER WILL CONVINCE YOU speed duplicate mailings because all) 77)" Ne eae fon 
the addressing for two, three Of more ‘stickers than roll ‘ 

four different mailings can be done = Jabels. i is 

in One operation. of 
Sinclair and “Valentine Co. — 
qi (EUIRE) Kia) a 
Se 
MAIN OFFICE AND PLANT: NEW YORK, N. Y. ea I alee 
BRANCHES IN PRINCIPAL CITIES hiahleadty Shei, Senna wh 
qt Consult Telephone Directory for Address and Numbers 11 West 42nd St., New York 18, N. Y. ling 
| cid 
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or stenographer writes the letter or other dictation, 
as the voice is played back to her. The dictating 
machine has been widely used, principally by business 
offices, for more than 40 years. Steady developments 
have constantly made it more convenient and easier 
to operate. For the executive, the machine is another 
phone at his desk. 

“During the warperiod, the dictating machine man- 
ufacturers were engaged in the production of 
highly complicated devices requiring an extreme de- 
gree of precision production. The future of the in- 
dustry is extremely bright. Public acceptance of the 
electronic dictating machine has created an unpre- 
cedented demand. 

“One company points out that through their product 
the teaching the blind has been facilitated greatly 
and that language courses have been simplified 
through the use of a dictating and reproduction ma- 
chine. We of the Caravan tonight honor the men and 
women producing these vital instruments of our 


modern world .. . the dictating machine!” 
mt 


PERSONAL LEATHER GOODS A POPULAR LINE 

“Since leather desk sets, portfolios and other leather 
items are carried by all up-to-date firms featuring 
commercial stationery, we have found that it pays 
well to stock a line of personal leather goods,” said 
Miss Byrl Black, buyer of leather goods for A. Carlisle 
& Company, San Francisco, Calif. 

At the front center of the big salesroom is the 
fountain pen booth, but a number of cases extending 
towards the rear hold many items of leather. Across 
the aisle, a series of tables holds many types of small 
leather goods for offices or the home desk. All of 
these lead to the large oval of cases holding personal 
leather goods. This leather shop has central stock 
cabinets and bins, surrounded by counter high glass 
show cases. Those at each end are angled out into the 
aisle, so that seasonal merchandise can be spot- 
lighted. Each case is directly lighted. 

As many items as possible are shown in each case, 
so as to give gift seekers as many suggestions as 
possible. In one case is a lady’s large purse and a 
dozen items to go in it—key case, cigarette case, 
card case, comb and brush set, leather-covered light- 
ers, note books and personal files. In a case for men 
are tobacco pouches, picture frames, manicure sets, 
jewel boxes, tie holders and travel kits. Eighty per cent 
of the merchandise is of moderate or de luxe price. 

“In order to individualize our small leather gifts 
we feature a monogramming service. Merchandise 
over $7.50 is monogrammed free, while for goods under 
that price $.50 per line is charged. 

“We use car cards, newspapers and envelope stuffers 
to call attention to our personal leather goods, and 
also give generous space to it in our little house 
magazine, ‘Stationery Suggestions,’ which is mailed 
to 5,000 customers and prospects each month. The 
car cards have humorous drawings which bring them 
to the attention of thousands of strap-hangers. We 
have a series of windows, so one is devoted to leather 
goods the year around. Especially attractive displays 
are arranged for the holidays, as well as Mother’s 
Day and Father’s Day. For the two latter occasions 
we use cards in the window and little ads in the 
papers to call attention to our personal leather goods 
for men and women. 

“In close connection with our small leather goods 
is our game section. We stock between 300 and 400 
of these, mostly for adults, ranging from the old 
favorites such as chess and checkers, to the newest 
craze, including a number for shut-ins. 

“Twenty-five of our 250 employees are regularly 
employed on the main floor of our six-story building. 
Several of these are experts in leather. They know all 
about composition, wearing qualities, and best of all, 
what most appeals to men and to women in these 
lines, so are able to give valuable assistance to unde- 
cided buyers.”—WBS. 
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Eaton’s Berkshire 
Air Mail Papers 


Have you told your customers 
about Eaton’s Berkshire Air Mail 
Papers’ special feature? The 
paper—as well as the enve'ope 

is marked for preferred 


attention! 


< aTON es 


* TYPEWRITERS, 
* PAPERS 


« 
Orns ws* 


EATON PAPER CORPORATION 


Pittsfield, Massachusetts 


° 


Fine papers for business and social use 
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Cesco 
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ao 


TRANSFER 
Oe aw a a AA 


ST UTTTITITICCITOLICCCCLC CACC. ee 


Build a PROFITABLE Volume 
Of New and Repeat Business 


vith CESLO 


Automatic Transfer 
Binders 


The ideal transfer system for the perma- 
nent filing of completed records. Unique 
post construction provides compactly bound 
volumes, securely sealed. Send for Catalog 
66h. 


The C-€- SHEPPARD CO. 


** 4401 21+ Streef.- LONG ISLAND CITY. N.Y-- 
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CARBON PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon and 
carbon proposition you can 
turn into real profit. You can 
always count on our coopera- 
tion. 


EXCLUSIVELY for 
DEALERS “»» STATIONERS 


Complete details on request 


ALLEN & COMPANY 


DEPT. M 
11-13-15 VANDEWATER ST. 
NEW YORK 7, N. Y. 




















UL-COT | 


TRADE MARK REG, U.S. PAT, OFF. 












diiniai they enable you to offer 
customers more for their money 
—there’s more money for you 
in selling VUL-COTS! Guaranteed 
for § years, these lightweight, 
attractive, durable baskets 
made of hard vulcanized 
fibre are practically inde- 
structible—cut maintenance 

and replacement costs .. 
save money in handling waste. 
Thus, VUL-COTS give your 
customers more ot i e 
you more sales, faster, more 


profitably. 













NATIONAL VULCANIZED FIBRE CO. 
WILMINGTON 99 DELAWARE 
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WINDOW DISPLAY SALES RECORD 
By ERNEST A. DENCH 








HE RETAILER LOOKS over the window display he 

has just completed. He eyes it critically, hoping to 
detect flaws. However, he cannot, with any degree of 
accuracy, estimate what sales will result from it. It 
has, as far as he knows, sales appeal. 

He can, on the other hand, tell you the exact amount 
of stock on hand since the last inventory, what his 
turnover ratio is, and how much overhead he has to 
allow for before he obtains a profit. 

Unless he is the rare exception, his window display 
facts and figures are all in terms of passer-by and 
looker circulation. These can be clocked. The actual 
sales traced to a window display depend on many fac- 
tors, one of which is the consumer who defers her 
purchase until a later occasion, and who, in the in- 
terim, tells her neighbors and friends about the dis- 
play offer. Another factor is the prevailing weather. 

Many retailers keep window display sales records, 
but the trouble with most of them is that they do not 
go far enough. A partial record is worse than no rec- 
ord at all. There is nothing complete to show for the 
time and effort taken. A system found workable in one 
European country, where it was introduced in a win- 
dow display textbook, embodies the following setup: 

1. The turnover records must be started at least 
one week before the sales of the display featured pro- 
duct are under consideration. In this way, a record is 
obtained before the display affects the sales. Next the 


| turnover is observed while the article is in the window. 


This observation is carried out in the same way if 
two or more related lines are shown in the window. 
Preference for future displays are products or pres- 
entations which evidence the greatest pull with the 
public. Objective is the highest turnover or profit in 


| return for the allotted space. 


2. The display should be a specialized one—certain 
goods belonging to the same category or department. 

If this is not practicable, the display should be con- 
fined to two or three articles of potential importance 
in order to observe how they attract people outside the 
store. 

3. To neutralize all influences of a secondary nature, 
the experiments should at first be confined to goods 
not subject to certain seasonal or climatic variations. 

The turnover uninfluenced by such outside consider- 
ations will show the pure display value of the product 
under consideration. 


More Accurate Reports Possible 


Later on, when some statistical skill has been ac- 
quired by the retailer’s staff, it will be possible to de- 
duct or add the seasonal or climatic increases or de- 
creases without difficulty. This will be possible with- 
out distorting the original picture sought. 

4. The recording should be twofold. One is to be 
undertaken by the man or woman in charge of window 
displays; the other, by the sales staff. The sales per- 
sonnel will thus be in a position to check the efficiency 
of the display man or woman, resulting in better 
teamwork. 

5. The recording must never be one-sided. It may, 
for example, be that the increased turnover of Product 
A reduces the demand for Product B. Now, if Product 
B yields a better profit than Product A, and the turn- 
over of Products A and B are approximately equal, the 
retailer will naturally prefer to keep Product A out 
of the window. 

The window display sales analysis as outlined above 
will have to be adapted by each retailer to his own 
requirements. He may have to experiment a bit before 
his adapted system hits all recording cylinders. He 
will derive more and more financial satisfaction in 
keeping up the system, even if, at times, he feels he is 
being saddled with another office chore. 
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Newly Designed 


GLASS 
DESK PADS 











Made in Green, 


Brown or Maroon 





Made of LYNO Board with a 34" frame of LYNO Board 
all around. Smoothly rounded corners and edges. Con- 
venient lifting arrangement that allows glass to be raised 
and papers changed. Back covered with felt. 


Overall size 1934” x 2434” (Glass size 18” x 24’) 
with 4g" glass $4.50 list. 


Packed Six to a Carton. 


Geo. E. Fox & Company 


Office Specialty Manufacturers Since 1911 
412-420 ORLEANS ST., CHICAGO 10, ILL. 











THERE’S NOTHING BETTER 





MARS and GLOBE -TROTTER 
COPYING PENCILS BY STAEDTLER 


1 They are the best hectograph pencils made 
—with the greatest possible copying 


power and density of color. 

They are a high priced line of unequalled 
2 quality thus eliminating complaints and 
assuring repeat business. 


Available in six colors 


Purple No. 933 Green . No. 2967 
Red . . No. 2965 Lilac . . No. 2969 
Blue . . No. 2966 Brown . No. 2970 


J. S. STAEDTLER, INC. 


i. 93-55 Worth Street New York, N. Y. 
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No. 1509 /illustrated) 


@ Capacity, 5 lbs. by 
14 ounces. Computes 
postage for air mail, 
first class mail and 
merchandise up to 4 
Ibs. Easy to use, simply 
place mail matter on 
the platform an 
pointer automatically 
indicates the correct 
weight and amanet. 7 
stage requi ; 
y teen and durable. 
List $7.75 


SPECIFICATIONS 


2 ” diameter, glass 
wal. ted and black 
figures on white, red for 
postage, black for 
weight. 
Platform: 512” square. A 
Dimensions: 642” x 642 
ted carton 
: One to a . 
i By packed 6 Ibs. 








L POST SCALE 
—, 1515 ot 
cance. Computes 


for merchandise up mene $0 


all pos 


See your supply house. 











” H 'e Plat- 
per Overall 








HANSON 
ST of 1 8 a go B 


525 North Ada Street, Chicago 22, Illinois 
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. 


| 


BRIGHT 





The continued scarcity of materials and labor still impose a 
severe handicap to our ability to serve our many good cus- 
tomers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 


Sorry, No BRIGHT catalogs available. 


A new catalog will be 
published just as soon as the material 


situation becomes settled. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 
SSS S55 SS S55 SSS SS SS 
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THE NEWEST PEN IN THE WORLD 


Van Cleeve Fountain Pens 
with Revolving Sapphire 
Ball Point. 


A New Phenomenum.. . 


Perfection of 
Craftsmanship .. . 


Precision of 
Performance . . 


Everlasting Beauty. Made 
in 14K Solid Gold, Sterl- 
ing Silver and Cleeveplate 
Metal. Priced to retail 
from $5.00 up 











PEN PEN 
CLOSED OPEN 


Will write anywhere from 5 months to 5 years 
depending upon the frequency of its use. Opens 
and closes with one hand. Can be refilled any- 
where by injecting special Van Cleve Ink sup- 


plied in large collapsible tubes like tooth paste. 


CLEEVELANDT CORPORATION 


33 WEST 46th STREET NEW YORK 19, N. Y. 
Patents Applied 




















Were never in greater demand than now. Sales presen- 
tations, market analysis, general statistics, make them of 
great importance. Offer 


CLEARTYPE MAPS 
BLACK AND WHITE 


AND 
COLOR PRINT MAPS 
MAPS MAPS 
OF ALL FOR EVERY USE 
DESCRIPTIONS AND EVERYWHERE 


WRITE FOR CATALOG and DISCOUNT SCHEDULE 


AMERICAN MAP CO., INC. 


16 EAST 42nd ST., N. Y. 17, N. Y. © MU 2-7581 














Are Recognized 










Standard for 


over 30 years 


Consistently high quality 
...up-to-the-minute packag- 
ing...a profit-and-prestige 
line you'll sell with pride. 
Inquire about our Franchise 
Sales Plan—the short cut 


to bigger and better sales. 


WANSCO 


PAPER PRODUCTS CO., 
409-411-413 PEARL ST., NEW ne i 
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SORRY «... 
No Typewriters yet! 


BUT .. 
We still have better ribbons and car- 
bons—at better prices. 


REGALRITE . 


Carbon Papers 

Typewriter Ribbons 

7 Xo Cobb elem JLo Col ebbel-mm atte) ele) et 
|sTole) 4 <-1-3 0) bole mm ly (oCol eb bel-me atte} eve) et; 


HEADQUARTERS . 


Royal Typewriter Parts for Dealers 


NOW =. . 
You should try REVIVO; it renews 
platens and cleans type amazingly! 


ANTICIPATE . 
The manufacture of a limited produc- 
tion of new typewriters has been re- 
Sb boel=le MMB de (o(-Uobel-MJeloltt (eM olen cettlote)(— 
soon. List your needs with us to be 
notified as soon as they come in. 


REGAL TYPEWRITER COMPANY 


(INCORPORATED) 


200 Hudson Street New York 13, N. Y. 
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Mm. 
FULTON 
Aarys. 


quick-drying...smudge-proof 


IN ANY WEATHER 


ALL-WEATHER wood block Stamp Pad, 
inked with ALL-WEATHER special Ink. 

. what a team! Weather conditions 
really don't mean a thing to them. 
Sharp, clean, fast-drying impressions . . . 
and pad will not warp, get sticky or 
pick up lint or dust. 
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OUR NEW PLANT ADDRESS 


On or before August Ist the customer-pleasing 
"U. S. Line’’ of Carbon Papers and Inked Ribbons 


will be manufactured at our new and larger loca- 


= 
a 
3 


tion. 


Our General Offices will also be located at the 
new address so the next time you find yourself in 
Billy Penn's town, remember that the ‘Welcome 
Mat" is always at the entrance of 621-623 Cherry 


Street. 
U-s: 
TYPEWRITER RIBBON 
Mire: Co: 


621-623 CHERRY STREET 
PHILADELPHIA 6 


— Psa ees |: 














FULTON SPECIALTY CO. 


200 FIFTH AV., NEW YORK CITY 10.N.Y. 
FACTORY AT ELIZABETH 1, NLU. ESTABLISHED 1895 

















WORK WITHOUT Gtafeo SIGNALS? 

















signals and maptacks 
aid busy workers. . . do much 
to make operations smoother. 
Graffco signals and maptacks 
never forget; they make existing 
systems more efficient; speed 


operations. 
GEORGE B. GRAFF 
COMPANY 





54 Washburn Avenue 
Cambridge 40, Mass. 








THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubber feet are all removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. The T Square is provided with a 
wooden locking device which holds it tightly in position wherever set. 


The Movable Lamp is placed under the Scope and can be adjusted to bring the 
greatest light right under the working area. The Plastic Diffusion Shield 
avoids glare and does not accumulate heat. It also protects the lamp from being 
accidentally broken. 


The Scales in each side of the table are divided into sixteenth inches and 
standard typewriter spaces for the entire length of the stencil. Scales, top and 
bottom, show regular typewriter pica and elite spaces. Technyscope is 16% 


inches wide by 21% inches long. 
Price, complete with Lamp, Ball Point Stylus, $] 450 
Flexible Writing Plate and Four Manuals nite ees 


of Rockies) 


TECHNYGRAPH CO. recuny, su. 
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OFFICE 


MACHINES 





INF BLE WRITE FOR 


CATALOG 








NON 
CORROSIVE 


CARDINELL CORPORATION 





MONTCLAIR, NEW JERSEY 
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Office Special 


CARBON PAPER and 
TYPEWRITER RIBBONS 


A Matched Line for Dealers 


Reasonably 
Priced 


Clean 
Durable 














$2244444444444444444440644 
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} eee The Brckere Ribbon x Carton Co 
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Send for Samples 


The Buckeye Ribbon & Carbon Co. 


7209 St. Clair Ave. Cleveland 3, Ohio 
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Calculator 
Equipment Corp. 


ORANGE, NEW JERSEY, U.S. A. 


ADDING MACHINES 


CALCULATING MACHINES 


BOOKKEEPING MACHINES 


Select Rough and Rebuilt 
















































7 The New and Improvd 
ROTARY 


For speed and accuracy it’s the 
new Speedograph Rotary. 
Where efficiency is required in 
reproduction up to 100 copies 
the Speedograph Rotary has 
no equal. Now available for 
immediate delivery in hand 
and automatic feed. 


TODAY—Write for 


free color brochure 


DEALERS 
INQUIRIES 
INVITED 
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These two words—Canode ‘ 
and Satisfaction — have 
been trade “buy words" 
for forty-five years. 


Shrewd buyers know that 
if anybody can make good 
duplicating inks it is 
Canode. 

Canode's is always the 
best buy. 

For the finest duplicating 
ink made—try CAN- 
ODE'S PREMIUM INK. 


For a good, low priced ink 
—as good as some peo- 
ple's best—try Canode's 
Bulletin Ink. 


Samples and Prices on Request 


INK SPECIALTIES CO., uy? 


DUPLICATING 


BLACK 


“@&D 
paagut! 





519 N. HALSTED ST., CHICAGO 22, ILL. 

















Cram 
BUSINESS MAN’S 
ATLAS 
OF THE U.S. A. 


The Atlas That Talks The 
Business Man’s Language 


FIRST AID TO SALES MANAGERS 


For Efficient Sales Planning 





Here's something new—and different—in an atlas. 
The first—and only—atlas of the United States de- 
signed exclusively for the business man's use. Gives 
all territorial data the sales executive needs for 
planning sales and distribution programs. Size 12" 
by 15", 240 pages, loose-leaf binder, flexible cover. 
Eye-ease treated. Cash in on the unusual demand 
for this helpful business tool. Nationally advertised. 
A steady, year-round seller. List price, $10. 


THE GEORGE F. CRAM COMPANY, INC. 
730 E. Washington St., Indianapolis 7, Ind. 











THE ORIGINAL 


NORTA 


PLASTIC 
TYPE CLEANER 


SAVES / 
TIME. 


Here, Mr. Dealer, is a type cleaner you can 
recommend with confidence. A real time saver 
for any busy office. NORTA does the work in 
a jiffy; it’s clean too; just press, roll gently 
back and forth and the job is done. No dirty 
' inky hands, no soiled clothing, no serubbing 
and rubbing. NORTA is clean, efficient and 
quick for cleaning typewriter type, stamps, ete. 
Stand the attractive display container on your 
counter and see how fast NORTA sells. 


NORTA 
DISTRIBUTING 
Co. 


119 WEST 40th ST., 
NEW YORK 18, N. Y. 

















OFFICE APPLIANCES, August, 1946 





@ A Glass Smooth Plastic Fibre Board 
@ Vise-like Spring Holds Papers Securely 
@ Unreservedly Guaranteed 

Furnished in the Following Sizes 


Stock PRICE 

No. Size. Ea. Dos. Gross 
200 64"x11” $0.50 $5.75 $67.50 
203 6” x 9” 50 5.75 67.50 
204 9” x12%” 55 6.35 72.00 
205 9” x15%” 60 7.20 78.00 
206 oe. 65 7.80 84.00 


200-203-204 packed 2 Dozen to a carton. 
205-206 packed 1 Dozen to a carton. 
Write for descriptive circular. 
SERVICE PRODUCTS, Inc. 
2035 So. Calumet Ave. . Chicago 16, Ill. 
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Le RENEE ener ane 


ROTO-SHEAR 
Mad Opener 





ee. 


Sa. 


Do your customers still open their mail with an old 
fashioned letter opener? If they do, they are a good 
prospect for the ROTO-SHEAR MAIL OPENER. 
The ROTO-SHEAR MAIL OPENER can do the job 
in a fraction of the time with far less wear on employees 
and far less damage to important mail. 

After a few hours’ experience, operator can open 
thirty to forty letters per minute with a ROTO-SHEAR 
MAIL OPENER. Razor-sharp, steel cutter bar slices off 
just enough of the envelope to expose but not damage 
contents. Operator can open any size envelope up to 
and including eleven inches. And since cutter bar is 
protected by guard and roller, there’s no chance of 
operator cutting hand or finger, or getting paper lint 
all over clothes. 

A precision machine, sturdily built of the finest ma- 
terials, the ROTO-SHEAR should last a lifetime. Even 
the cutting bar is self-sharpening. Be the first in your 
city to offer this new, improved mail opener. Write or 
wire today for dealer proposition. 


ROTO-SHEAR CO., Ltd. 


4503 Travis Street 
DALLAS, TEXAS 








Mail Faster, Beller 











FOLDING CHAIRS 
FOLDING TABLES 
BRIDGE TABLES 
BANQUET TABLES 


Many styles—Immediate shipment 
— Unlimited Stock 


Priced Right—So You Can Sell At 
A Good Profit. 


Let us supply you with merchandise. 
Don‘t turn down chair inquiries. 


Sample sent on request. 


Manhattan Office Equipment Co. 


WHOLESALERS 
639 New York Ave., N.W. Washington, D. C. 


Phone MET 2043 


SUPER-COMFORT 


Executive 


LEATHERETTE 
CHAIR CUSHION 


Smartly designed—choice of filling 
(75% Foam Rubber with 25% new 
Cotton Felt) or (100% Lambs Wool) 
or Latex Hair—Vynal coated leather- 
ette covered top, sides and bottom 
for long-wear service—2"' thick. Size 
17x19—choice of brown, green, tan 
—$6 Ea. Foam Rubber or Latex Hair 
filling—$5 Ea. Lambs Wool filling. 
STENO CHAIR CUSHION—same 
as Executive Chair Cushion—2"' thick 
—size 14x15—choice. of brown, green, 
tan—$5 Ea. Foam Rubber or Latex 
Hair Filling — $4 Ea. Lambs Wool 
filiing. 
ORDER from your 


Jobber or direct. 
JOBBERS: Write us. 


| 


| 
I 
; 


Slip-over 
LEATHERETTE 
BANK STOOL 
CUSHION 


Slips se- 
curely 
over any 
ban k 
stool. 
Genuine 
LEATHER 


 top—heavily padded with 


new cotton felt. Choice 
of green, brown, tan, 
black—$3 Ea. 





INTERNATIONAL CUSHION 


World’s Largest Manufacturers of Finest Cushions and Slip Covers 


515 N. Halsted St., Dept. OA-8, Chicago 22, Ili. 


TYPEWRITER RIBBONS 


= Go Wrong 
with Write! 








CARBON PAPERS 


relate! 











Maurice Kressin, Gen. Mgr. 





Dealers—No Need to push WRITE products 
—they sell themselves. And once sold, WRITE 
brings back satisfied customers in no time at all. 
This will mean more friends, more business, 
and MORE PROFITS for you. 

Keep a plentiful supply of WRITE Carbon 
Paper and Typewriter Ribbons in stock and on 
display at all times. Quality and long wear 
that is guaranteed. Remember, you can’t 


go wrong with WRITE! 


Send TODAY for Samples 
and Discounts 
Deliveries at Once—No Delay! 
420 Lexington Av 


WRITE > New vork 17. N. ¥- 


FACTORY: Bridgeport, Conn. 









enue 
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Nu Vue arrangement of tax deductions e Simplifies adding of 
totals. e Reduces time and cost of payroll work @ The only payroll 


book where social Security numbers, employees names, tax exemptions, 

earnings and tax reductions in full view without turning of Pages. 
Lh PAYROLL SYSTEM NU VUE PUBLISHING COMPANY 
86 WEYBOSSET ST., PROVIDENCE, R. I. 
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Dealers and stationers will find this item NO. 500 INK FILM STENCIL 

a ready seller in all metal construc- $1 ~ ae New—sensational—users say ‘‘it’s “Cash in’ on the tremendous in- 
unbelievable.” Out-performs any terest in film stencils. Never were 
ink on the market. The first real they more in demand. In the 8 


7 . . uw . 
tion, including 10" eye guide, at... i arket. The first 
(tax extra) improvement in duplicating since years since we introduced it, users 
we introduced the film stencil in have learned the many advantages 
1938. Tempo 500 is an amazing of film: Saves 3 to 10 minutes 
time-saver. Copies dry in from cutting time. Eliminates type clean- 
1 to 3 minutes depending on paper. ing, loop-letter cut-outs, feed roller 





The Rite-Line Copy 


* S No waiting around. Speeds up en- swelling. Result: cleaner cut sten- 

Holder is portable, sean tire department. Takes high speed cils, better copies, better re-runs. 

pact, efficient and attrac- operation beautifully. Less offset. Operators familiar with Tempo 

° No waste of paper—the first copy Film performance cannot be 

tive. It reduces errors is good. Tempo 500 has everything switched to any other type of 
—one trial will convince. stencil. 


and speeds production. 
Rite-Line with extension 
eye guide, at right. 





EVERY USER IS LOOKING FOR A SUPERIOR PRODUCT TODAY— 
TEMPO OFFERS YOU A COMPLETE LINE OF QUALITY 
DUPLICATING SUPPLIES 


For catalog, price list and special dealer proposition . . . 


WRITE FOR FULL Rite-Line Sales Co., Inc. Mail Coupon Today 


©. Dearborn St., icago 5, 432 W. Pico Bivd., 
MILO HARDING Cc * Los Augules 15, Calif., Dept. D 


tees eal ITE -LINE | ner rush details about Tempo 500 Ink and Tempo _ Bis 


Reg. U. S. Pat. Of. 


COPYHOLDER STREET CITY 
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*% STAR * 


Panett POtNnrer PAD 


12 long lasting sheets to each pad. Wood base and 
handle. Gives tapering sharp point for all precision 
drawing and writing. Sought after by artists and drafts- 


men. 
Size 6!/ox134". List 10c ea. Usual trade discount. Min. 


shipment one gross. Packed 3 doz. in counter display 
carton. No stock complete without this item. 
Free sample if desired. 


WOOD PROCESSORS, INC. 
120 N. GREEN ST. CHICAGO 6, ILL. 








MASONITE FLOOR MATS 


a ee $5.00 LIST 

SET NE vce icicocatibnacecansnene ns $7.00 LIST 

COLORS— MAROON, BROWN, GREEN 
NO EXTRA CHARGE FOR COLORS 


OFFICE FURNITURE WHOLESALE 


DISTRIBUTORS 
74 Broad St. N. Y. 4, N. Y. 


Bowling Green 9-8231 








MEILICKE APL OLATORS 


Users say Meilicke 
Calculators are a 
necessity where pay- 
roll and tax calcula- 
tions are involved. 
With a Meilicke you 
just tip a card and the 
answer you want is right in 
front of you—to the fraction. 
No levers—no machine ad- 
justments. You just tip a card ' 
and save time—worry and mistakes. Meilicke Calculators 
are compact, attractive, handy. Dealers should acquaint 
their customers -with Meilicke Calculators. 








Meilicke. Systems, Inc. tn ier 











Hi-Speed Changers 


MAKES CHANGE QUICKLY 
ACCURATE—Easy 


Prevents loss; modern hi-speed 
efficiency. Durable, long-lasting; 
well made of cold rolled steel. 
Nickel Finish 4 T BE 
$315 U 
MODEL 
Also made in 3 & 5 Tube 
Models. Easy to operate. 


DEALERS: Write for prices and 
illustrated folder “F’’ 
Quick Selling, Profitable Item 
J. L. GALEF & SON, Inc. 
75 Chambers St. New York, N. Y. 
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BUY THEM 


while the price is low 


This smoking stand is made 
of Polished Spun Steel. Fit- 
ted with heavy amber glass 
tray. It is 2614” high, weighs 
8 lbs. Is strong and beauti- 
fully designed. 





Order today because these 
stands may not be available 


long at 

one 2" $6.00 LIST 
Regular trade discount. 
Satisfaction guaranteed. 


176 W. Adams St. 
Chicago 3, Jt. 











> 


ELRAY COMPANY 








JUST ONCE 


JUST A TRIAL ORDER OF 


MAGIC FLOW 
Duplicating Ink is all 
we ask. We know you 
will know a Good Ink 


when you see it 


PRICED RIGHT 


If you are not already a 
buyer of Magic Stencils, try 
them. You will like the way 
they perform. 
CONTINENTAL INK CO. 


3142 S. Austin Blvd., Cicero 50, Ill. 
Products that make friends. 























PENDAFLEX 
new’ style oetg oer * that HANG! 


OXFORD FILING SUPPLY co. New York BROOKLYN St. Louis 





POOOOS So-sSo-aSo-ao-ehe-eho-ate-aSo-she-eheeke-ste-ace-ateoste 
a 


E. LEVI & CO. Corse Venezia, 6 


, 
oe 


xX SX 
« MILAN, ITALY 3. 
eo Representatives & Distributors of os 
& Office Machines, Office Supplies, P 4 
3 Appliances Sundries z 
*° seek SOLE AGENCY of 7 
» 4 AMERICAN MANUFACTURERS } 4 
Branches throughout Italy—Impressive record b 4 
Their representative will be in New York City during = 
6 4} the month of September. 
2 Write to Mr. Ezio Levi, c/o “Office Appliances,” 4 
“~ 100 E. 42nd St., New York 17, N. Y. “ 
>, >, >, .%, .%, ©, &, o, ‘7 Fy o, 
KC SCX SCD EX oho af So-4go 
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SELL 
Spring Keys 


UNIQUE DIFFERENT 


For Typewriters and Bookkeeping 
machines. 

Girls are astonished and amazed at the 
delightfully soft cushioning effect when 
Master Speed Keys are installed on their typewriters. 


WRITE FOR FULL INFORMATION 


SPEED KEY CORPORATION 


Formerly Speed Key Manufacturing Co. \ 
373 COLUMBUS PLACE BROOKLYN 33, N. Y. 1c 
AAAAAAAAAAAAAAAAAAAAAAAAAAA OY Lap tdt 
No oll gestor™® 


Companion products needed in every 


l p 0 A R D § office. ROLTONIC cleans and gently 
C | B naps the rubber platens of all business 
machines. New gripping surface 
carries file folders, envelopes, etc., 





m~ 
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Grip 
>i 
GRIPPIT is accepted and used os the 
standard Non-Inflammable Paper Cement 
by great industrial firms who buy only after 
thorough tests in their own laboratories. 
Non-Wrinkling, Detachable. Excess rubs 
off. Needed on every desk and drawing 
board. 
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Guaranteed against warping. 
ALSO: TYPEWRITER RIBBONS that 








meet government specifications through, holds them straight. 
- CARBON PAPER of 100% . 

teu coutent and made of genuine TYPTONIC actually flushes away ink, 

Carnauba wax... and a erga eraser dust, office grime from metal 

variety of First Quality MI - . 

GRAPH and. STATIONERY SUP. and rubber type, then disappears 

PLIES, including many specialties. entirely. All three products ere 

Write for Price List No. 104-B Both ROLTONIC and TYPTONIC are Non-inflammable, Non- 

made to the same high quality as Poi us, Harmless to 
GRIPPIT. skin and clothing. 





WRITE FOR SAMPLES AND PRICES 





PENGAD oN" 
G++ BANDS Bae 


ee Ti) 8 To Rubber 


Bands 


HARRIMAN - WELTS, INC. 
403 RIVER ST.,.- HAVERHILL, MASS 

















Holds papers, deeds, mort- 
gages, insurance policies, can- 
celled vouchers, ete., neatly 
and in order. Obtainable in 
lengths from 6” to 54”, Used 
by manufacturers, retailers, 
commercial institutions, banks, 
etc. Write for samples. 


Rochester Wire-0-Binding, Ine. 
Rochester 4, N. Y., Dept. 2-0 


_ ) /4a 
ae aT LUG Lity 


RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 





SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 


=—t4i= 


Changeable Letter —~ 
5 wa" IAL . Bulletin and ZNATI O NAL 
Ly E pt AT e ' Menu Board Signs <Ziws? 
TO DAY for all purposes 


FRESH ROAST HAM Sind toe: tensed ‘EVYE.EASE” 
RED CABBAGE literature showing i 
SWEET POTATOE large variety of uses. t a C fe) im D & 


APPLE SAUCE 
BREAD [7 ROLLS & BUTTER ACME Save Strain — Speed Work 


SEE YOUR STATIONER 
































DESSERT aii 
COFFEE TEA OR MILK a 
Bos ] 37 East 12th St. NPWilel\).\ aml 8-\] @m:ole) amare 
| New York 3, N. Y. "Tele de) 42 
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ARKILO 
CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 


Write us for details. 
Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U.S.A 















“ROLLING STORE LADDERS 
“A Type Ladders . Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 





vend for Folder 
and prices. 






















Manufactured by 
4535 N. Ravenswood Ave. 
zs Any Record Easy 500 Cards 
Stock Flexible 6x4 inch $345 
Credit Portable 
Use Handifax Cards only. Join together. 
File sheets of Cards on edge like paper in 
& spire Profitable Acts. Use half-inch Visible 
\: i Margin for Indexing—Color Signaling 
Ten years national use. 500 Cards one side 
Blank, one side Ruled: 6x4 in., $3.45; 8x4 
Sheets of Cards =. money. Satisfaction guaranteed. 
Write for Catalog. 
TYPE & PLATEN 
Highest Quality 
Large Bottle 
Wonderful Repeats 
Large Profit 
NEATYPE is sealed in such 
a way that there is NO 
For Full Particulars and Samples, Write 
SERA EY PAPER & SUP raw ee. 


I. D. COTTERMAN phe econo 
Sales Quick 
Cost Saves Time Complete 
correspondence folders. Visible Facts In- 
Visible Tabulation of vital information. 
=r. —=— in., $4.40; 10x4 in., $5.30. Order now. Send 
a 
az an d : fa X Ress-Gould Co. ST LOUIS 
313 N. Tenth St.(1) ° 
CLEANER 
Fast Easy Seller 
AND—Mr Dealer— 
EVAPORATION IN STOCK. 
3800 AGNES AVE, . KANSAS CITY 3, MO. 
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NEW! DIFFERENT! 


Your Own Pocket 
Postal Scale 


Here's a tiny, absolutely 
accurate postal scale that 
you can carry in your 
pocket. Folds and fits 
into a durable, simulated 
leather case no larger 
than a pocket comb case. 
Clear, easy to read guide 
indicates weight in ounces 
—graduated into quarters 
—and both regular and 
air mail rates. A must for 
every salesman! Unlim- 
ited possibilities as ad- 
vertising premium. 

Write for details and 
quantity prices Send 
fifty cents, plus five cents 
for postage and han- 
dling, for sample. Im- 
mediate delivery 





HAUSMAN SALES CO. (Not inc: ) 
1243 North Harding Avenue 
Chicago 51 


llinoi 
Illinois 












Just Press 
the Sutton! 


Cleaner fluid is in 
bottle handle and 
flows through 
brush, controlled 
by finger tip but- 
ton. Ideal for 
cleaning type- 
writers and all of- 
fice machines. 







Handy set comes in box with extra bottle 
of fluid. Write for catalog and prices. 





RIVET-O MANUFACTURING CO., 96 Jason St., Orange, Mass. 


IMMEDIATE SHIPMENT! 


Rebuilt 
A. B. DICK MIMEOGRAPHS 
LIQUID DUPLICATORS 
MULTIGRAPHS 


New 
SLIP-O-MAT SLIPSHEETERS 
MAIL BAG RACKS 
ALL-STEEL UTILITY TABLES 


Write for Information, Prices 


MAILERS’ SERVICE & EQUIPMENT CO. 
40 W. 15 St. (Mailers’ Bldg.) New York 11, N. Y. 




















DESIGNED TO SELL! 


Appealing lace-patterns 

in non-inflammable plastic. 
New bound edge will not cut or 
bind. Large size for 


ayek GUFF SHIELDS 













Retails profitably Pt added sleeve 
for 29¢ pair Daag a. protection. 
3 dz. to box. Yy, Easy to 

adjust. 


Prompt delivery. 


PLASTEXT CO. 


24 “Things Plastic” ae 
525-535 EAST 137th ST., BRONX 54, N. Y. \ 


MElrose 5-9786 


OFFICE APPLIANCES, Augu:t, 1946 





eae 























CS aS aS a eS SC 


Now icamhe Orders 


' in Limited Quantities 








FOR THE FIRST TIME 
STATIONERY STORES CAN NOW SELL 


GENERAL MOTORS ACCOUNTING 
SYSTEMS 


Used by General Motors, Chrysler and 
Many other Automobile Dealers 


Write for Samples and Exclusive Agency Terms 


Lewis N. Pemberton Printing Company 


Manufacturers & Distributors 
719 W. Olympic Blvd. Los Angeles 15, Calif. 














Provides for all legally required 

Income Tax Records, Federal and 

$5 State, under one cover. Place 

RETAIL PRICE samples of all Income Tax Records side by 

Genaceun Beads side, regardless of price, and 9 customers 
for high Mark-up. out of 10 will BUY the LIBERTY. 


Commonwealth Publishing Company 


Chicago 5, Ill. 


508 So. Dearborn St. 





PRECISION BUILT 
INDUSTRIAL AND COMMERCIAL 
STAPLING AND TACKING MACHINES 


5 MODELS — I5 SIZES 


LITTLE GIANT BRAND STAPLES 
FOR OVER 60 TYPES OF INDUSTRIAL AND 
COMMERCIAL STAPLERS 


WRITE FOR CATALOGUES AND PRICES 


Distributorships Available for Some Territories 


PRECISION STAPLE CORP. 


NEW YORK 3, N. Y. 


DEPT. OA. 239-4th AVE. 


sd ¢ 


oy) ae), Baa, feat 
"feolte 6n@ DAYTON 


OHIO 











DISPLAY RACKS for STATIONERS 


Made 
especially for 
Stationers, 
Gift Shop, 
Window and 
Store Display 





Three Styles—Nine Numbers 
THE 
GIFT DEPARTMENTS | 
A Complete Line of Plate, Platter and 
Cup and Saucer Holders for Resale. 
COMPANY Write for Dealers’ Price List 


3705 Nicollet Ave. 


Minneapolis 8, Minn. 














POST CARDS 


| FREE! DEALERS: Send for free illustrated book of money making ideas 
| and complete unique advertising plans. Learn how thousands of these 
Cardmasters have been sold. Write today. 


-CARDMASTER COMPANY “24482versx2e4Ave. | 
\_ SS ia $F te 
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A Snappy Salesman 


of fifty years ago looked like this. To- 
day he has doffed the checks, the high 
hat and the walrus mustache, but he 
still depends upon his 


Beach’s ” FAM 
“Common Sense” 
Expense Book 


to give him a quick, accurate record of 
his traveling expenses. 


BEACH PUBLISHING CO. 
7338 Woodward Ave., Detroit 2 
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BILLFORM “PROCESSED” 
CARBON PAPERS 


Each sheet of Storm’s “BILLFORM PROCESSED” 
carbon papers is especially processed to make it curl 
resistant. Each sheet is therefore easier to handle. 
Each sheet lasts longer. Each sheet will MAKE new 
friends, permanent friends for you. 


The “Complete Line” 


CARBON PAPERS: Cleangrip, Whitedge, Clean Pull, Cameo, 
American, Reliance, Storms Pen and Pencil Carbons, in all 
weights and finishes. 

CARBON ROLLS: Tailor’s Marking, Photo Offset, Billing 
Rolls for Elliott Fisher Machines, Billing Rolls for Burroughs 
Posting Machines, Register Rolls, Tally Rolls, Teletype Car- 
oo sy Rolls, Rolls for Elliott-Addressing Machines, Special 

olls. 

INKED RIBBONS: Stormtex, Cameo, American Reliance, 
Ribbons for Addressograph Multigraph, Speedaumat, etc. 























ANOTHER INSTANT SUCCESS 


IMMACULATE CARBON PAPER 
CLEAN TO HANDLE, CLEAN TO ERASE — 
FREEDOM FROM FEED-ROLL OFFSET 


H. M. STORMS CO. 


561 GRAND AVENUE ° BROOKLYN 16, N. Y. 
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Two all-purpose items in the complete 4 
Weldon Roberts quality line for all 
erasing requirements. 
aE aaa 
oem mma pase He » Nos. 333-334 INDIA 
No. 399 Two Sizes) 
TRI-PLY : _ The standard all-purpose 
The leading red rubber eraser 
typists’ eraser 
44 
Ae Correct WE, lft Any Language 
A 
CLL! Se RN 
LEELA AMES ASAT AIR 





WELDON ROBERTS RUBBER COMPANY 
Newark 7, New Jersey 
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The advantage of a Full Front Desk Mat is clearly demonstrated by the illustra- 
tion. A Full Front Desk Mat makes a very beautiful and serviceable installation. 


L. M. BICKETT COMPANY, WATERTOWN, WISCONSIN 


Rubber Manufacturers 


FULL FRONT 
DESK MAT 


“RUFBAK” 
Type 
FF 








Bickett specializes in the 
manufacture of mats for 
use in offices. Made of 
high grade rubber, col- 
ors—black, maroon, 
brown, light green, dark 
green. 

A complete range of 
sizes. Mat held in posi- 
tion by desk legs which 
rest on edge of mat. For 
double use desks place a 
Bickett Full Front Mat 


on each side. 





Write for stock chart— 
price list. 























Above: Large size, for models 6V, 7V, 8V, 
With or without knobs. 


Above: Small size, for models 3V, 
4V, or 5V. With or without knobs. ¥¥, HOV, UV. 


Right: Intermediate bar for 
additional extendibility of 
either size above. 





Above: One intermediate bar extends any Kleradesk one 
to five compartments more than original capacity. Sev- 
eral intermediate bars may be added, if desired. 
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Extendible Steel Bars 


for the steeless 


‘ KLERADESK by Sengbusch 





... adding new sales-appeai to this 
already fast-moving item 


... providing an opportunity for sub- 
stantial replacement sales 


Flexibility that permits any number of plainly indexed 
compartments — that’s the kind of sales-making sto 

you can tell your customers about the steeless Klerades 
with Extendible Steel Bar and plastic knobs. That's the 
kind of sales argument that helps you write more orders 
for first-time purchases of Kleradesk. The Extendible 
Steel Bars fit steeless Kleradesks originally purchased 
with wood rods and porcelain knobs, permitting addi- 
tional expandibility of models now owned. Added to the 
utility, durability, and pleasing appearance of Klera- 
desk, this new feature puts you in a strong position to 
build volume sales and win satisfied customers. Stock 
up now. Write for circular. 


Sengbusch Self-Closing Inkstand Co. 
308 Sengbusch Bldg. Milwaukee 3, Wisconsin 
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Only $39.50 List f.o.b. Minneapolis 


SO MUCH for SO LITTLE 


It is a rare event when such an efficient spirit duplicator as the Wright is offered for so little money. 

The Wright is a full size machine handling paper to 9” x 15”. 

It is the only machine having paper moistener enclosed within the fluid receptacle. Leakage and 

seepage completely eliminated. Fluid is spread across sheet as needed. Ball bearing impression roller. 

Built for long wear. Once you have seen the Wright you will know it is the spirit duplicator you have 
Keep to the WRIGHT. 


been looking for. 
LIBERAL TRADE DISCOUNT 














2550 Nicolett Ave. D & R MANUFACTURING CO. = Minneapolis 4, Minn. 





QUICK .. ACCURATE . . DEPENDABLE! 


CLIX 
PUNCH 


NEW ENGLAND PAPER PUNCH CO., 95 Washington Ave., Natick, Mass. 
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4 2030 N. NATCHEZ AVE. >= = 
CHICAGO 35, ILL. 
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1100 S. WABASH AVE. 





MICHIGAN 















AWAY FROM THE SMALL CRAMPED QUARTERS AT 1100 
SO. WABASH AVE. TO OUR NEW BRANCH FACTORY, 
WAREHOUSE AND SALES OFFICE AT 2030 N. NATCHEZ 


UUUTIUUITSEES TSU EV ERD 
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a S AVE., CHICAGO 35, ILL. HERE IN OUR MODERN THREE- 
2) STORY AIR-LITE PLANT COMPLETE WITH MANUFACTURING 
a FACILITIES AND RAILROAD SIDING, WE WILL BE ABLE TO 
a FILL PROMPTLY (AS MORE RAW MATERIALS BECOME 
AVAILABLE) THE EVER INCREASING DEMAND FOR 





REYBURN’S SHIPPING AND MARKING TAGS, LABELS, PIN 

TICKETS, DISPLAY MATERIALS AND PAPER SPECIALTIES. % 

THE REYBURN MFG. CO., INC. pes? 
PHILADELPHIA, PA. aaa 
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N.S.A. Convention 
Room 
601 


Look for us at 


Your Generous Cooperation is Appreciated! 


but DEMANI 
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. 
acl aalel ol your ed 


is unprecedented! Old customers of Automatic naturally have first call 
Sharpeners has been among those we have been forced to defer. We want you to appreciat 
@ We earnestly hope that 


sincerely painful this is to us 
we shall 


with the ever-increasing tempo of reconversion 


ao h AcE ial- We ol(-toki0la- Moh mma-lal-hoalale Me Zelelamelael'lelialielala= 


Automatic Pencil Sharpener Co. 
Division of Spengler-Loomis Mfg. Co 


58 E. Washington St., Chicago 2 
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It will pay to wait for 
the file which will 


give indefinite service. 
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PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STS., PHILADELPHIA 11, PA. 
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ili PERFORMANCE 





bal preofection ts no mere bifle’ ‘a 


The contour—the steel—the heat treatment 
and fine adjustment of the nibs—the shape 
of the handle and the just right weight and 
balance of this instrument add up to the 
perfect ruling pen—the first of a series of 





fine instruments by Post. 


Ruling Pen No. 742 
Five and one-half inch. Price $2.75 F.O.B. 
Chicago. 





The Frederick Post Company DETROIT + HOUSTON « CHICAGO + LOS ANGELES + MILWAUKEE 


3650 N. AVONDALE AVE., CHICAGO 18, ILL. 
THE ARCHITECT AND ENGINEER 
a atid emai 


INSTRUMENTS - EQUIPMENT AND MATERIAL FOR 
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MEPHISTO COPYING 


73B MEDIUM 
IS BACK AGAIN! 


MADE IN JU. S. A. 
LEADS IMPORTED FROM 
CZECHOSLOVAKIA 


Orders placed up to the end of 1945 are being filled 
in partial monthly shipments, after which 1946 orders will 
be filled in sequence. For the time being the hard degrees 
will not be available, nor will the No. 77 or No. 173B. 


KOH-I-NOOR PENCIL CO., INC. 
BLOOMSBURY, N. J. 














WU Copying 
™§ 6SPEED UP OFFICE / PRODUCTION 


* — 
















Error-No, the all-purpose, line-by- 
line copyholder speeds up ttan- 
scribing of reports, forms, letters. 
Tests show Error-No ups copying 
efficiency as much as 40%. Holding 
copy at eye level, it eliminates eye 
strain, cuts down fatigue. 
Error-No’s copying versatility can 
be demonstrated on adding ma- 
chines, Comptometers, and other office devices as well 
as typewriters. All steel, noiseless, vibrationless, fool- 
proof. See what Error-No can do to speed production in 
your office. 












DIVISION OF 


Hall-Welter Co. 


ROCHESTER 7, N.Y. 
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Character - -. 


Comfort: -. 


Craftsmanship - 


PATENT PENDING 


Bisa 





Exploded view of seat 
consiruction shows metal 
bottom pan, leatherette- 
covered metal apron as 
well as leatherette up- 
holstery covering springs 
and metal foundation. A 
truly important advance- 
ment inall-metal design. 








e In every line, there’s one who leads the way. And in 
fine metal furniture . . . it's Royalchrome! How did it 
get that way? By our long years of concentration on 
these objectives . . . to make Royalchrome the best 
looking, the most comfortable, the longest lasting 
chrome furniture money could buy. 


Truly, there is no substitute for Royalchrome. There 
never has been. For where else can you find character, 
comfort and craftsmanship so skillfully blended? See 
for yourself... soon. The Royal Metal Mfg. Co., 

175 North Michigan Avenue, Chicago 1, Illinois. 


LINE OF TOMORROW 


a ae 
STEEL FURNITURE TOY 
ROYAL STEEL FOLDING CHAIRS = 
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THE HEY 


THE NEW IMPROVED 


EFFICIENCY 


ER CORPORATION 
CHICAGO, ILL. 
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Sit down to this handsome new typewriter . . . for the typing 
thrill of your life! 
You sense something different the moment your fingers touch the keys. 
It's Rhythm Touch .. . the latest development in Underwood's 
constant research to help make your work easier. 
There’s new ease for your fingers in the lightning response of every 
key. In the better balanced finger action. The effortless speed. The 
free-and-easy rhythm of the accurate. smooth-running mechanism. 
You'll do more work .. . better work . . . with less fatigue. Besides 
Rhythm Touch, and many other new refinements, you have all the 
time- and effort-saving Underwood features vou've always enjoved. 
Insist on having this new Underwood Standard Typewriter, Its a 
pleasure to work with ... a treasure to own. 


UNDERWOOD CORPORATION ... One Park Avenue. New York 16. N. Y. 


YY LEADER OF THE WORLD 








